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U.S. Supreme Court 
Refuses Review To 
: New Orleans Agents 


Action Sustains Lower Decision 
Exchange Rules Are in Vio- 
lation of Anti-Trust Law 


RGUMENT OF LOCAL BOARD 


gents Contended They Were Not 
in Interstate Commerce, But 
Subject to State Regulation 


' The United States Supreme Court this 
week affirmed a lower court decision that 
the New Orleans Insurance Exchange, 
fhe agents’ local board, had violated the 
Sherman Act by monopolizing the fire 
nd casualty insurance business in the 
New Orleans area, 

'The government antitrust action 
iwainst the association of some 130 stock 
fsurance agencies was taken under the 
io-called “boycott, coercion or intimida- 
ion” clause of Public Law 15. This sec- 
on of the McCarran Act provides for 
pplication of the Federal antitrust laws 
0 coercive activities in the insurance 
mdustry, regardless of whether or not 
late regulatory laws have been enacted. 


Direct Appeal to Supreme Court 


'The exchange appealed the adverse 
federal District Court decision directly 
> the Supreme Court. A direct appeal 
§ permitted in civil antitrust cases where 
the Federal Government is the com- 
lainant. 
‘In his decision last February, uphold- 
mg the government allegations, Federal 
District Judge J. Skelly Wright held 
hat the exchange had violated the Sher- 
man Act by “engaging in an unlawful 
mbination and conspiracy to restrain 
nterstate commerce in insurance and to 
quire a monopoly in its area of oper- 
itions by maintaining a group boycott 
igainst non-member insurance agencies 
as well as against all insurance com- 
anies which do not plant exclusively 
hrough exchange outlets or members.” 
-According to a complaint filed by the 
bovernment in January, 1954, the mem- 
ers of the exchange wrote 81% of the 
re insurance, 67% of the casualty in- 
rance and 98% of the surety insurance: 
old in the New Orleans area fietinecs 
9951 and 1954. Premiums on this busi- 
ess ranged from $25,000000 to $30,000,- 
WO a year. 
| Under the exchange’s bylaws its agents 
gree not to represent companies that 
e not members of the exchange and 
tompanies that solicit directly from the 
olicyholder. They also agree to accept 
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YoU a 8 8 
Can Get FURTHER FASTER 


with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 
Major Medical. 


TRAINING — to sell.all forms of Participating Life Insurance 
— in individual programming, Business Insurance, estate 
and tax planning. 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 
for all salesmen. 


Frank S. Vanderbrouk, President 
Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 


LAAALAL LA 4A 4 4 4 4 4 & & 4 fe fe te te te te te te te he te te te te te he he he 


AMARA AAAAA AA A AD he fe be be be be te be tr 


Mutual Benefit Life 
Makes Across-Board 


inn-Bolicy, Rate Change 
PPD CP ory, Bray g 


=a 
Most Complete Revision in Com- 
N ery: 0 Hi , Says President 


ee Palmer 
AD CAMPAIGN — THIS MONTH 


All Basic Insurance Plans Affected; 
Increased Dividends 
Next Year 


Life 
“pricing by 


Mutual Benefit has adopted an 


across-the-board size” rate 


change involving every basic insurance 


plan in the company’s rate book, it was 


announced by H. Bruce Palmer, presi- 
dent. 

“This is the most complete change in 
our rate structure in our entire history,” 
Mr. the field “This 
change the mile 
112-year-progress of Mu- 
The 


by size is consistent 


Palmer told force 


marks one of great 
stones in the 
tual Benefit. method for pricing 
our traditional 


We 


way’ 


with 
of equity for all members 
chosen ‘the Mutual Benefit 
to our policyholders, past and 
the best possible product at the 


concepts 
have 
to bring 
present, 
lowest price consistent with safety.” 

The 


prom tion, 


prepared a_ broad 


publicity 


company has 


advertising and 


campaign built around the theme “AC- 
DC, 
The 


liberalized 


added coverage - decreased cost.” 
refers to the newly 


th 


months ago, 


added coverage 


policy contract which 
some 
cost 


gradation by policy size 


company announced 
the 


premium 


while decreased describes the 


full page advertisements 
Saturday Evening 
Maga- 
and the 


There will be 
in November in 
Post, 
zine, 
Wall 

In 


the 
Magazine, 
Maga 


Fortune Time 


Business Week zine 
Street Journal. 
addition to adopting 
rates for all basic life insurance policies 
reflecting pricing by size in four size 
groups, there will be further reductions 
in premiums on many policies issued to 
female lives. There also will be substan 
tially reduced rates for disability bene- 
fits and in the extra rates for special 
class A, B, C and D 


Increased Dividend Scale 


new premium 


The company also has declared, for 
payment in 1958, a_ substantially in- 
creased dividend scale which will author- 
ize payment of about $4,500,000 or 18.4%, 
more than was authorized for 1957. 

Adjustment for size in the dividends 
on old business will extend back to 1945 
issues, covering policies based on the 
CSO mortality table. In an explanatory 
statement issued with the announce- 
ment, Harry W. Jones, vice president, 
pointed out that pricing by size is based 
on the concept that cert 1in expenses are 
incurred in connection with a life in- 
surance policy which are the same re- 
gardless of the amount of the premium 


(Continued on Page 8) 











November 1, 195 























ss octor, I don’t know what’s come over Tom. He has 

always been happy . . . considerate of me and everybody 

else. But for months now, he has been changing. He broods 

a lot, his temper’s quick and he is always complaining about 

his health. I can not get him to see you or any other doctor. 
Claims his trouble will eventually wear off.” 


Doctors hear of many situations like this, and they know 
that medical advice in such cases is often essential. Of course, 
we all have emotional upsets at times. 


However, when disturbing feelings persist . . . when a per- 
son is so worried, anxious or depressed that he does not seem 
like himself any more . . . the source of the trouble must be 
sought, and corrective steps taken. 


Doctors have become increasingly aware of the effect of the 
emotions on physical health. There is no longer any doubt 
that illness of emotional origin is just as real as appendicitis 
or pneumonia or any other physical ailment. No matter what 
the physical symptom is . . . for example—nagging headache, 


“But, Doctor... he’s not himself any more” 


digestive upsets, irregular heart beat or backache . . . some- 
thing can usually be done about it. 


In fact, studies made by the National Association for 
Mental Health show that almost 50 percent of all people 
seeking medical attention today suffer from conditions 
brought about or made worse by emotional factors. 


A visit or two with the doctor may reveal the underlying 
cause of the physical disturbance. This is frequently some- 
thing that the patient does not even suspect. Once the source 
of the trouble is found . . . and the patient understands how 
his emotional reactions are playing havoc with his health ... 
a successful recovery can usually be anticipated. 


So, if you find yourself . . . or any member of your family 
. . . becoming persistently overwrought, irritable, exhausted 
or unduly nervous, seek your doctor’s help . . . and the sooner 
the better. For emotional disorder, like a physical illness, can 
be treated with greater hope of success when therapy is 
started promptly. 
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Security Mutual Life Leaders Meet At Miami Beach 


President Richard E. Pille Reports on Company Progress and Objectives; New Sales Material 
Unveiled; Seminars Feature Meeting; 1956 Production Leaders Recognized; 


Approximately 275 qualifiers and guests 
attended Security Mutual’s national con- 
vention during the week of October 14, 
at the Americana Hotel, Bal Harbour, 
Miami Beach, Florida. Chairman of the 
first business session, Robert E. Richard, 
superintendent of agencies, officially 
opened the convention. He was followed 
by George S. VanSchaick, chairman of 
the board, who greeted all qualifiers and 
their guests. 

Security Mutual’s president, Richard 
E. Pille, set the stage for this year’s 
convention theme “Planned Security” 
with his address on company progress 
and company objectives. Mr. Pille ex- 
plained how the new life product series 
to be introduced later in the program 
would pay a major part in helping to 
accomplish the company’s long range 
objectives, Mr. Pille said in part, 
think there is need for companies to take 
a position of sound leadership in the 
price and policy war that has gone on 
the last few years. Security Mutual is 
ready to join that leadership with one 
of the strongest life insurance policies 
on the market. A fine balance of pre- 
miums, values, dividends and superlative 
benefits; with emphasis on actuarial 
soundness, policyholder equity and _ pol- 
icvholder and beneficiary benefits.” 

Mr. Pille continued, ‘““We believe that 
the ability of a trained, conscientious life 
underwriter is the most important fac- 
tor in any life sale. We also believe 
in giving a client a sound product on 
which he may rely, with the flexibility 
and quality so necessary in his personal 
program.” President Pille concluded, 
“we would like to have Security Mutual 
be known as a policyholders’ and an 
agent’s company.” 


New Sales Material Unveiled 


After the president’s address, Graham 
C. Thompson, actuary, dramatically un- 
veil a giant chart (200 square feet) 
which displayed twenty-four major policy 
features along with a comparison analy- 
sis of the new life product series. 
Ralph J. Hasbrouck, administrative 
vice president, spoke about practical 
considerations concerning the new series 
and C. Robert Dean, assistant superin- 
tendent of agencies, introduced the new 
life sales promotional material. 

The morning session was concluded 
with an address by Julius Sackman, chief 
of the life bureau, New York Insurance 
Department. Mr. Sackman spoke on 
“The Life Insurance Agent and His 
Company.” 

Chairman of the day for the second 
business session was General Agent 
Harold D. Farber, Buffalo, N. Y., who is 
the chairman of the General Agents’ Ad- 
visory Council. Mr, Farber acted as 
moderator for a sales idea panel. The 
panel consisted of Irwin M. Flaster, 
general agent, Newark, N. J., who spoke 
on “Split Dollar’; Thomas A. Frank, 
genera] agent, Atlanta, on “Savings 
Plan,” and Harold I. Berson, general 
meee Cleveland, on “Programming.” 

Jackson B. Slussar, home office man- 
ager—Southeastern Division, moderated 
an Accident and Health panel in which 
General Agent Chester J. Maher, of Du- 


luth, spoke on “Non-Can”: Mrs. Tose- 
phine B. Hawkins, agent from Albany, 
N. Y., on “Commercial A. & H..” and 


General Agent Louis B. Kaplan, Phila- 
delphia, on “Guaranteed Renewable Hos- 
pital A. ip ak 

Later in the program, Richard H. 
Parish, second vice president, introduced 
Security Mutual’s new _ pre-authorized 


“We 





Gabor Eder 
RICHARD E. PILLE 


check plan to the convention body which 
is referred to as “Secur-O- Matic.” 

Louis E. Zell, Jr., second vice pres- 
ident and treasurer, gave an address en- 
titled “Dollars at Work.” H. Albert 
Manwaring, counsel, spoke about the 
“Legal Aspects in the Sale.” 

During the last business session Gen- 
eral Agent Carl Payne, Norwich, N. Y., 
acted as chairman of the day and intro- 
duced Joseph M. Bennett, Group sales 
manager, who unveiled the company’s 
new Group Major Medical Plans to the 
convention. 

Robert E. Richard, 
agencies, later in the program, moder- 
ated a sales panel in which General 
Agent Burton J. Bookstaver and Agent 
S. Herbert Meller, New York City, dis- 
cussed the individual sale and the collec- 
tive sale. 

President Richard E. Pille closed the 
convention with a hard hitting motivat- 
ing talk built around sales appeal. 


superintendent of 


Seminars Feature Meeting 


Special informal seminars were held 


each afternoon following the regular 
business sessions. These meetings en- 
abled qualifiers to ask questions and 


seek answers to subjects of special inter- 
est. The seminars were conducted by 
baie H. Harrison, second vice pres- 
ident; J. Vanderbilt, Jr., accident & 
health ce de: Albert J. Schock, pen- 
sion trust manager; and Joseph M. Ben- 
nett, Group sales manager. 

The convention introduced a com- 
pletely new life product series, a new 
Group Major Medical series and a pre- 
authorized check plan known as Secur- 
O-Matic. The sales promotional mate- 
rial to launch these new product changes 
consisted of some 35 separate items. 

Another convention highlight was the 
recognition of the 1956 company pro- 
duction leaders, both agents and agen- 
cies. Leading club producers were: S. 
Herbert Meller, New York City; James 
A. Coryea, Malone, N. Y.; Arthur O. C. 
Gross, Buffalo; Franklin z Ahrens, Buf- 
falo; and Richard M. Greer, Port Jervis. 
Leading general agents by divisions 
were: Harold D. Farber, Buffalo; Simon 
Feldman, Rochester; Charles Blackman, 
Providence; and Thomas A. Frank, At- 
lanta. 

Also recognized at the convention were 
the “Americana ‘Parade of Stars” con- 
test winners. The leading producer dur- 
ing the contest period was Thomas A. 
Frank, Atlanta, and his agency also led 





275 Qualifiers and Guests Attend 


the Empire Division. Other contest 
— leaders were the Mintzer Agen- 

New York City; the Berson Agency, 
Pisveland: and Medler Agency, Brook- 
lyn. Special agent recognition was 
awarded to Jerome S. Lieb, Newark; 
Joseph B. Kirschner, and Clarence A. 
Ross, New York City; and Myron C. 
Samborski, Duluth. 


President Pille Cites Improvements 


In pointing out to the Security Mutual 
leaders what the company had done 
to improve its product and add to the 
agents’ selling tools, President Pille 
cited the following: 

Adoption of auxiliary 
Pension Trusts. 


funding for 


A reduction in rates on all family in- 
come riders, 
A new commercial A. & H. policy. The 


Selective Indemnity, a schedule type in- 
sert page policy—the first of its kind 
for Security Mutual. 

An increase in non-medical limits from 
$10 to $15,000. 

Entrance into the Guaranteed Renew- 
able accident and sickness field with the 
new Individual and Family Hospital 
policy. 

Introduction of the Security Protector 
plan, the multiple line baby Group cov- 
erage for 10 to 24 lives. 

An increase in the life dividend scale 
of nearly 10% for all policies. 


Liberalization of its termination divi- 
dend scale on life policies. 
Retention by the company of funds 


for Pension Trusts at a guaranteed 24% 
interest rate. 

An increase in the discount 
premiums paid in advance. 

Increased DBL benefits 
increase in rate. 

And now at this convention announce- 
ment of the Secur-O-Matic premium 
plan, Group Major Medical and most 
important of all, a complete new life 
insurance series, 

“Product development has been sub- 
stantial,” said President Pille. “Add all 
these areas together: production, port- 
folio, personnel, procedures, product, you 
have a very real picture of progress. 
am glad to be able to give this to you 
and with it a promise of more to come in 
the years ahead. This leads me, natu- 
rally, to our company objectives. 


rate on 


without an 


Company Objectives 


“Security Mutual has two sets of ob- 
jectives. One set covers specific targets 
in the areas of personnel, production, 
portfolio, procedures and product. The 
target date is our 75th anniversary four 
years hence, There are, of course, inter- 
mediate objectives, too. I won't give 
you the target figures in this program 
this morning but you will be hearing 
about them in the next few years as we 
move toward that anniversary. 

“The other set of objectives are less 
specific, less tangible but perhaps even 
more important. They have to do with 
the way we think and the way we act 
and the way we conduct our business. I 
shall read them to you now, just as I did 


to the general agents in February. Here 
they are: 

A company known for its quality 
product. 


A company devoted to need selling 
and client building. 

A company known 
business. 

A company known for its successful 
agents and general agents in terms of 
earnings, ability to produce, and local 
reputation and integrity. 

A company known for its efficient 
and low cost Home Office operations. 

A company with a great reputation 
for financial strength. 

A reputation for quality and service 


for persistent 





H. L. Knight Named 
By Security Mutual 


MADE AGENCY VICE PRESIDENT 


K. P. Lord Assistant to President; J. E. 
Whiting Appointed Superintendent 
of Agencies 


Appointments of Harland L. Knight as 
agency vice president, Kenneth P. Lord, 
Jr., CLU, as assistant to the president 
and J. Evans Whiting as superintendent 
Richard 
Mutual 


of agencies were announced by 
E. Pille, president of 


Security 
Life, Binghamton, N. Y. ; 


Mr. Knight started his insurance ca- 
reer with Union Mutual, Portland, 
Maine, in 1932. In 1939 he was made 
assistant to the president. Later he be- 





KNIGHT 


HARLAND L. 


came agency secretary and then suc- 


cessively assistant superintendent of 


agencies; superintendent of agencies 
and in 1945 agency vice president. Mr. 
Knight joined Paul Revere and Massa 
chusetts Protective Association in 1948, 
where he had broad agency responsi- 
bilities as superintendent of agencies, 
and in 1950 as agency vice presidenit. 
Born in Portland, Maine, Mr. Knig 
received his elementary education there 


He is an alumnus of Kents Hill Semi- 
nary and the University of Maine. He 
is very active in industry and civic af- 
fairs. He has served the LIAMA in 
various chairmanships and graduated 
from their Agency Management School 
in 1940. He is a member of Worcester’s 
First Baptist Church, Masonic Order, 


Sales Executive Club, Life Underwriters 
and Country Club 
Mr. Lord, a native of 
D. C., graduated from the 
Vermont in 1937. He started in the life 
insurance business in 1938 with The 
Travelers. His insurance career was in- 
terrupted two years later when Mr. 
Lord served in the Army. He holds the 
rank of colonel in the Army Reserve 
Corps. Upon his return from military 
service he was appointed supervisor in 
The Travelers leading New York office 
Later he was promoted to assistant 
manager where he served in that ca- 
pacity until 1950 at which time he was 
appointed manager of The Travelers 
Cincinnati office. In 1955, Mr. Lord be- 
(Continued on Page 6) 


Washington, 
University of 


in all its operations. A Tiffany oper- 
ation, if you will. 

“In the years ahead we shall fit into 
this over-all framework of company ob- 
jectives our training aids, sales helps, 
prospecting and client building assist- 
ance, company procedures, product—all 


of the things we have, and are, and do. 
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Greenwood President 
Of Texas Convention 


FORM NEW EXECUTIVE GROUP 
Olnhausen Chaiemen Agency Section; 
Jackson Chairman Associate Section; 


Ford Heads New Section 





Dallas—Pat M. Greenwood, president 
of Great Southern Life, Houston, was 
elected president of the Texas Life 
Convention at its annual meeting in the 
Statler Hilton Hotel, Dallas, Oct. 25, to 


succeed K. H. Easley, secretary of Ami- 





f» 


PAT M. GRE 





Bes 
ENWOOD 
cable Life, Waco, who had served the 
customary two-year term, 

Other new officers are: Vice President, 
Hilton Painter, president, Texas Empire 
Life & Accident, Dallas; secretary-treas- 
urer, Dan C. Williams, president, South- 
land Life, Dallas; executive committee- 
men for two-year terms, J. Ralph Wood, 
president, Southwestern Life, and 
William E. Nettle, 
Gibraltar Life, both of Dallas. 
Concurrently two sections of the TLC 


board chairman and 
president, 


held their annual meetings and a new 
group of home office executives respon- 


sible for agency sales training com- 
pleted its temporary organization, known 
as the Southwest Area Life Trainers’ 
Conference, for the purpose of holding 
semi-annual discussions at the time of 
the TLC 
and practices. 

New officers of the 


meetings of training problems 
Agency Section 
Olnhausen, Great 
Southern Life; vice chairman, Kenneth 
B. Skinner, CLU, Southland Life, and 
secretary, Robert Hale, Tennessee Life. 
The Associate Section, composed of 
— officers, elected Bob Jackson, Re- 

National Life, as chairman; Jack 


are: Chairman, F. V. 


wit 7 ums, Gibraltar Life, vice ch: tirman; 
Glen Wood, American General Life, 
secretary, and T. K, Williams, Republic 
National, assistant secretary. 

The new trainers’ conference, organ- 


ized at the request of the Life Insurance 


Agency Management Association, elected 
its first officers for a six months term. 
They are: Chairman, Herman Ford, 


CLU, assistant vice president and direc- 
tor of sales training, Southland Life ; 
vice chairman, Hollis Manly, Jr. As, 
director of sales training, Amicable L ife, 
and secretary, William J. Sloan, Jr. 
CLU, assistant educational director, 
Southwestern Life. The conference is 
patterned along the lines of similar 
groups in New York State and New 
England. 

Principal speakers at the open session 
of the TLC were Judge Penn J. Jackson, 
chairman of the Board of Insurance, and 
Alvin A, Burger, executive director of 
the Texas Research League, who brought 
the executives up to date on accomplish- 
ments and plans of the new Insurance 
Department, 


Equitable Society’s 
Loan on New Hilton 


IN PITTSBURGH’S “TRIANGLE” 
Society Lending $12 Million on Lease 
for $15 Million New Hilton 


Hotel 


The Equitable Society is lending $12 
million of the $15 million construction 
cost of a new Hilton Hotel on Pitts- 
burgh’s Golden Triangle and has leased 
the hotel site to the Hilton Corp. Pres- 
ident James F. Oates, Jr., of Equitable 
Society, participated in the ground 
breaking recently with Conrad N. Hil- 
ton, president of the international hotel 
chain; David L. Lawrence, mayor of 
Pittsburgh and chairman of the Urban 
Redevelopment Authority; and Adolph 
W. Schmidt president of the Allegheny 
Conference on Community Development 
and the Mellon Charitable and Educa- 
tional Trust. 

Equitable Society, has invested $50 
million in Gateway Center so far, Presi- 
dent Oates revealed. Construction be- 
gan in 1950. Three Gateway Center 
buildings have been completed and are 
being operated as an investment by the 
Society and plans are underway for a 
fourth building to cost $15 million. Two 
other new structures in the Center built 
on land sold by the Society are that 
for the Bell Telephone Co. and the state 
offices building. 


FRANKLIN NAMES R. A. McBETH 

Robert A. McBeth has been appointed 
general agent in Ottumwa, Iowa for the 
Franklin Life, Springfield, Tl. Mr. 
McBeth was formerly associated with 
Washington National in Ottumwa. In 
his new association with the Franklin, he 
will combine personal production with 
the development of an agency organ- 
ization. 


Palmer Back From Europe 


H. Bruce Palmer, president, Mutual 
Benefit Life, returned October 21 from 
a ten days’ inspection trip of Voice of 
America installations in Germany and 
France. He is New Jersey state chair- 
man of Crusade for Freedom and on 
the tour he was with 60 other civic, 
labor, business, fraternal and agricul- 
tural leaders. They observed sections of 
East Europe-West Europe border, were 
briefed in Berlin by U. S. Army per- 
sonnel and U. S. mission to Berlin and 
also briefed by Supreme Allied Com- 
mander General Norstad at SHAPE 
headquarters, Paris. 


September Sales Up 28% 


North Dakota led all states in per- 
centage increase in Ordinary life insur- 
ance sales in September, with Idaho in 
second place and South Carolina third, 
it is reported by the Life Insurance 
Agency Management Association, which 
has analyzed September sales by states 
and leading cities. Countrywide, Ordi- 
nary business increased 28% in Septem- 
ber, compared with September, 1956, 
while North Dakota sales gained 60%. 
In Idaho, September sales were up 58% 
and in South Carolina 53%. All but 
twelve states showed a gain of 20% or 
more, 

For the first nine months, with na- 
tional Ordinary sales up 29% from the 
year before, Pennsylvania led, with an 
increase of 47%, New Jersey being in 
second place, up 43% from the corre- 
sponding period of last year. 


Bullitt Left $1,500,000 


The late William Marshall Bullitt, for 
years prominent in life insurance litiga- 
tion, and former Solicitor General of the 
United States, left an estate estimated at 
$1,500,000. The beneficiary is his widow. 
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Write H. V. Staehle, Jr., 
Vice President, United Life, 
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With Life Co. of North Am. 





JOHN J. QUINLAN 


John J. Quinlan has been named to 
the staff of Life Insurance Co. of North 
America. He is assigned to Group sales 
extension work with the Group depart- 
ment of the new life insurance company 
it was announced by Edmund L. Za- 
linski, CLU, executive vice president. 

Mr. Quinlan entered the life insur- 
ance business in 1947 as a trainee with 
The Prudential. He was appointed a 
service representative in 1948 and be- 
came manager of the Group insurance 
office in Richmond in 1951. From 1953 
to 1957 he was district Group manager 
in Atlanta. He left Prudential in 1957 
and became manager of the life and 
accident and _ health department of 
Bennett & Edwards Inc., Kingsport, 
Tenn. Mr. Quinlan is a graduate of 
Admiral Farragut Academy and Amherst 
College. He served with the U. S. 
Naval Reserve. 


Waggoner Blasts Book on 


Insurance by Hendershot 


Ralph Hendershot’s recently published 
book “The Grim Truth About Life In- 
surance” came under heavy fire from a 
life insurance executive at the Washing- 
ton, D. C. Chapter of Chartered Life 
Underwriters’ annual presentation of 
CLU diplomas. 

Leland T. Waggoner, CLU, vice pres- 
ident of Life Insurance Co. of North 
America, described “The Grim Truth” 
as being “grim and without truth.” 

Mr. Waggoner said the shallow think- 
ing revealed in the book could be 
gauged by the author’s repeated ref- 
erence to the life insurance as a “sacred 
cow” and his description of trustees of 
major insurance companies as “fat cats.’ 

Most of the author’s ideas, Mr. Wag- 
goner told his audience, “are merely re- 
hashes of similar ideas advanced during 
the mid-thirties which did injury to the 
individuals accepting them but did no 
real or permanent harm to the life in- 
surance industry.” 

Mr. Waggoner, who is an associate 
editor of The Journal, organ of the 
American Society of Chartered Life 
Underwriters, warned that “because ot 
its critical approach, the book is likely to 
produce large royalties,” despite the fact 
that “anyone who had completed an ele- 
mentary course in insurance would see 
through its fallacies.” 


LEADS GENERAL AMERICAN 

The Leo R. Schuster Agency, El Paso 
general agent for General American Life, 
led the company’s top ten agencies in 
paid life volume for September. 
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A new high-voltage service concept in 
cost and coverage that strengthens 
our sales approach 


MUTUAL BENEFIT LIFE’s 





added coverage - decreased cost 


LIFE INSURANCE 


There’s hard-hitting prospect ammunition in AC-DC— 
the new and dramatically revised cost and coverage 
program from Mutual Benefit Life. 

AC:DC offers families complete protection by one of 
America’s great life insurance companies, at increased 
premium savings with added coverage. 

In addition, AC-DC makes available the new, sim- 
plified booklet policy, the most understandable ever writ- 
ten—containing new and liberalized contract provisions. 

AC-DC offers businessmen complete business insurance 
protection at revised rates. 


AC-DC offers an exciting service concept for individ- 


uals and companies. It is now being introduced via high 
powered, full-page advertisements in such major pub- 
lications as The Saturday Evening Post, Fortune, Time, 
Business Week and The Wall Street Journal. 


MUTUAL BENEFIT LIFE GENERAL AGENTS will be 
happy to discuss details of AC + DC with brokers 
and surplus writers of other companies. 


We at Mutual Benefit Life are proud to introduce 
the AC-DC story—the premium-savings plan that is 
custom fitted to every prospect . . . another great pro- 
gram providing increased service and savings for Mutual 
Benefit Life policy holders. 


MUTUAL BENEFIT LIFE 


The Insurance Company forTRUEH SECURITY 


THE MUTUAL BENEFIT LIFE INSURANCE COMPANY, NEWARK, NEW JERSEY 
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Mani Mutual iliadinn 
Schaaff and Chapin 


EXECUTIVE VICE PRESIDENTS 





C. H. Schaaff Named For Insurance 
Operations; H. N. Chapin for In- 
vestments; Their Careers 





President Leland J. Kalmbach of Mas- 
sachusetts Mutual Life announced the 
election of Charles H. Schaaff as execu- 
tive vice president for insurance 
operations, and Homer N. Chapin as 
executive vice president for investments, 





Arthur Johnson 


CHARLES H. SCHAAFF 


following the recent quarterly meeting 
of the company’s board of directors. 

In his report to the directors, Mr. 
Kalmbach stated that nine-months fig- 
ures indicate another record-breaking 
year is in prospect. Total sales were 
up 18% over the same period in 1956, 
and the company had nearly $6 billion 
of life insurance on its books. 

Ordinary sales amounted to $533,202,- 
000, and new Group insurance production 
vas $139,394,000, grand total of $672,- 
596,000. The average size Ordinary pol- 
icy sold by the company this year was 
$10,758. September was the 35th con- 
secutive month that a new all-time 
monthly record had been set and the 
6lst consecutive month that Ordinary 
new business surpassed that of the cor- 
responding month of the previous year. 


Group Passes Billion Mark 


Group life insurance in force went over 
$1 bilion during September and _ stood 
at $1,010,744,000 on September 30. This 
amount, plus $4,871,523,000 of Ordinary 
ae made the total $5,882,267,000, an 

‘rease of $461,031,000 since the first 


of the year. Estimated annual prem- 
iums on Group business in force at the 
end of September exceeded the similar 
figure for September 30, 1956 by $8 mil- 
lion. All of the company’s 98 general 
agencies increased in size since the first 
of the year. 

Mr. Kalmbach said that the ledger 
assets of the company had increased by 
$77 million since December 31 and were 
in excess of $2 billion. Premiums col- 
lected during the first three quarters 
amounted to $143 million, and over $129 
million was disbursed to policyholders 
and beneficiaries. Death claims for $27,- 
038,000 were reported on 3,717 policies. 


HOMER N. CHAPIN 


In the nine-months period, new in- 
vestments were made totaling $172,773,- 
000, with an average yield of 4.79% 
Included in this amount were $83 mil- 
lion in bonds with a 4.75% return and 
$84 million in mortgage loans at 4.79%. 


Schaaff, Chapin Careers 


Mr. Schaaff joined Massachusetts Mu- 
tual in Rochester, N. Y. in 1931 and was 
among the company’s 100 leading pro- 
ducers from his first full year in the 
business until he was appointed general 
agent at Syracuse in 1937. He re- 
turned to Rochester as general agent 
in 1941, and in 1950 was elected a vice 
president of the company. He _ was 
named a director in January, 1955. Prior 
to going to the home office, his personal 
sales aggregated $12 million over a 19- 
year period, 

A native of Washington, D. C. and a 
graduate of Cornell University, he is a 
CLU, a director of the Life Insurance 
Agency Management Association and a 
Round Table, a trustee of the Amer- 
past chairman of its Agency Officers 
ican College of Life Underwriters and 
Wesson Memorial Hospital, a member- 
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= A Symbol 


Our roots go deep 
into the life of 
New England 


BOSTON MUTUAL LIFE INSURANCE COMPANY 
BOSTON 16, MASSACHUSETTS 


of Security 


INCORPORATED 1891 








N.Y. STATE EXAMS 
NEW YORK « JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE 


Starts Monday, December 2, for 
Broker's & Agent’s Exam. on March 20, 1958 


NOTARY Pustic COURSE | 


Starts Tuesday, December 3, 
for Examination on January 14, 1958 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
Pf) HS INSURANCE 
132 Nassau —e 
New York 38, N. Y. 
Near City hall 
COrtlandt 7-7318 


HERBERT J. POHS, Founder-Director 











AMERICAN UNITED MANAGER 

American United Life has announced 
the appointment of Jesse R. Edmundson 
as agency manager in Dayton. He suc- 
ceeds Theodore R. Bailey, who has been 
American United agency manager in 
Dayton for 25 years. Mr. Bailey will 
continue to serve his policyholders, al- 
though he does not plan to be as active 
in the field as he has in the past. 

Mr. Edmundson has been in insurance 
sales for four years, and before joining 
American United was a division man- 
ager in Dayton. He attended Purdue 
University. 





at-large of the Cornell University Coun- 
cil, a director of the Springfield YMCA 
and the Cornell Club of Western Mas- 
sachusetts, and a corporator of Spring- 
field Hospital and the Springfield In- 
stitution for Savings. 

Mr. Chapin was born in Springfield, 
Mass. and was graduated from Classi- 
cal High School in 1920. He joined 
Massachusetts Mutual in 1921 as a 
clerk in the mailing department and 
was a member of the calculation and 
claim departments until 1928 when he 
was transferred to the investment de- 
partment. He was advanced successively 
to assistant financial secretary in 1935, 
assistant to the president in 1944, sec- 
ond vice president in 1945, and vice 
president in 1948. He was elected a 
director in April, 1955. 

A former director and chairman of 
the board of the Indiana Gas and Chem- 
ical Corp., Mr. Chapin currently is a 
director of the Boston and Albany Rail- 
road, Central Vermont Public Service 
Co., Wico Electric Co., Holyoke ‘Street 
Railway, Fidelity Management and Re- 
search Co., and General Public Utilities 
Corp. of New York. He is also treasurer 
of the Springfield Hospital, a director 
of the Springfield Boys Club, and a 
member of the joint policy committee of 
the Community Council. 








LIFE AGENCY DIRECTOR 
$15,000 


Eastern company expanding opera- 
tions. Home office position with entire 
responsibility for all Agency operations. 

Specifications: Age range — 35-45. 
Minimum eight years Life production 
background acquired on Home Office 
or large Branch Office levels. EM- 
PLOYER PAYS SERVICE FEE AND 
MOVING EXPENSES. Confidential han- 
dling of all inquiries. 

Comparable openings available—ail 
areas of the country for men with ex- 
perience Life/A. & H. Write for in- 
formation on HOW WE OPERATE—no 
obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 








HArrison 7-9040 








Security Mutual Changes 


(Continued from Page 3) 


came associated with Mutual 
Life as a general agent in 
Maine. 

Mr. Lord has been very active in com- 
munity and insurance affairs. He is past 
president of the Kennebec Valley As- 
sociation of Life Underwriters. He is 
also past director of the Maine CLU 
Chapter and a member of the General 
Agents and Managers Conference. 

Mr. W hiting, a native of New Jersey, 
graduated from Peddie School in 
Hightstown, N. J. In 1940 he received 
his A.B. Degree from Duke University, 
and in 1947 he obtained his Masters 
Degree from New York University. 
Prior to entering the life insurance busi- 
ness Mr. Whiting taught school in 
Statesville, N.C., and Somerville, N. J. 
His teaching career was interrupted by 
Army service for a four-year period 
during which time he served principally 
regimental sergeant-major in North 
Africa and Italy. He was discharged 
as a master sergeant in 1945. 

Mr. Whiting started his life insurance 
career in 1948 with Mutual Trust Life 
as an agent in Somerville. In 1951 he 
was called to the home office of Mu- 
tual Trust in Chicago where for more 
than six years he participated in every 
phase of agency department work. Since 
January, 1957, he has served as regional 
vice president, sales, from his New York 
office covering the eastern part of the 
United States. 


3enefit 
Augusta, 


Conn. Mutual Increase 
Connecticut Mutual Life reported sales 
of new life insurance totaling nearly 
$343 million at the end of the third 
quarter, The total is $19!4 million more 
than for the first three quarters of last 
year. The July total of $421%4 million 

set a new monthly production peake. 








PROTECTION. 


talization, (Individual or Family). 


MORGAN O. DOOLITTLE, 
President 





Are You Looking for a General Agency? 


If your present company cannot offer you one, investigate 
EMPIRE. We have the latest and best in modern, streamlined 


LIFE — Quantity Discount, Mortgage Coverage, Family Income, 
Juvenile and Retirement Income. 


GUARANTEED RENEWABLE — Accident & Sickness, Hospi- 


GROUP — Life, Hospital, A. & S. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 
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Dr. Barker New President 
Medical Directors Assn. 





John Haley 
NORMAN J. BARKER 


DR. 


Dr. Norman J. Barker, medical direc- 
tor of Connecticut General Life, was 
elected president of the Association of 
Life Insurance Medical Directors of 
America at its annual meeting in New 


York last week. Dr. Barker succeeds 
Dr. Edson E. Getman, medical director 
of New York Life. 


Dr. Henry B. Kirkland, chief medical 
director of The Prudential, was elected 
president-elect of the association. Elected 
as vice president was Dr. Ennion S. 
Williams, medical director of the Life 
Insurance Co. of Virginia. Dr. Royal 
S. Schaaf, assistant medical director of 
The Prudential, was re-elected secretary, 
and Dr. J. Grant Irving, medical direc- 
tor of Aetna Life, was re-elected treas- 
urer. Dr. James R. Gudger, medical di- 
rector of Mutual Life of New York, was 
re-elected editor of the Transactions of 
the association, i : 
Dr. Barker, a graduate of University 
of Toronto Faculty of Medicine, joined 
Connecticut General in 1927. He was ap- 
pointed assistant medical director in 
1928 and associate medical director in 
He became medical director in 
He is a member of the American 
Medical Association, the Connecticut 
State and Hartford County Medical So- 
cieties and the Association of Industrial 
Physicians and Surgeons. He was chair- 
man of the executive committee of the 
Medical Information Bureau in 1956. 


Ohio State’s Record Sales 


Frederick E. Jones, president of Ohio 
State Life, announced that new busi- 
ness paid-for by the company during the 
first nine months of 1957 is up 7.2% over 
th> corresponding period of 1956. 
$26,650,265 of new business has been 
paid-for so far in 1957 as compared 
with $34,200,556 for the same period in 
1956, and represents the largest amount 
of new business over any nine-month 
period in Ohio State Life’s 51-year his- 
tory. 

A record $6,324,206 of new life insur- 
ance was submitted by the company’s 
agents during September—the first 
month of their annual two- month Presi- 
dent’s Campaign. Insurance in force as 
as September 30 reached to $375,114,106 
an increase of more than $23,375,000 
for the year to date, he said. 

Mr. Jones announced that 18 new gen- 
eral agencies in ten states have been 
Started since January 1, and that those 
agencies have accounted for more than 
$3 million, or over 10%, of total new 
Paid-for business this year. 


Colonial Introduces New 
Family Insurance Plan 


A new family insurance plan in the 
form of a rider was recently introduced 
by Colonial Life of America. The new 
rider may be added to any new or exist- 
ing Colonial Life policy where at least 
20 premiums remain. 

The new plan covers the entire family 
including all new born children, It is 
issued in units of $5,000 of permanent life 
insurance on the father, with $1,000 of 


20 year Term on the wife, plus a special 
benefit providing $10 a month income 
payable for a maximum of 15 years in 
the event of the wife’s death within 15 
years, and $1,000 Term insurance on each 
child. 

The maximum amount which can be 
purchased is 3 units or $15,000 on the 
father, with $3,000 on the wife and on 
each child, Children are covered from 
ages 15 days to their 20th birthday. The 
basic policy on the father’s life may 
also include a family income rider in 
addition to the new family plan rider. 
Conversion privileges are also available. 


Life of Fla. Makes Olson 


Executive Vice President 


The board of directors of the Life 


of Florida announced the 
O. Olson 


Insurance Co. 
to the office 
Mr. Olson 


has spent more than 25 years in the life 


election of Carl 


of executive vice president. 


insurance business. He formerly was 
comptroller of Baltimore Life and is a 
fellow in the Life Office Management 
Association Institute 





UNDERWRITERS... 


OW 


this plan. 


Your client signs a note for the total amount of 
his annual premiums plus a small additional charge. 


The Chase Manhattan pays your client's premiums for 
a full year in advance. (You collect full commission 
immediately.) 


Your client repays the Chase Manhattan in 
convenient instalments over a period of one year. 
In many instances your client saves money under 


The Chase Manhattan provides life insurance without 
cost to your client covering unpaid balance of 
9 his note up to $5,000. 


iterature 


wv 


Call “‘Instalment Credit Division” 
HAnover 2-6000, Ext. 377 


THE CHASE MANHATTAN BANK 






wor EW BANKING 
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Mutual Benefit Rate Change 


(Continued from Page 1) 


or the face amount of the policy. These 
expenses become lower per $1,000 as the 
face amount of the basic policy in- 
creases. 

Mr. Jones, who presented the actu- 
arial recommendation to the board of 
directors, said the policies will be sepa- 
rated into four size groups. These are 
as follows: 


tremely well,” Mr. Palmer told the field 
force. “The product of their effort is 
10ow in your hands, and now the most 
ates ant part of the whole process 
begins—the distribution of this long 
awaited new product. 

“I would be the first to deny that 
these changes in themselves would sell 
very much life insurance. The only 
thing that will sell more Mutual Bene- 
fit life insurance is your dedication to 
the job at hand. Only through your abil- 





REDUCTION from Group I rate per $1,000 


Face Amount of 
Basic Policy 


Group I —$2,000 to $7,499 ............. 
Group II —$7,500 to $12,499 ........... 
Group ITI—$12,500 to $24,999 .......... 
Group IV—$25,000 and over 


*Including 
**I ncluding 


The far-reaching announcement was 
made to the Mutual Benefit Life field 
force by Mr. Palmer and Charles G. 
Heitzeberg, vice president in charge of 
agencies, over a nationwide telephone 
hookup linking them with the company’s 
82 agencies. The agents and field cleri- 
cal force heard the news through loud 
speakers installed in each agency by the 
local telephone company. 

“The home office people have done 
their work and they have done it ex- 


All plans* 
except terms and 


single premium Term** Single Premium 


ae $ .00 $ .00 $ .00 
Brey 1.50 00 6.00 
aie 1.90 1.00 7.60 

2.25 1.00 9.00 


Initial Term-Ordinary Life policies after the term period. 
Initial Term-Ordinary Life policies during the term period. 





ity to devise solutions to human prob- 
lems and to persuade your prospects: to 
solve their problems will everyone pros- 
per and grow. 

“The only constant in life is change 
and the only merit in change is the 
opportunity it gives for growth. Our 
corporate growth is desirable, healthy 
and necessary, but can only be achieved 
as a collective result of the growth of 
all individuals in the organization. 





N. Y. LIFE’S NEW POLICY 


The Assured Accumulator, A $10,000 
Minimum Face Amount Policy With 
Four Optional Privileges 
The Assured Accumulator, a new 
$10,000 minimum face amount life insur- 
ance policy with four optional privileges 
flexibility 





that afford the policy owner 
in arranging a retirement program or an 
insurance estate, has been introduced 
by New York Life. The Assured Ac- 
an endowment life 


cumulator is basically 


insurance policy whose proceeds are pay- 





at age 65 or upon the prior death 
of the policy owner. It has been de- 
signed as a companion policy to the com 
pany’s $10,000 minimum whole life con- 
tract, which in 1956 alone produced more 
than $1,000,000,000 in life insurance sales 
Reflecting the savings resulting from a 
$10,000 minimum policy, the Assured Ac- 
cumulator features very favorable pre- 
miums, cash values and illustrative net 
payments and net costs. 

Issued to age 55, the policy offers the 
owner one of these four optional priv- 
ileges: 

He may change, at age 30, 40, 50 or 60, 
to a retirement endowment plan, at an 
increase in premium thereafter but 
vithout any other payment for this 
hange. At age 65 he may receive the 
increased proceeds of his policy in the 
form of a life annuity. 

The policy owner, at or before age 60, 
may elect to have his policy continued as 
fully paid-up life insurance for the face 
amount at age 65, when he will also re- 
ceive a cash payment. He may choose to 
settle this payment under one of the 
policy’s settlement options. 

As a supplemet it to any settlement of 
the proceeds of the policy at age 65, the 
policy owner may aiivaok at 2% below 
the company’s then published rates a 
single premium life annuity for an 
amount up to the face amount of the 
Assured Accumulator. 

As his fourth privilege, the policy- 

owner may elect at age 65 to increase 
the proceeds of his policy by continuing 
the Assured Accumulator policy to age 
70 ; 
_ Preceding the official introduction of 
its new Assured Accumulator policy, 
New York Life recently held ne: ae 200 
regional and local office meetings, at 
which the company’s 6,700 agents were 
acquainted with the details of the new 
policy. 





Group Representative 

Oscar L. Newton, Jr., has been ap- 
pointed Group representative in the 
Houston Group office of Bankers Life 
of Des Moines. He will be associated 
with S. T. Whatley, Jr., regional Group 
manager. 

Prior to his new appointment, Mr. 
Newton served for several years in 
Group insurance sales and service with 
another large company. A _ native of 
\labama, he attended Ramsay high 
school at Birmingham, Alabama. and 
graduated from the University of Ala- 
bama with a major in political science 
and speech. He served as president of 
Tau Kappa Alpha while he was _ in 
college. 


OCCIDENTAL ASS’T MANAGER 

Occidental Life of California an- 
nounces the appointment of Brian B. 
Scott as assistant manager in the com- 
pany’s Toronto, Ontario branch office. 
Mr. Scott previously served with Occi- 
dental for six years as an agent in the 
Toronto office. 








butt Wl bs Happy fo See You 


AT HIS FINE RESTAURANTS 

23 PARK —, 
Near Ann St., Y. 
Phone: Worth’ 2-2514 
New, beautiful private dining room at 
23 Park Row. Ideal for Holiday pariies. 


EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL STREET 
Near Maiden Lene, N. Y. 
Phone: Digby 4-2348 








O’TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











Donald A. Baker Addresses 
Lehigh Valley Managers 


“There are serious threats to the 
American Agency System as we know 
t,” Donald A. Baker, executive director 
of the General Agents & Managers Con- 
ference of NALU, told members and 
guests at a meeting of the Lehigh Valley 
General Agents & Managers Association, 
last month. 

“What to do about these threats is 
up to you—as an individual head of an 
agency, and as a local association work- 
ing for the protection of agents, the 
institution of life insurance, and most 
important of all, for the welfare of our 
insuring public,’ Mr. Baker 





concluded. 

Mr. Baker traced the growth of 
GAMC, gave some predictions concern- 
ing the future of the organization, and 
urged each general agent and manager 
present to take an active part in NALU 
and GAMC affairs. 


$1 Million in First Year 


Edward F. McGrath. a member of 
Acacia Mutual’s Rhode Island branch, 
has placed more than $1 million of busi- 
ness during his first year as a field rep- 
resentative, according to an announce- 
ment by Harry J. Shaffer, agency vice 
president. Mr. McGrath, who had had 
no prior life insurance experience, is a 
veteran of Naval service during World 
War Il. He attended Bryant College in 
Providence and joined Retail Credit in 
1950, During six years with that organ- 
ization, he rose to the position of chief 
investigator. 





FRANK McCAFFREY 








MUTUAL/ LIFE INSURANCE COMPANY 
#OsTON, wassacuuse~rs 


Ask M. L. CAMPS AGENCY 
about 
JOHN HANCOCK’S 
New Family Policy 
Permanent Insurance For Both 
Husband and Wife 
Call us for Fall Ioformation 


LARRY CAMPS 
OXford 7-2121 
800 SECOND AVE. (at 42nd St.) NEW YORK 


HERMAN FEINGOLD 











FOR MANHATTAN LIFE 
UNDERWRITING 


Phone 
CHAMP EDWARDS AGENCY 
Murray Hill 2-7330 


“Honest Abe" Bachman 
"Steamboat" Johnson 
"Hot" Winter 


and you will get the best deal 
available. 














Remick General Agent for 
Conn. Mutual at 41st Street 


REMICK, JR. 


ROBERT M. 


Appointment of Robert M. Remick, 
Jr., CLU, as general agent for one of 
its five New York City agencies was 
announced by Connecticut Mutual Life. 

Mr. Remick is a graduate of New 
York University and the New York In- 
stitute of Finance, and served in the 
Navy during World War II. He entered 
the life insurance business as an agent 
in 1950 after four years with an invest- 
ment firm. 

Mr. Remick joined the Connecticut 
Mutual in 1954 as educational director 
of the Halsey D. Josephson agency in 
New York. Besides consistently ranking 
among the company’s leading supervi- 
sors, he has also been an outstanding 
personal producer and qualified for the 
1957 Million Dollar Round Table. 

For several years Mr. Remick has 
been an instructor for the training pro- 
gram sponsored by New York Life Un- 
derwriters Association for new agents 
preparing for state insurance examina- 


tions. He has also taught CLU classes. 
As general agent for Connecticut 
Mutual’s agency at 12 East 41st Street, 


Mr. Remick succeeds Horace S. Jen- 
kins, Jr., who will remain with the 
agency and devote full time to personal 
production. 
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“The Client Building Conference 
easily represents the pinnacle 
of my training in the life 
insurance business. Never before 
has my enthusiasm been 

at such a high pitch.” 


‘I honestly believe these five 
days will prove to be the most 
beneficial | have ever spent.” 


“The understanding of our 
business and relationship with 
our clients that was imparted to 
us in so many ways will be ever 
valuable to all of us. There is 
no direction now, but up.’’ 


“Few universities, let alone 
business organizations could 
have organized and presented 
oame(44-3(-vachi-tom aot] atm 

such an effective and 
well oriented manner.’ 


t 


“It is through your efforts that | 
have built greater confidence in 

myself. | now ‘understand’ the 
psychology of solving problems.” 


‘The Client Building Conference 
was truly the focal point of 


my new career with Home Life.’’ 


FAN MAIL FOR A 
NEW LOOK IN 


TRAINING 


Enthusiastic is the only way to describe the response to this recent 
innovation ... Home Life’s Client Building Conference. 


This exciting new advance in home office training programs is 
broader in scope than a seminar, more comprehensive than the usual 
“school.” Separate conferences are held quarterly, for Field Under- 
writers with six, eighteen, and thirty months’ experience. 


The streamlined curriculum ranges from the philosophy of life 
insurance to advanced training in “Planned Estates,” business 
insurance, group insurance and practical salesmanship. Daily 
clinics help the Field Underwriter widen his perspective of 
“Planned Estates” service. Workshop methods polish skills. Demon- 
strations and lively idea exchanges, moderated by seasoned field and 
home office personnel, help provide insight into client motivation. 

The Client Building Conference is a “new look” in sales train- 
ing. It is the latest innovation under Home Life’s policy of supply- 
ing continuous training that begins upon joining an agency and 
extends throughout each man’s career... a policy that has helped 
make the training of a Home Life Field Underwriter recognized as 
outstanding throughout the industry. 


HOME LIFE INSURANCE COMPANY 
“A Career Underuriters' Company” 


253-6 BROADWAY, NEW YORK 8, NEW YORK 


John H. Evans 


William P. Worthington 
Vice President—Sales 


President 
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MDRT Committee Chairmen 


The following are the committee chair- 
men for 1958 annual meeting of Million 
Dollar Round Table which will be held 
in Banff Hotel, Canadian 
Rockies: 

Program, Adon N. Smith II, North- 
western Mutual, Charlotte, N. C.; mem- 
Robert S. Albritton, CLU, 

Mutual Life, Los Angeles; 
(combining 


Springs 


bership, 

Provident 
annual meeting committee 
functions of former committees on re- 
general arrange- 
ments), James B. Irvine, Jr. CLU, 
National Life of Vermont, Chattanooga; 
public relations, William T. Earls, CLU, 
Mutual Benefit Life, Cincinnati; by- 
laws, John O. Todd, CLU, Northwestern 
Mutual Life, Chicago; insignia, Carl P. 
Spahn, Equitable Life of Iowa, Chicago; 
nominating, Howard D. Goldman, CLU, 

Northwestern Mutual Life, Richmond: 
resolutions, Arthur F. Priebe, CLU, 
Penn Mutual Life, Rockford, III. 


ception, registration, 


Washington National Makes 
Group Department Changes 


P. W. Watt, president of Washington 
National, recently announced the follow- 
ing transfers and promotions of home 
office and field personnel in the Group 
department of the company: 

William S. Johnston, former Group 
supervisor in Kansas City, has been 
transferred to the home office to assume 
his new duties as agency supervisor in 
the teacher section of the Group depart- 
ment. 

Ernest E. Cragg, CLU, is promoted to 
regional Group supervisor with offices in 
Washington, D. C., comprising the states 
of North Carolina, South Carolina, 
Maryland, Virginia and Washington, 
Peg Ge 

Richard H. Connolly receives a pro- 
motion to regional Group supervisor in 
charge of New Jersey and_ eastern 
Pennsylvania 

William H. Woods has been appointed 
Group supervisor in charge of the terri- 
tory encompassing the states of Okla- 
homa, Kansas — Missouri. 

G. Jack Vicic, also promoted to Group 
supervisor, will be in charge of Group 
operations in the state of Texas. 

Charles G. Cooper has been promoted 
to Group supervisor in charge of the 
3altimore office. 

Donald R. Davis receives a promotion 
to Group supervisor in charge of the 
company s Group operations in the state 
of Michigan. 

The following 
Group fieldmen have 
assistant supervisors: 

Robert L. Babb, Trenton; Edward Jf. 
Delanty, Portland, Ore.; John S. Dole, 
Spokane; Martin R. Haueisen, Chicago; 
William B. Sanders, Detroit: Allan R. 
Westerbeck, East Orange, N. J.; Wil- 
liam R. Winget, Denver. 


Washington National 
been promoted to 


Travelers Branch Moves 
The Trav Insurance Companies 
have seine’ that the Halifax branch 
office has been moved to new and larger 
offices on the third floor of the Sovereign 
3uilding, Halifax, Nova Scotia. 
In a statement made in Hartford, M. T. 





Wilson, vice president, stated that as a 
result of the rapid growth of business 
in the Halifax area, The Tr: ivelers has 


moved to new offices to provide improved 


facilities for the convenience of its 
agents, their clients, and the general 
insuring public. 

fhe executive staff who will be head- 
quartered at the Halifax office com- 
prises: apoie y! A. Wishart, manager, life, 
accident and health department; Harry 
M. Powell, field supervisor, casualty, fire 
and marine department; Mrs. M. G. 
Callander, office manager, branch office 
administration department, and F. L, 
Thomas, resident adjuster, claim depart- 
ment, 


Joins Equitable Society 





ROBERT E. SHALEN 


Robert E. Shalen has resigned as 
executive vice president of the Patriot 
Life of New York to accept an appoint- 
ment as an associate actuary for Equi- 


— 


Something Really New 


Now 
Family Circle Plan” 


cept in family 


both life and hospitalization insurance, it pro- 
vides what can truly be called a circle of pro- 
tection for the family circle. 

And to help Atlantic agents broaden their 
circle of clients with “The Family Circle Plan,” 
a completely new sales package is available, 


featuring the 


4 attention ... 


re ae. 


available through Atlantic Life, 
a completely new con- 


group coverage. 


“‘slide-o-matic” 
but more important, it gets sales. 


Atlantic Life 


INSURANCE COMPANY 
HOME OFFICE—RICHMOND. VA. 
Life e Accident & Sickness e Hospitalization 


More Than a Half Century of Service 





Pension assures splendid future. 


General Agencies. 











table Society. He will serve in the 
company’s Group insurance actuarial 
bureau at the home office. 

Mr. Shalen majored in mathematics at 
Harvard College where he was elected 
to Phi Beta Kappa and was graduated 
summa cum laude in 1937. Upon gradu- 
ation, he was employed by The Pruden- 
tial, serving as assistant actuary and 
actuarial director at the main office in 
Newark, N. J., and at its regional offices 
in Houston and Jacksonville. In 1954 
he joined Patriot Life, an affiliate of 
CIT Financial Corp. During World War 
II, Mr. Shalen became a lieutenant (j.g.) 
in the Navy and served as a fighter 
director officer. He is a Fellow of the 
Society of Actuaries. 


“The 





Embracing bee 













rate rule. It gets 





HOME OFFICE AGENCY SUPERVISOR 


Excellent opportunity offered to experienced Life and Accident 
and Health man. Attractive salary and expenses, Group Life and 


Successful applicant’s immediate responsibility will be primarily 
concerned with recruiting new agencies and working with present 


Please write in confidence to Agency Department, Empire State 
Mutual Life Insurance Company, Jamestown, New York. 











ATTENTION OFFICERS! 


Member of MDRT, successful manage- 
ment and sales experience, desires own 
agency or position as agency manager. 
Box 2566, The Eastern Underwriter, 93 
Nassau St., New York 38, N. Y. 











Named Personnel Director 


By Republic National 





FRED A. ARMITAGE, JR. 


Fred A. Armitage, Jr. has just been 
named personnel director of 
National Life of Dallas, 
Rex Beasley, vice president in charge 
of home office operations. 

Mr. Armitage brings to the Republic 
National Life ten years of experience in 
Most 
recently he was personnel manager for 
the Temco Aircraft Corp. 

He started his career as production 
technician for Eli Lilly & Co., Indian- 
apolis, and was later administrative as- 
sistant to the Dallas Water Department 
superintendent. He is a member of the 
Greater Dallas Council of Social Agen- 
cies, Dallas Personnel Association, 
North Texas Chapter of Training Direc- 
tors, American Society of Training Di- 
rectors, and holds associate membership 
in the National Safety Council and the 
Aircraft Industries Association. He is 
a graduate of Butler University and 
Southern Methodist University. 


Republic 
according to 


personnel procedures and policies. 


Expands Employe Benefits 

American Trust Co., New York, an- 
nounces, effective October 31, an ex- 
panded employe benefit plan, non-con- 
tributory so far as the employes are 
concerned. The plan includes hospital 
and surgical benefits and “disaster” in- 
surance for major medical expense at 
home or in a hospital to a total of 
$5,000, with a small co-insurance fea- 
ture. The entire plan embraces eligible 
dependents as well. 





preeeeen 














XUM 


November 1, 1957 








Page 11 





Success Book Features Hutner 


Matar 
HERBERT L. HUTNER 


Quentin Reynolds, noted magazine 
writer and author of numerous books of 
biography and adventure, has joined 
with Wilfred S. Rowe in authorship of.a 
book explaining why 21 business men 
they have selected for the volume are 
success patterns. The were 
made from 300 careers which have been 
presented on TV, Mr. Rowe having pre- 
pared the narrative scripts. The book 
is published by Duell, Sloan and Pearce, 
New York. It bears the title, “Opera- 
tion Success,” which was 


selections 


the designa- 
tion given the TV sketches. Reynolds 
was surprised to find that there was no 
norm or pattern responsible for the 
success of these careers 

Herbert L. Hutner 

Only man in the book who is president 
of an insurance company is Herbert L. 
Hutner of Mount Vernon Life Insurance 
Co., Mount Vernon, N. Y. 

Son of a New York lawyer Herbert 
Hutner was graduated from Brooklyn’s 
Erasmus Hall High School and from 
Columbia Law School. During vacations 
he worked as a counselor in 
camps for boys. He then entered the 
law office of his father who had long 
been practicing law and also had been 
active in managing real estate holdings. 
Herbert liked playing tennis and on the 
courts became a _ personal friend of 
Lester Osterman who had been with the 
30nd Stores which his father had helped 
found. 


summer 


Hutner and Osterman joined forces, 
entered the investment field, formed the 
firm of Osterman and Hutner, members 
of New York Stock Exchange. In mak- 
ing a personal investigation of corpora- 
tions Mr. Hutner traveled extetisively 
about the country calling on heads of 
those corporations. 

“Whenever a change or event affecting 
the holdings of our firm or our clients 
took place,” he told Reynolds, “we 
called on management to clarify our 
position.” 

Mr. Hutner became a director of sev- 
eral corporations, Eventually, he and 
his partner turned over their Stock Ex- 
change membership to Blair and Co., 
which absorbed Osterman and Hutner. 
Then they purchased Mount Vernon Life 
and Hutner became president. 

Mr. Hutner has recently been elected 
a director of Universal Products, Inc., 
a holding company with interests includ- 
ing automatic railroad ticket printing 
equipment. 


Bankers National Names 


Underwriter Associates 
Underwriter Associates, Inc., Minne- 
apolis, have been appointed general 
agents by Bankers National Life, ac- 
cording to an announcement by Com- 
pany President Ralph R. Lounsbury. 
Eric R. Engstrom and Thomas W. 
Horstman are partners in the agency 
with operations geared to provide for 
all forms of personal insurance as well 


as business and Group insurance. 

Mr. Engstrom entered the insurance 
business with All-State where he won 
top production honors for two years. 
In 1955 he formed the suburban agency 
and was affiliated with The Prudential. 

Mr. Horstman attended St. Thomas 
College and the University of Minne- 
sota. He previously was an agent with 
Provident Mutual Life and Guardian 
Life before joining with Mr. Engstrom 


to form Underwriters Associates, Inc. 


Miami General Agent 
William S. Parker has been appointed 
general agent in the Miami 
Indianapolis Life. 


area for 
A veteran of seven 
years in the life insurance sales field, 
Mr. Parker is a graduate of New York 
University and a former school teacher 
in Newark. He entered the life insur- 
ance field in 1951 and has 
the LUTC course, is a 
NALU and the General 
Managers Conference. 


completed 
member of 
Agents and 





busy 














clients 








FOUR HELPFUL MAOINY BOOKLETS 


Many of your clients 
and prospects may have 
questions about business 

life insurance that 

demand detailed and 
time-consuming answers. 
MONY’s four booklets can 
help you give your clients a 
clear, concise, objective 
picture of the importance of 
insuring key men, 

business partners, sole 
proprietors, and close 
corporation stockholders. 

If you would like to look 
over any of the booklets 
shown, we’d be glad to 
send you a set. 

No obligation, of course. 


Maura 6- N... York 























Mutual Of New York 
Broadway at 55th Street, New York 19, N. Y. 


I would like a set of MONY booklets on business 


life insurance. 





The Mutual Life Insurance Company Of New York, New York, N.Y. 


Offices located throughout the United States and in Canada 


FOR LIFE, ACCIDENT & SICKNESS, AND GROUP INSURANCE 








MONY TODAY MEANS MONEY TOMORROW! 


Name 
Address 

County 
City or Zone 
State. 
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New York Managers To 
Honor Julius Sackman 


AT WALDORF DINNER DEC. 9 





N. Y. Department Life Bureau Chief 
Selected Because of Contributions 
To Industry and Public Service 
The Life Managers Association of 

Greater New York will hold its 29th 

annual dinner on December 9 in the 

Sert Ballroom of the Waldorf-Astoria, 

according to an announcement by Asso- 

ciation President Arthur L,. Sullivan, 


Fidelity Mutual. Guest of honor will be 
lulius Sackman, chief of the life bureau, 





JULIUS SACKMAN 


New York State Department of Insur- 
ance. The honored guest is celebrating 
his 35th year with the New York De- 
partment 
Mr. Sackman was selected for this 
r by the New York Managers be- 
cause of his contributions to the life in 
surance industry and the insuring public. 
Seated on the dais, in addition to the 
association’s officers, will be Superin- 
tendent Leffert Holz and all living past 
New York Superintendents of Insurance 
Arrangements for the affair are being 
handled by Vice President Charles J. 
buesing, Mutual of New York, who has 
advised the membership that the capa- 
city of the Sert Room is being rapidly 
reached and reservations should be made 
immediately, 


Mr. Sackman 


Mr, Sackman joined the Department 
as an examiner in 1923 and has since 
served under 13 Superintendents and 
Acting Superintendents of Insurance 

e graduated cum laude from the 
New Y ork University ce hool of Com- 
merce, Accounts and Finance in 1922 with 
a B.C.S. Degree. Prior to joining the 
Department in 1923, he was engaged in 


the practice of public accounting and 
served with the Internal Revenue De- 
partment (Income Tax unit) as a field 





agent opera from the Washington, 
D. C. office of the Treasury Department. 

Mr. Sackmar ae been chief of the 
life bureau since August 1945, He was 
elevated to this position after having 
served as associa ite chief for a number 
of years. He is responsible for the super- 
vision of the 70 legal life insurance com- 
panies eathenaee to do business in the 
State of New York and numerous other 
organizations such as fraternal benefit 
societies operating under the provisions 
of the New York Law. He is a member 
of the Superintendent’s advisory staff 
and has served as Department _repre- 
sentative, from time to time, with the 
joint legislative committee of the State 

New York in connection with the de- 
velopment of important legislation affect- 
ing the insurance law. Mr. Sackman is 
also a member of several beanootant sub- 
committees of the National Association 
of Insurance Commissioners and serves 


LIAMA Meeting Speakers 


A varied program has been announced 
for Wednesday, November 12, during 
the 40th annual meeting of Life Insur- 
ance Agency Management Association 
at the Edgewater Beach Hotel in Chi- 
cago, according to the program chair- 
man, FE. A. Frerichs, vice president and 
agency director, Security Mutual of Ne- 
braska 

Donald B. Woodward, chairman of the 
finance committee, Piedmont Life, will 
open the Wednesday morning session 
with a discussion of “Current Economic 
Conditions and Implications.” Mr. 
Woodward is also chairman of the 
finance committee of the Vick Chemical 
Co. and has formerly held several key 
government positions, 

“Agency Decisions,” a forum moder- 
ated by Vincent B. Coffin, senior vice 
president, Connecticut Mutual. will in- 
clude as participants: Robert B. Hamor. 
vice president and director of agencies. 
Continental Assurance: Charles G 
Heitzeberg. vice president in charge of 
iencies, Mutual Benefit: Raymond ( 
Johnson, vice president in charge of 
agency affairs, New York Life: A. W. 
Tompkins, executive vice president — 
igency, State Farm: and S. Rains Wal- 
lace, director of research, LTAMA. 

Stewart M. Scott, president of the 
Life Underwriters Association of Can- 
ada, will open the Wednesday afternoon 
session with a speech entitled “What 
Price Glorv?” He will he followed bv 
Alhert C. Adams, NALU! president who 
asks the question, “Is the Present 
Climate Conducive to Sound Growth?” 

W. M. Anderson, president of North 
American Life Assurance, will dis- 
cuss “Appearances and Impressions.” 
LIAMA’s Managing Director Frederic 
M. Peirce will close the afternoon ses- 
sion, speaking on “Decision Tomorrow.” 

Separate fellowship dinners will be 
held Wednesday evening by the Com- 
bination Companies Conference and 
Agency Management Conference. Guest 
speaker at the AMC dinner will be 
Andre Mouton, manager of the Chicago 
office of the Board of Commissioners 
of the Port of New Orleans. 





as the Superintendent’s personal repre- 
sentative on such committees. 

He served overseas during World War 
I with the famous Lost Battalion, was 
wounded in action and is the holder of 
the Purple Heart as well as the Regi- 
mental Citation. 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 











“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















Travelers Managerial Appointments 


IRVIN D. MARTENS 


life, 
accident and health lines have been an- 
nounced by The 
Irvin D. Martens at Indianapolis and 
James D. Hostetter, San Diego. 

Mr. Martens joined The Travelers in 
1953 as a field supervisor at Omaha. Two 
years later, he was appointed assistant 
manager there and was transferred to 
Lincoln in the same capacity in 1956. A 
native of Hardy, Nebraska, he received 


Two managerial appointments i1 


Travelers. They are 














Military Risks 


At Home or Abroad 











sales! 


Naval personnel. 





Here are unbounded possibilities for 
The revision in Government 
benefits has opened a great market for 
personal insurance among Military and 


We can write this business on Ordinary 
Life or higher premium plans. 


They need it! 


Call for details. 


JAMES F. MacGRATH, Jr. 


General Agent 


THE UNITED STATES LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


84 William Street, New York 38, N. Y. 


You sell it! 


HAnover 2-7865 











JAMES D. HOSTETTER 


his A.B, degree from Doane College, 
Crete, and attended the graduate college 
of the University of Nebraska, Lincoln. 
Mr. Hostetter became associated with 
The Travelers in 1954 as a field super- 
visor at Los Angeles, with headquarters 
at the San Diego office. In 1956, he was 
appointed assistant manager at San 
Diego. A native of Mishawaka, Ind., he 
received his B.A. degree from San Diego 
State College. Mr. Hostetter is a veteran 
of service with the Merchant Marine. 


Great-West Life Makes 
Four Field Appointments 


Great-West Life has announced four 
new appointments in its field force. 
Robert H. Clammer has been appointed 
a supervisor of Denver branch; Louis 
Colizza has been named supervisor of 
Montreal western branch; W. L. McLane 
has been appointed supervisor at Kansas 
City, and William R. Reiss has been 
named Group supervisor for Detroit. 

Mr. Clammer moved from Portland, 
Oregon, to Denver shortly after the Den- 
ver branch opened last June. He will be 
associated with Robert H. Perkins, man- 
ager of the branch. 

Mr. Colizza has had several years suc- 
cessful experience as a life underwriter 
in the Montreal area prior to joining 
Great-West Life. He will be associated 


with J. Romeo Brault, manager of the 


Montreal western g cnet 


Mr. McLane was a_successful pro- 


ducer prior to joining Great-West Life. 
He will be associated with Kiah FE. 
Warden, manager of the Kansas branch. 

Mr. Reiss, a 1950 B.S.B. graduate of 
Miami University, had several years 
experience in the oe field prior 
to joining Great-West Life. He will be 
associated with Arthur P. Johnson, man- 
ager of the Detroit branch. 
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Medical Research Fund’s 
Awards Pass Million Mark 


Programs that have received the sup- 
port of the Life Insurance Medical Re- 
search Fund have helped bring about im- 
provements in the treatment of heart pa- 
tients, the Fund said in its annual report 
covering the year 1956-1957. 

Dr. Francis R. Dieuaide, scientific di- 
rector of the Fund, said that the Fund in 
the past year had contributed the sum 
of $910,000 to heart research; and that 
appropriations totalling $1,061,357 were 
made to continue this support in the 
year immediately following. This was 
the first time that the resources of the 
Fund permitted awards to exceed the 
million-dollar mark, Dr. Dieuaide said. 

The Life Insurance Medical Research 
Fund approaches heart research from 
two directions, Part of its support is 
allocated to specific research projects 
undertaken in hospitals, medical schools 
and similar institutions; last year sup- 
port went to 108 suck research projects 
bearing on cardiovascular disease. The 
second approach is in the form of heart 
research fellowships awarded to promis- 
ing young men and women, enabling 
them to pursue advanced studies under 
the direction of established research 
leaders; last year 22 such fellowships 
were awarded. 

The annual report of the Fund noted 
that investigators aided by the Fund 
have announced many helpful findings 
bearing on a wide variety of cardiac and 
vascular problems. The results were de- 
scribed during the past year in some 200 
articles published in medical and other 
scientific journals. 

The Life Insurance Medical Research 
Fund has as members 148 life insurance 
companies in the United States and 
Canada, these companies representing 
nearly 90 per cent of the life insurance 
in force in this country. The resources 


of the Fund are derived from annual 
contributions made by member com- 
panies. The objective of the Fund, 


through its support of medical research, 
is to increase the length of life. 





Midland Mutuals Names 
Oakland General Agent 


William S. Weil has been appointed 


general agent for Midland Mutual Life 
in Oakland, Cal. With offices in su- 
burban Pleasant Hill, his agency will 


represent the company in several coun- 
ties in the Oakland-San Francisco area. 

Mr. Weil goes to Midland Mutual with 
a broad insurance background. Prior to 
assuming his new post, he served as 
district manager for General American 
Life. 

A graduate of the University of Cali- 
fornia, Mr. Weil is currently a director 
of the Diablo Life Underwriters Asso- 
ciation, president of the Walnut Creek 
Toastmasters Club and director of the 
Pleasant Hill Chamber of Commerce. 


Aetna Leases Space At 
200 E. 42nd St., New York 


Another large leasing transaction for 
space in the thirty-story office building 
under construction at 200 East 42nd 
Street, New York, is announced by 
Joseph Durst, builder, who reports that 
two floors have been leased to Aetna 
Life for its midtown office. Aetna Life 
and Aetna Casualty & Surety will occupy 
the space. 

The long term lease in the blue-tinted 
glass and aluminum structure was negoti- 
ated by Collins Tuttle & Co., renting 
agent. Occupancy in 200 East 42nd Street 
is scheduled for May 1, 1958. Aetna’s 
midtown branch is now located at 60 
East 42nd Street where it has been for 
twenty years, 

The new skyscraper will occupy the 
entire 200-foot easterly blockfront of 
Third Avenue between 41st and 42nd 
Streets. It will add 350,000 square feet 
of space to this expanding executive 
office district. 

Diesel Construction Company is the 
general contractor for the building, which 
was designed by Emery Roth & Sons. 


Connecticut General Names 


N. J. Farago, W. A. Kirk 


Connecticut General Life has an- 
nounced the appointment of two staff 
assistants in its field organization. They 
are Nicholas J. Farago at the 41st Street, 
New York, branch office, and William A. 
Kirk at the Syracuse branch. 

Mr. Farago joined Connecticut General 
as an agent in New York in 1955. A 
native of Vienna, Austria, he studied at 
the Brussels University School of Com- 


merce and received a doctor of law de- 
gree from Budapest University. He has 
also received a master’s degree in busi- 
ness administration from New York Uni- 
versity. 

Mr. Kirk has been with the Syracuse 
agency since 1956 and has qualified for 
the Vice President’s Club, an organiza- 
tion of outstanding company agents. He 
is a graduate of New York State Teach- 
ers College at New Paltz and received a 
master’s degree from Syracuse Univer- 
sity. 


Old Republic Dividend 


Directors of Old Republic Life of 
Chicago, at a recent meeting, declared 
a quarterly dividend of 20 
share, payable 
record October 18, 


cents per 
November 1 to. stock 
Declara 
tion was also made of an extra dividend 


holders of 


of 20 cents per share payable December 
16 to stockholders of record on December 
5, which will give effect to the resolution 
passed in April to pay four dividends per 
year. 













Ag \! 


How. Happy Can 


MISS YY 


You'll Never Know Until You © 
YE 


TOP COMMISSIONS on 10 Leading Con- 
tracts, Vested Renewals, Higher Life- 
Time Service Fees, Liberal Overwriting 
and Liberal Agency Expense Allowance. 


Ask for Other Reasons-INQUIRIES HELD CONFIDENTIAL 












agents can’t miss! 


You Be 


MONEY-MAKING SALES PACKAGES. New! 
Colorful! Dynamic! Plus a new, easy- 
to-use Brain-Book and Brain-Kit. Your 








BUILD YOUR OWN GENERAL AGENCY 


PACKAGED TRAINING PLANS. New! 
Amazingly simple! Easy to use! 
eeeeA quick money-maker for new 
or old agents! 


Agency Building 
Opportunities in: 








THE COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Frederick E. Jones, Pres. 


Fred C. Adams, Sup’t. of Agents 


Alabama, Arizona, California Delaware 
Florida, Georgia, Illinois 


Indiana, lowa 
~ Kentucky, Maryland Michigan 
es Jersey, North Caroling Ohio, Peni 
sylvania, Texas, Virginia Washin 

ton D. 
and West Virginia ’ 


Kansas, 
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Top row—Mrs. J. Gordon Beatty; J. Gordon Beatty, vice president and actuary Canada Life; Benjamin T. Holmes, vice president and actuary Confederation Life, 
and Mrs. Holmes; N. D. Campbell, actuary Crown Life; Mrs. F. J. McGregor, Edinburgh. 
Second row—Mrs. T. E. Gill; T. E. Gill, actuary London Life, London, Ont.; A. Junnila, Helsinki, Finland; Mrs. G. G. Myer, Toronto; Albert Theatre, Brussels, Belgium, 


president Permanent Committee International Congress of Actuaries, and Mrs. Theatre. 


Presidents of the Four Actuarial Societies 


For the first time in history, the presidents of the four actuarial degree-granting 

bodies were gathered under one roof at the Toronto sessions of the International 

Congress of Actuaries. In the picture from left to right are: N. E. Masterson of 

Stevens Point, Wis., president of the Casualty Actuarial Society; F. J. McGregor, 

Edinburgh, Scotland, president of the Faculty of Actuaries in Scotland; C. F. Wood, 

London, England, president of the Institute of Actuaries of Great Britain, and H. F. 
Rood, Fort Wayne, Ind., president of the Society of Actuaries. 


Five New LOMA Members 


Five insurance companies have joined 


Manufacturers Licensed 
In Two Additional States 


Manufacturers Life has announced that 
it has been granted licenses to transact 
business in Maine and New Hampshire. 
The company is now licensed in 25 states, 
the District of Columbia and the terri- 
tories of Hawaii and Alaska. 


the Life Office Management Association. 
The addition of the five members brings 
the LOMA total membership to 340. Of 
these, 279 are United States or Cana- 
dian members and 61 are Associate 


William M. Anderson, president North American Life (toastmaster at the banquet); 
Mrs. Wood and Charles F. Wood, manager for Great Britain for Manufacturers 
Life of Canada. 


members from foreign companies over- 
seas. 

The companies joining the Association 
are: The Howard Life, Denver; De- 
troit Mutual, Detroit; Union National 
Life, Lincoln, Neb.; Carolina Home Life, 
3urlington, N.C.; Capital Life of Thai- 
land Ltd., Bangkok, Thailand. 


BANKERS LIFE SCHOOL 

Twelve salesmen from ten agencies of 
Bankers Life of Des Moines, attended a 
senior sales training school in the home 
office recently. The school, second in a 
series of three, is under the supervision 
of Roy A. Frowick, director of training 
schools, 
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First row—K. R. MacGregor, Ottawa, Superintendent of Insurance for Canada; 


president Society of Actuaries; N. 
and Dr. J. Engelfriet, The Hague. 


Second row—P. Johansen, Copenhagen; Mrs. Arthur Pedoe; Arthur Pedoe, actuary Prudential of England, Montreal; 


Lasheras-Sanz, Madrid, member of Directive Council, and Senora Sanz; M. E. Merchand, Zurich, Switzerland. 


LOMA Planning Committee 
Reports Made Available 


Six regional planning committees of 
Life Office Management Association re- 
ported the results of their year-long 
research projects involving all phases of 
life insurance home office planning and 
equipment, The reports were delivered 
at a series of concurrent discussion ses- 
sions held as a major function of the 
34th annual conference of the Life 
Office Management Association held last 
week in Washington, D. C. 

The LOMA planning committees are 
divided into sectional areas of the United 
States and Canada and committee mem- 
bers are selected on the basis of their 
technical knowledge and ability to con- 
tribute to the projects under study. 

The chairman who guided the LOMA 
Regional Committees’ projects over the 
past year were: Eastern Committee: H. 
O. Jacobson, assistant secretary, New 
England Mutual Life; Southern Commit- 
tee: Sam P. Hatch, assistant secretary, 
Life Insurance Co. of Georgia; Western 
Committee: Harold Moyer, supervisor of 
methods and planning, Metropolitan 
Life; Midwest Committee: Everett 
O’Brien, vice president, State Farm Life; 
Canadian Committee: H. R. Fisher, man- 


ager, planning department, Excelsior 
Life; North Atlantic Committee: Ward 


F. Stevens, assistant secretary, Connecti- 
cut A ag ul Life; Southwest Committee: 
Pi; Combs, assistant secretary, Great 
Sian Life. 

Subjects discussed during the planning 
seminar included better methods of field 
office service, coping with changes in 
the organization, improving clerical pro- 
cedures and a more effective system of 
handling forms and paperwork. 

The thoughts and efforts of 250 com- 


Middle Atlantic Actuaries 
Meet in Washington, Nov. 15 


the Middle At- 
will be held in 
November 15. 
Acacia 


The fall meeting of 
lantic Actuarial Club 
Washington, D. C,, 
Howard W. Kacy, president of 
Mutual Life, will deliver the welcoming 
address. 


Highlights of the meeting will be talks 
by W. Rulon Williamson on “Carnegie 


Free Pensions—1906-1956;” Robert A. 
Crichton, president, Variable Annuity 
Life Co., ‘ ‘The Variable Annuity—What 


It Means to the Life Insurance Busi- 


ness.” Lloyd K, Crippen, vice president 
and actuary of Acacia Mutual, will re- 
port on the recent fifteenth Interna- 
tional Congress of Actuaries, the first 
such meeting held in this country in 
fifty years. 

An informal discussion, led by James 
M. Bates, vice president and actuary, 


Home Security Life, will include such 
subjects as the pre- authorized check plan, 
the family plan, grading premiums by 
size of policy, and electronic equipment. 

Presiding at the meeting will he Robert 
J. Myers, president of the club, and 
chief actuary for the Social Security 
Administration, 


HONOR DR. S. S. HUEBNER 
Dr. Solomon S. Huebner, emeritus pro- 
fessor of insurance at the University of 
Pennsylvania, was the guest of honor at 
a recent dinner given by the Milwaukee 


CLU Chapter. 





mittee members went into the develop- 
ment of these reports which are now 
available to all interested companies. 





FOR INTERNATIONAL CONGRESS OF ACTUARIES 





Mrs. MacGregor; Henry F. Rood, vice president and actuary Lincoln National Life, and 
Masterson, vice president and actuary Hardware Mutual Casualty, and president Casualty Actuarial Society; Mrs. J. Engelfriet 


C. Boels, Brussels, Belgium; Senor Antonic 


Mrs. Wm. M. Anderson; Walter Klem, senior vice president and actuary of Equi- 
table Society, who delivered address of welcome before the Congress in New York 
of which he was co-chairman; Mrs. N. D. Campbell. 


Record LOMA Membership 

The Life Office Management Associa- 
tion attained a record-high membership 
of 340 life insurance companies in 1957, 
the Association reported at the business 
session of the 34th annual LOMA con- 
ference in Washington, D. C. last week. 

A study of the growth of membership 
included in the association’s annual busi- 
ness report notes an increase in member- 


ship of 118% since 1940. During the 


course of 1957, twenty-six new com- 
panies were accepted for membership. 
The report cited the year’s efforts of 
the LOMA standing and regional plan- 
ning committee which developed a series 
of research projects pertaining to life 
insurance home office management pro- 
As a result of the committees’ 
activities, a comprehensive research re- 
port on “Personnel Practices” as well as 
1 “Functional Cost Manual” will soon be 


(Continued on Page 18) 


cedures. 








Page 16 


November 1, 1957 











ABBOTT P. ALLEN 


State Mutual Life of America at Wor- 
cester, Mass., has made a number of 
changes in its Group division organiza- 
tion. 

A new Group term and casualty under- 
writing branch has been created and 
Abbott P. Allen, assistant secretary, 
Group division, has been promoted to 
head this branch. Mr. Allen will join 
the management council of State Mutual 
and retain his title of assistant secretary, 
Group division. 

new Group permanent and pension 
branch has been formed with Melvin 
W. Schuh, assistant secretary, at its 
head. 


-LIAMA Diinistali iene 


How important is it for an agent to 
have knowledge of life insurance? In a 
recent research report issued by Life 
Insurance Agency Management Associa- 
tion, a significant relationship is shown 
between an agent’s insurance knowledge 
and the persistency of the business he 
sold. 

Agents with little knowledge, as meas- 
ured by LIAMA’s Information Index, 
tend to have higher lapse rates than 
those with more information. LIAMA 
researchers worked with results of 
scores on the Information Index admin- 
istered twice to 84 agents attending 
schools in one company. These scores 
were compared with first-year policy 
lapses and agent termination data for 
these men. 

A relationship was also reported be- 
tween an agent’s improvement in knowl- 

re and his survival. Men who im- 


proved from one knowledge testing to 
the ext tended to stay in the life 
insurance business. 


Searching for a relationship between 
knowledge and a production measure of 
both volume and number of policies, 


LIAMA found none. 


R. H. HORTON SPEAKS HERE 
_Robert H. Horton, CLU, president of 
Cosmopolitan Life, spoke before the 
meeting of the directors and executive 
boards of the recently-formed American 
Life of New York, an affiliate of the 
American Surety Co. The meeting was 
held in New York last month. 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 








bata 


4 shoe toes Pave 


ROBERT H. LOVETT 


Robert H. Lovett was named manager 
of a new Group underwriting adminis- 
trative department in Mr. Allen’s branch. 

pee C. Day, assistant manager of 
the Group sales department, will assume 
additional responsibilities in the manage- 
ment of Group field personnel. 

William A. Henning, Jr., now manages 
the Group underwriting department, still 
supervising the underwriting negotia- 
tions for all Group term and casualty 
business. 

Robert A. Lancey, formerly a terri- 
torial section head, has been named an 
underwriter in the new Group under- 
writing department. 





U. S. Life Announces 
Monthly Check Plan 


4 monthly check plan has been an- 
nounced to its field representatives by 
United States Life. President Raymond 
H. Belknap pointed out that this is an- 
other planned step in the company’s pro- 
gram of service. 

The monthly check plan provides a 
system for paying premiums more con- 
veniently and at less cost than the reg- 
ular monthly rate. Eligible policyowners 
are those with regular checking accounts 
at banks which have accepted the plan. 
There is a minimum premium require- 
ment of $5 per month. As many as six 
policies within one family may be com- 
bined in one check. 


Beneficial Standard Sales 


Beneficial Standard Life sales reached 
a record high during the company’s 
September “Founder’s Month” celebra- 
tion when life insurance sales increased 
60% and health and accident sales rose 
15% over the 1956 “Founder’s Month,” 
it was announced by President Oscar 
S. Pattiz. 

Life insurance in force reached a new 
high of $123,542,936 as of September 30. 
Paid for life insurance since the first 
of the year amounted to $45,064,386, 
compared to $26,050,497 paid for in the 
same period during 1956. 

Beneficial Standard Life, with home 
offices in Los Angeles, operates in 33 
states and the territories of Hawaii and 


Alaska. 














READY FOR BIGGER JOB 


Seeks Own Agency in Northern 
New Jersey or N. Y. City 


CLU, 38 years old, 10 years 
with large company. For past 
five years branch manager in 
Northern New Jersey. Has built 
scratch operation to over $5,000.- 
000 in annual paid-for volume in 
six years. Seeking own agency 
in Northern New Jersey (first 
preference) or New York City 
(second preference). 


Apply Box 2561, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 














Personnel Problem Panel 


Featured LOMA Conference 


Personnel problems of life insurance 
company home office employes and the 
expanding services automation affords 
policyholders were subjects of panel dis- 
cussions by members of the Life Office 
Management Association. More than 
1,000 representatives of 335 member com- 
panies of the Association attended the 
annual conference last week in Washing- 


_ton, D. 


The line executive plays an important 
role in the personnel pattern of his com- 
pany and has important duties in the 
areas of salary considerations, job in- 
struction, employe interviews and con- 
tinual communication with his staff on 
new methods and changes. This conclu- 
sion was reached in the discussions of 
the panel “personnel problems of the 
line executive.’ The moderator was E. 
J. Moorhead, actuary, New England Mu- 
tual Life. 

In a concurrent session on automation, 
two separate panels discussed the ways 
and means by which the series of elec- 
tronic equipment now being used by the 
majority of life insurance companies can 
provide greater and more efficient serv- 
ices which directly accrue to the benefit 
of policyholders. The automation panels 
had as moderators, R. T. Wiseman, plan- 
ning officer, Sun Life of Canada, and 
Thomas Allsopp, second vice president, 
The Prudential. 

On Wednesday morning, separate ses- 
sions were devoted to the techniques and 
applications of automation as they affect 
the smaller and larger companies. The 
concluding session on Wednesday after- 
noon was devoted to providing the 
methods and direction needed by, the 
line executive in handling his personnel 
assignments. 


Bankers of Iowa Reports 
Large Production Gains 


New business issued and paid- for in 
Bankers Life of Des Moines for the 
month of September totaled $34,780,424, 
an increase of more than $19 million 
over the same month last year. Of this 
total $14,038.974 was Ordinary insurance 
and $20,741,450 Group insurance. 

Production for the first nine months 
of the year totaled $335,170,322, increas- 
ing more than $133 million over the 
same period last year. Of this total 
$157,174,432 was Ordinary insurance and 
$177,995,890 Group insurance. 

Total life insurance in force in Bank- 
ers Life had reached a new high by the 
end of September of $2,883,875,904. Of 
this amount $1,701,370,350 was Ordinz ry 
insurance and $1,182,505,554 Group in- 
surance, 
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MANHATTAN LIFE 


a” 


talk about tough cases 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 














$20,000 to 
$40,000 


of Group Life Insurance for 
firms with 10 lives or more 
Non-Medical 











WHITE & 
WINSTON 


INC. 


342 Madison Avenue, New 
Phone: MUrray Hill 


General Agents: 


The UNITED STATES LIFE 
INSURANCE CO. 





Florida H. O. Underwriters 
Hold Meeting in Miami 


The monthly meeting of the Florida 
Home Office Underwriters Association 
was held recently in Miami. Over 35 
members and guests attended to hear 
underwriting vice 
National Life, 
Dallas, speak on “Progressive Under- 
writing in Today’s Market.” Before the 
meeting a period of entertainment was 
sponsored by Republic National’s _ re- 
insurance division. 

These are the members of the asso- 
ciation together with their company 
affiliation : 

Allan Bartlett, 


Ernie Brewer Sr., 


president of Republic 


American Bankers 
Life; Albert Crosswell, American Life 
Savings; Ann Cooper, Conger Life; 
Walter Bonham, Florida Sun _ Life; 
Barbara Troxell, Florida Sun _ Life; 
Marge Phillips, Haven Life; Perry Wy- 
song, Home Owners’ Life; Jean Bueche, 
Home Owners’ Life; Zella Kolber, Sea- 
board Life; Kenneth R. Thompson, 
Southeast Life; Harry W. Preece, South 
Atlantic Life; Robert Phares, Life of 
Florida. 


CLAIMS DEPARTMENT MANAGER 

Robert Costes has been appointed 
manager of the claims department of 
Beneficial Standard Life. Mr. Costes 
started as a clerk with Beneficial Stand- 
ard nine and a half years ago, and in 
1951 became assistant manager of the 
claim department. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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Appoint E. J. Delehanty 





EDWARD J. DELEHANTY 


Edward J. Delehanty has been named 
general agent for Massachusetts Protec- 
tive Association Paul Revere Life 
at New Haven. 

Mr. Delehanty joined the home office 
staff of the Massachusetts companies 
in 1951. The following year he was 
transferred to the Boston agency as a 
sales representative. He returned to the 
home office in 1953 as agency assistant. 
In May, 1956, he was named regional 
training supervisor for the companies 
in their eastern sales region. 

A native of Connecticut, Mr. Dele- 
hanty is a graduate of Clark University. 


and 


Joseph F. Meehan, Jr. Made 
Field Group Supervisor 


Joseph F. Meehan, Jr., has been ap- 
pointed field Group supervisor in charge 
of Group life insurance and pension 
sales in the Boston agency of Union 
Central Life. Mr. Meehan’s appoint- 
ment was announced at Union Central's 
home office in Cincinnati by be -S: 
McCrosky, supervisor of Group sales. 

The Boston agency, one of the largest 
in Union Central’s coast-to-coast sales 
organization of more than 70 agencies, 
is under the management of Theodore 
L. Fowler, CLU. 

Mr. Meehan has specialized in Group 
life insurance and pension planning for 
the past six years. He entered this field 
in Manchester, N. H., in 1951, He has 
worked as a Group representative for 
another company in Cincinnati for the 
past two years. A native of East Orange, 
N. J., he attended public schools there. 
He is a graduate of Middlebury College, 
Middlebury, Vt., and served during 
World War IIT as a Naval aerial gunner 
in the South Pacific. 


BMA Plans Annual Grant 
Month Sales Campaign 


Business Men’s Assurance announced 
plans for its annual Grant month sales 
campaign, to be held during November. 
Since 1920, the company has conducted 
a special November sales campaign in 
honor of W. T. Grant, the late chairman 
of the board and company founder. 
Without exception. November has been 
a month of record production for the 
company. Sales during November, 1956, 
were the highest for any single month 
in company history, showing an increase 
of 15% over the previous month of 
November, 1955. 

Again this year, BMA will present a 
trophy to the leading salesman during 
the Grant month comp: ign, Last year’s 
Grant month trophy winner was Jack 
Curry of the Los Angeles branch office. 


National Life & Accident 
Operation of Its IBM 705 


National Life & Accident, Nashville, 
with its IBM 705, giant “electronic 
brain,” installed last June, is producing 
combined printed registers covering the 
field-wide transactions of its agency 
force, made up of some 7,000 agents 
operating in 217 branch offices located 
in 21 states. 

Approixmately 150,000 individual trans- 
actions are involved in the production of 
registers covering one week’s operations 
in weekly premium business, including 


new policies issued, old policies lapsed, 
policies reinstated, and policies trans- 
ferred from one debit to another. Each 


agent is furnished a register covering all 
transactions for the week involving his 
business. With the 705 equipment, in- 
cluding a high-speed printer which has 
a capacity of 500 printed lines per min- 
ute, registers are being completed and 
mailed to the agency force each Tuesday 


covering the previous week's trans- 
actions in the field. 
The register also carries commission 


information on all first-year business, 
and in this respect, the new schedule has 
eliminated a time lag of one week which 
existed on the previous procedure involv- 
ing punch-card equipment. 

National Life is also producing premi- 


J. J. Posthauer’s New Post 


John J. Posthauer has 
superintendent of agency 
development for Pacific Mutual Life, ac- 
cording to an announcement by Vice 
President Ralph J. Walker. Formerly 
central regional Group supervisor with 


been named 
management 


offices in St. Louis. Mr. Posthauer will 
now headquarter at the company home 
offices in Los Angles. His duties in his 
newly created post will include recruit- 
ment of potential agency managers, their 
supervision and training in Pacific Mu- 
tual’s career development program. 

Mr. Posthauer joined the company im- 
mediately after graduation from Purdue 
University in 1949 and has served as a 
home office representative, manager and 
regional supervisor in the Group de- 
partment. 





um notices, receipts and billing covering 
its Ordinary business on the IBM 705, 
having already converted about 60% of 
its districts to this basis since July 1. 

In setting up its schedule for the use 


of the IBM 705, National Life adopted 
an over-all integrated program which, 
when completed, will cover all phases 


of its field operations, leading to a sys- 
tem of field accounting. 





THE LEE NASHEM AGENCY 
BUSINESS INSURANCE? 
ESTATE PLANNING? 


Our experienced Brokerage Steff is 
ready and anxious to serve you. Cali 
us at OXford 7-2950 for quick depen- 
dable service. 
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Mutual Benefit Life Insurance Co. 
of Newark, N. J. 





R. P. O’Connor’s New Post 


Richard P. O’Connor has been named 
regional manager for Continental Assur- 
ance’s Group department, operating out 
of Minneapolis to develop and expand 
fast-growing Group in- 
Minnesota 


the company’s 
surance operations in the 
area. 

Mr. O’Connor was formerly head of 
Continental Assurance’s eastern depart- 
ment Group sales office in New York 
City. 














ALBERT P. DURSO 


Springfield, Illinois 
Dear O’B: 


that 









$10,000 


few hours a week! 


Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 


Just two years ago when health considerations dictated that I discontinue my 
engineering practice for a work having less tension and fewer working hours, our 
good friend, General Agent C. Murray Jones, invited me to join the “Franklin Family.” 
This was a difficult decision for me for two reasons—one, I had no previous life in- 
surance experience and secondly, I did not want to become an 
However, after visiting at the Home Office and learning about the wonderful Franklin 
Specials, I was convinced that, not only could I represent the Company with dignity, 
but I would not need to lower my standard of living. 

Because I had been very active in my engineering work, it took more than a year 
to completely disengage myself from my former work, so I actually devoted only a 
few hours a week to writing our Franklin Specials. 
Franklin for this part-time work was in excess of $10,000 for my first year, with 
nearly half that amount, additional, still forthcoming in deferred commissions. Now 
I am devoting my full time to the job, I expect to double this figure. 

I thoroughly enjoy my work, not only because it is very profitable, but because 
you folks at the Home Office go out of your way to make my job easy. 
have accomplished in these past two years can be considered in anv measure a suc- 
cess, the credit most certainly goes to the friendly Franklin organization and those 
wonderful Franklin Specials which are so easy to sell. 

I am deeply grateful to you all at the Home Office and I will always feel in- 
debted to our Regional Director, Mitchell T. Melham, for his continuous inspiration 
and guidance which he so unselfishly makes available to us all. 


Sincerely, 


Albert P. Durso 


An agent cannot iong travel at a faster gait than the company he represents! 


As you know, my income from 





Lhe Friendly 


FRANKLIN LURE comrasy” 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


Over Two Billion Six Hundred Million Dol'ars of Insurance in Force 


CHAS. E, BECKER, PRESIDENT 


for a 


Gibsonia, 
September 20, 


Pennsylvania 
1957 


“insurance peddler.” 


If what I 
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Role of Executive In 
Personnel Relations 


TOLD BY POWEL B. McHANEY 


General American President Tells LOMA 
How His Company Changed 
Its Procedures 


The vital role played by a company 
chief executive officers in developing 
sound concepts of personnel relations 
based on ethical and spiritual values and 
his leadership responsibilities in setting 
an effective personnel pattern, were out- 
lined by Powell B. McHaney, president 
of General American Life, in a talk be- 
fore the Life ~e gee Management Asso- 
ciation, last week at Washington, D. C. 

Discussing today’s personnel problems 
from his viewpoint as a life insurance 
company president, Mr. McHaney told 
his-audience that while the chief execu- 
tive is responsible for key personnel de- 
cisions, he is also dependent upon others 
in the organization for facts and guid- 
ance. Mr. McHaney stated that it is a 
responsibility of top management to 
create an atmosphere which will en- 
courage, and circumstances which will 
enable supervisors to understand and 
interpret change and convey these inter- 
pretations to company associates under 
thei r supervision, 

“The chief executive officer should de- 
fine the personnel manager’s job to 
accurately reflect the company’s long- 
range policies in selection, training, in- 
ternal communications, and human rela- 
tions which should originate with the 
personnel manager,” Mr. McHanev de- 
clared. “To discharge the responsibility 
soundly, he (the personnel manager) 
must possess the status and receive the 
information necessary to make cert in 
that the mannower of the organiza- 
tion—its principal resource and more 
import: unt _capital—is in constantly good 
condition. 


What General American Did 


To illustrate his ideas on personnel 
problems, Mr. McHaney referred to the 
accomplishments which have occurred in 
his own company where “management 
promulgated a stated philosophy and 
set of principles that emphasized the 
dignity _ importance of the individual.” 

Recalling a period seven years ago 
when cine office morale was low due to 
poor working conditions, Mr. McHaney 
outlined the steps taken to create a work 
environment “in which each individual 
will want to work to the best of his 
ability, and will feel a sense of moral 
gratification in achieving high — 
ards, and a sense of pride in and loyalty 
to the company possessing high stand- 
ards. 

The first step taken according to the 
speaker, was to remodel the home office 
building and to install modern equip- 
ment. \ Manual of Function and 
Duties was published, spelling out in 
detail the responsibility and authority of 
every organizational unit in the company 
and every supervisor. 

Also ert ated at General American was 

Employes’ Advisory Council composed 

eighteen non-supervisory associates 


appointed by the president; a junior 
boar appointed from among middle 
management supervisors; and a_ senior 
officers committee. Mr. McHaney dis- 


closed that all three groups meet him 
at specified intervals to discuss areas 
of company operations and to make 
suggestions. These advisory bodies and 
the entire home office staff are aware 
of company operating costs and are all 
a part of the planning process and are 
aware that thev can share in the finan- 
cial ne of resulting improvements. 

a result. we are today,” said Mr 
McHarey “a far more efficient organiza- 
tion than ever before.” 


50th WEDDING ANNIV. FOR DERRS 

Arthur G. Derr, retired general agent 
of Aetna Life who operated its Newark, 
N. J. agency for many years, and Mrs. 
Derr, will observe their 50th wedding 
anniversary on November 5. A dinner 
and reception will be held that evening 
in the Columbus Hotel, Miami, Fla. 


Guarantee Mutual Gains 
Guarantee Mutual Life of Omaha has 
announced a gain of 41% in life sales 


and a 25% gain in accident and _ sick- 
ness sales over the first nine months of 
last year. 

The Earl J. Knutson Agency, Port- 
land, Oregon, was named by Agency 
Vice President J. D. Anderson, as the 
leading agency. The Knutson Agency’s 
total volume at the end of September 
was over three and one-half million. 

The Elmer D. Stemsrud Agency of 
Minneapolis was the leading agency 
in accident and sickness production. 


General Agent at Wichita 

Northwestern Mutual Life’s new gen- 
eral agent at Wichita, Kan., is Mal- 
colm D. Cunningham, formerly district 
agent in Hutchinson, Kan. He succeeds 
Russell L. Law, Jr., newly-appointed 
general agent at Miami, Fla. 

Mr. Cunningham joined the North- 
western Mutual in 1953 as a_ special 
agent for the Baltimore general agency, 
after 18 years of supervisory and sales 
experience in manufacturing. In 1956 he 
was made agency supervisor at the 
Wichita general agency. 











Brokers 
Look to 
GUARDIAN 


for Leadership 











Guardian now offers a complete 
and modern 

GROUP INSURANCE PACKAGE 

with many attractive features 


including 











TAILOR-MADE COVERAGE, 


even on ten life cases 


For further information, 


EXPERT SERVICE 

LIBERAL LIMITS 

LOW DBL RATES 

REALISTIC COMMISSION SCALES 


write or call your Guardian Manager or 


Regional Group Office — 


William W. Mauke, Manager 


150 Broadway, New York 38, New York 
BEekman 3-1720 





The GUARDIAN Life Insurance Company OF AMERICA 
50 Union Square, New York 3, New York 





Joins Guardian Agency 





JEREMIAH T. BRENNAN, Jk. 


The Spaulder, Warshall and Schnur 
Agency, 45 John Street, New York, has 
appointed Jeremiah T. Brennan, Jr. as 
head of its Pension Trust division. 

A graduate of Fordham, Mr. Brennan 
joined the actuarial department of 
Guardian Life in 1948, and was assigned 
to the pension trust division in 1951, 
becoming pension trust assistant in 1953 
and pension trust manager in 1955. 

He was responsible for the adminis- 
tration of all pension trust operations at 
Guardian’s home _ office, and worked 
closely with Guardian agencies, clients 
and their attorneys in the development 
of pension plans. 

Established in 1934, Spaulder, War- 
shall and Schnur has long been Guard- 
ian’s leading agency in production of 
new business, and paid for nearly $30 
million of Ordinary life insurance in 
1956. 


Occidental Promotions 

George V. Shipley, general agent for 
Occidental Life of California, announces 
three promotions in his North Holly- 
wood, California agency. 

E. Hindman, former brokerage 
manager, has been named associate gen- 
eral agent. Mr. Hindman joined Occi- 
dental in 1953. 

Donald Zentmeyer has been promoted 
to brokerage manager. Joining the com- 
pany in 1956, Mr. Zentmeyer formerly 
served as assistant brokerage manager. 

Jerold G. Odens, former agent in the 
Shipley office, was named assistant brok- 
erage manager. Mr. Odens joined Occi- 
dental in 1956. 


LOMA Membership 


(Continued from Page 15) 


available, it was announced at the Con- 
ference. 

The association report disclosed that 
there are now 15 LOMA standing com- 
mittees made up of 214 representatives 
of life insurance companies selected on 
the basis of their technical knowledge 
and interest in life office planning and 
equipment. 

At a luncheon following the business 
meeting, 73 Fellowship diplomas were 
awarded by the LOMA Institute to men 
and women who have completed a com- 
prehensive course of study in the field of 
life insurance company management, A 
total of 820 persons now hold the desig- 
nation of Fellow, Life Management In- 
stitute. 

The 1958 annual conference of LOMA 
will be held at the Chalfonte-Haddon 
Hall, Atlantic City, on September 22-24. 
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To Miami For Sun Life; 
Keith Phillips Retires 


JARYL D. SINER 


The 
nounced 
United States branch offices. 

W. Keith Phillips retires as 
ager of the Miami branch after 21 years 
Sun Life. He is 
succeeded by Jaryl D. Siner, CLU, 
merly manager of the Wilmington 
branch. William S. Butler 
appointed manager at Wilmington. 

Keith Phillips has been in charge of 
the Sun Life office in Miami since 1938, 
and joined the company as a represen- 
tative in Miami in 1936. He qualified for 
membership in Sun Life’s Top Pro- 
ducers Club on 13 occasions. Apart from 
his devotion to the life insurance busi- 
ness, Mr. Phillips has always played a 


Sun Life of Canada _ has 


three managerial changes for 


an- 


man- 


of service with the 
for- 


has been 


prominent part in civic affairs both in 
Miami and Coral Gables. He has served 
two terms as mayor of Coral Gables 


and many years as city councilman. He 
is a past president of the Miami Cham- 
ber of Commerce, of the Miami Rotary 
and the Coral Gables Rotary. He is 
also one of the founders of the famous 
Orange Bowl Game, played every New 
Year’s Day at Miami. 

Mr. Siner has been with the Sun Life 
since 1931 and in 1945 was appointed 
branch manager at Wilmington. A 
Chartered Life Underwriter, he has won 
13 qualifications in the Sun Life’s Top 
Producers Club and has earned a place 
on the United States Managers Con- 
sultation Committee on five “occasions. 
Under his guidance, the comp: any’s Wil- 
mington Branch won a trophy for high 
production in 1954, 

Mr. Butler joined the Sun Life in 1948, 
served in the armed forces during the 
war in Korea and returned to the com- 
pany in 1952 as service supervisor in 
Wilmington. Since last December he 
has been associate manager at Wilming- 
ton. 


Mutual Trust Names Henry 
General Agent in Detroit 


Mutual Trust Life of Chicago an- 
nounces the appointment of Max L. 
Henry as general agent in Detroit. Es- 


tablishment of this second Mutual Trust 
agency in Detroit is a part of the com- 
pany’s program of development in the 
midwest. 

A native of Pennsylvania, Mr. Henry 
was graduated from Slippery Rock State 
Teachers College. He has made _ his 
home in the Detroit area since 1948. Mr. 

enry entered the life insurance busi- 
ness in Detroit in 1950, and has been an 
outstanding producer since that time. 
He is a member of the 1957 Million 
Dollar Round Table. 





Citizens Life Announces 
New Low Interest Plan 


John A. Solomon, vice president of 
Citizens Life of New York, announced 
the immediate implementation by the 
company of a new method of calculating 
policy loan interest. Citizens Life has 
put into effect the following rule on 
policy loans applied for by the owner 
of more than one policy: “For the pur- 
pose of calculating policy loan interest, 
all policy loans applied for by the com- 
mon owner of more than one policy shall 
be consolidated into one loan.” 

To set the new policy down in figures, 
it works out this way. Loans on indi- 
vidual policies now range from 5% inter- 
est in amounts up to $3,000, to 3.5% 
interest on the portion of the loan that 
exceeds $10,000. From now on, however, 
Citizens Life will lump together for cal- 
culation of interest at the lowest rate, 
all policy loans made on individual pol- 
icies owned by one person or corpora- 
tion. For interest paid in advance the 
interest rate on amounts over $10,000 
will be only 3.38%. 

Another step announced by Mr. 
Solomon, who is in charge of organiza- 
tion and development of Citizens Life, is 
the issuance by the company of whole 
life participating policies available from 


J. A. Anderson Appointed 


Colonial Mathematician 
Appointment of James A. Anderson as 
mathematician for Colonial Life of 
America was announced by William C. 
Prown, vice president and actuary of the 
company. 

An alumnus of Williams College, Mr. 
Anderson graduated in 1950 with a Bach- 
elor of Arts degree in mathematics. 

Except for two years service in the 
Army, Mr. Anderson was with the actu- 
arial department in the home office of 
Mutual Benefit Life. He is an associate 
of the Society of Actuaries and resides 
in Short Hills, N. J. 





age 15 to 70, instead of the previously 
limited age 30 to 70. The death benefit 
under this policy is the face amount of 
insurance plus the cash surrender value. 
In the event there is no loan against the 
policy, it gives the beneficiary a substan- 
tial amount of cash in addition to the 
face value of the policy. In the event 
there is an outstanding loan on the pol- 
icy, it assures the beneficiary of a full 
100% inheritance of the face amount of 
the policy, without deductions of 
kind for loans and interest. In addition, 
this policy provides for a first year cash 
value of the full reserve. 


any 








employer can qualify 


groups of 25 or more. 


field. 


BANKERS 


Licensed in all states. 





NOW IT'S POSSIBLE FOR YOU TO OFFER 
Group Pension and Profit-Sharing Plans 





For "the Butcher, the Baker, the Candlestick 
Maker" and other employers of small groups 


Here for the first time . . . as another pioneering service 
of Bankers Life Company ... are the benefits of a 
tailormade group pension plan for which nearly every 
. . and at a cost commensurate 
with costs for similar plans heretofore available only to 


A full range of choice to employers of small groups 
—Group Income Endowment, 
Group Annuities, Whole Life with Endowment Maturity 
privilege, Conventional Group Annuities, Profit-Sharing 
Group Annuities—opens a completely new market to you 
with realistic compensation for the agent of record. 


All this is backed by Bankers Life Company’s 
excelled service, machine accounting, 
writing, actuarial service, and prompt preparation of 
individual proposals—prepared in many cases right in the 


Why offer your client less for his consideration? 


For Complete Information 
Ask our nearest Group Office or write 


DES MOINES. 
Branch Offices in Principal Cities in U. S. 


Deposit Adminstration 


un- 
progressive under- 


COMPANY 
1OWA 








Made Executive Director 
Pru Ordinary Agencies 


Photo-Crafters 


EDGAR M. KELLY 


Edgar M. Kelly to 


director of Ordinary 


Appointment of 
executive agencies 
home 
Dow, 


northeastern 


Harold E. 


in the Prudential’s 


office was announced by 
vice president. 

Mr. Kelly 
cies in the western home 
Angeles. He serve in the Newark, 
Newh until the Prudential 
moves its northeastern operation to tem- 


had been director of agen 
office in Los 
will 
home office 
porary quarters in Boston next year 

Mr. Kelly joined Prudential as an 
Camden, N. J., later held 
field supervisory position in New Jersey 
and Pennsylvania. He was named man- 
ager of the Oakland, Cal. agency in 
1951 and director of agencies in 1956 


agent in and 


Equitable Life of Iowa’s 


Family Protection Plan 
Equitable Life of Towa has announce 
the introduction of its family protect: 


plan. Issued as a rider which may be 
attached to any new life or endowment 
policy for $5,000 or more, the 1 pro- 
vides Term insurance to age 60 on the 
wife and to age 25 on the children (or 
the wife’s age 60, if earlier). It is avail- 
able at the wife’s insurance age 18 to 
40, inclusive, for a minimum of $2,000 
and a maximum of $6,000 or 40% of the 
amount of the husband’s policy, which- 


amount of insurance 
age 15 days is 50% 


less. The 
atter 


ever is 
on the children 


of the amount on the wife with a re- 
duced death benefit during the first 90 
days for those who have not passed 


6 months of age when first insured 
Future children are insured automatic- 
ally upon attaining the age of 15 days 

The prior death of the husband con- 
tinues the protection on the wife and 
children as paid-up Term insurance; the 
prior death of the wife also makes the 
insurance on the lives of the children 
paid up. 


At the expiry date, the insurance on 
the wife may be converted to a per- 
manent plan for the same or lesser 


and the insurance on each child 
may be converted to a permanent plan 
for any amount up to five times the 
amount of Term insurance on his life 
under the rider. 

The rider may be attached to either a 
standard or substandard policy on the 
husband, but the wife and children are 
considered only on a standard basis or 
with a single extra premium. A waiver of 
premium benefit in the event of the hus- 
band’s disability is available. The wife’s 
insurance provides cash and extended 
insurance values. 


amount 
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CINCINNATI SALVAGE CORPS 

For the first time the history of The 
Underwriters Salvage Corps of Cincin- 
nati has been told—and in book form 
containing a large number of illustra- 
tions. Today, often the difference be- 
tween success and failure, profit and 
loss in business, lies in the practice of 
sound conservation of property. Conser- 
vation of such values is an old story in 
Cincinnati as there has been such ac- 
tivity since 1804 when the Cincinnati 
fire department had its beginning. 

The city’s first fire equipment was the 
fire bucket. Under a law passed in 
1802 any inhabitant paying an annual 
rent of $35 or more had to provide 
leather 
dimensions: to 


“one substantial black jack 
bucket of the following 
contain two and one-half gallons of 
water, with a rope handle covered with 
leather, which bucket shall be at least 
one-third wider at the top than at the 
bottom, and fourteen inches in length, 
with the initials of his or her name 
painted on the side thereof in large 
1 


etters, and shal] be hung up in some 





convenient — conspicuous part of his 
or her dwelling house.” 

In July, 1808, a regular fire bucket 
company was organized and their ap- 
paratus consisted of a large willow 
basket placed upon a four-wheeled truck 

hich was about ten feet in length and 
six feet in height. Lacking a bell, the 
town had constructed a gigantic drum 
This cumber- 
some invention still exists. Until 1924 


to ser as a fire alarm 


the drum throbbed out its woeful warn- 


ings of fire and other disaster to the 
citizens and firemen of Cincinnati. 

On December 21. 1820, the Protection 
Society Company No. 1 was organized 
and continued to do duties similar to 
those of a salvage corps ‘many years 

The present form of Underwriters 
Salvage Corps in Cincinnati was or- 
ganized in 1886 after a number of fires 
in Third Street in which great damage 
was done by water. At the start the 
corps consisted several men and was 
equipped with one horse and a small 
wagon to carry a few salvage covers and 
tools, but it was almost immediately 
successful. 

30th salvage corps and fire depart- 


ment horses in Cincinnati had a particu- 
larly severe strain on them due to the 
steep hills of the city, says the sal- 
vage book and continues: 

Many good horses could stand only a 
brief period of this sort of going and 
had to be retired to less strenuous use 
or the pasture in living out their days. 
The early automobiles were responsible 
for the death of or injury of horses as 
well as the smashing of equipment. 

Water damage may have a special 
danger to the salvage corps. Sometimes 
the corpsmen have to swim for it in a 
‘basement, but as a rule they are able to 
keep up with the fire-boys when they 
are throwing in everything they have 
to stop the blaze. 

Joan Sinclair Johnson, daughter of 
Holgar J. Johnson, president of Insti- 
tute of Life Insurance, and _ national 
president of United Service Organiza- 
tions’ USO, and Mrs. Johnson, married 
William Kinney McDermott at Green- 
wich, Conn., October 26. Mrs. McDer- 
mott who was presented at the 1954 
Greenwich Country Club Cotillion is a 
graduate of Greenwich Academy and 
attended Bennington College. The 
groom, a Navy veteran, is Yale gradu- 
5? 

* * * 


ate, class of 


L. Edward DeWitt has been trans- 
ferred from New York head office to the 
San Francisco office of the American 
Foreign Insurance Association as assist- 
ant to the Pacific Coast manager, A. E. 
Lampe. Mr. DeWitt served in the U. S. 
Navy during World War II. After com- 
pleting his tour of duty, he attended the 
University of Bridgeport and New York 
University Graduate School of Business 
Administration, Prior to joining AFIA 
in 1953 Mr. DeWitt was with the New 
York office of the General Insurance Co. 
of Seattle. 

* * ok 

Ralph W. Hawkins, resident manager 
of the East Orange branch office of New 
\sterdam Casualty, was elected chair- 
man of the Insurance Manacement As- 
ociation of East Orange. He succeeds 
Richard B. Evans, Colonial Life presi- 
dent. Membership of the Insurance Man- 
ment Association of East Orange i is com- 
posed . 20 insurance companies domi- 
ciled in East Orange. Other officers elec- 
ted were: vice chairman Andrew Nelson, 
resident vice president, American Cas- 
ualty, and secretary and treasurer Harry 
O. Rasmussen, general agent of Penn 
Mutual. 

* * Ok 

Ch-rles F. Geyer has joined the Buf- 
falo Fire Office Inc., Buffialo, N. Y., gen- 
eral insurance agency, in charge of bond 
and burglary coverages and will also 
handle general insurance. 





World Wide Photos 


President Eisenhower with M. Albert Linton standing in front of group of 
actuaries and their wives. 


President Eisenhower is shown in accompanying picture on lawn of the White 
House where he had gone to greet a group of actuaries and their wives, who had 


been attending the International Congress of Actuaries in New York City. 
Albert Linton, 


beside the President, is M. 


Standing 
chairman, Provident Mutual Life, one 


of the leading figures in the Congress who introduced him to the insurance group 


which numbered 800. 


President Eisenhower made a short talk to the visitors in which he praised life 
insurance. Upon leaving Washington the actuaries and their wives returned to New 
York, then spent a day in Niagara Falls after which they visited Toronto where 
they were guests of the Canadian life insurance companies at a dinner in Royal 
York Hotel and on fo! lowing day were taken on a tour of home office buildings on 
Bloor Street of three insurance companies. This rapidly growing insurance center 


in which area are five insurance companies is called “Death Row” 


insurance fraternity. 








HOWARD N. FULLINGTON 


Howard N. Fullington of Wichita, 
Kan., newly appointed member of the 
executive committee of the National 
Association of Insurance Agents, at- 
tended the University of Wichita and 
began his insurance career with the 
agency of Dulaney, Johnston & Priest 
in 1928. He is still associated with the 
firm, of which he became a member in 
1934. Among his agent activities he has 
been president of the Wichita Associa- 
tion, president of the Kansas Associa- 
tion, chairman of the Midwest Terri- 
torial Conference Committee, and chair- 
man of NAIA casualty committee since 
1955. A veteran of World War II, he 
has served as chairman of the Sedg- 
wick County Chapter of the American 


by the Toronto 


Red Cross, president of the Wichita Club 
and chairman of the Board of Regents 
of oe University of Wichita. 


x ee oe 


Gen. Hirose, president, Nippon Mutual 
Life Insurance Co. of Osaka, Japan, was 
guest of Julian S. Myrick at a luncheon 
given during his visit to New York City. 
Guests included officers of Mutual of 
New York. 

* * 7 

John T. Harrison, Sr., president of 
Flynn, Harrison & Conrov. Inc., New 
York insurance brokerage house, had an 
unusually interesting experience the 
other week-end in attending the 50th 
reunion of his class at St. John’s Col- 
lege, Annapolis, Md. He arrived back 
in New York the following Monday to 
attend with Mrs. Harrison the W aldorf- 
Astoria banquet given in honor of Her 
Majesty, Queen Elizabeth II, and His 
Royal Highness, Prince Philip, by the 
Pilgrim Society and the English Speak- 
ing Union. The Harrisons are members 
of the Pilgrim Society. 


ae 


George Aitken, assistant general man- 
ager and comptroller of Great-West Life, 
is presently in New Delhi, India, where 
he is heading a three-man Canadian 
delegation to the International Red Cross 
Conference. Mr. Aitken is chairman of 
the Central Council of Canada’s Red 
Cross Society, the top voluntary post in 
the Canadian organization. The New 
Delhi conference runs from October 24 


to November 7. 
x ok x 


J. Milburn Smith, president of Con- 
tinental Casualty, has been elected 
president of the Dads Association at 
De Pauw University, Greencastle, Ind. 
He has been vice president for the past 
year. Mr. Smith’s younger daughter, 
Lillian, is a junior at this college. 





— ee Sam, 
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International Union of Aviation Insurers 


The annual general meeting of the 
International Union of Aviation Insur- 
ers took place in Amsterdam, Holland, 
October 8-10. The hosts were the Dutch 
Aviation Pool, which at the same time 
was celebrating the 25th anniversary of 
the formation of the Pool. Almost 60 
delegates from the 21 countries from 
which membership of the Union is 
drawn were present. 

The U. S. Aviation Underwriters, Inc., 
is the only American member of the 
Union, Its chairman, Reed M. Cham- 
bers, and its president, Albert J. Smith, 
attended the meeting in Amsterdam. 

In his opening address President Per 
M. Hansson referred to the develop- 
ment in civil aviation during the year, 
both in the operational field, which had 
seen the introduction of new passenger 
ticket wordings which appeared to in- 
crease the liability of operators in regé urd 
to passengers, and in the legislative 
field, where I.C.A.O. was constantly ac- 
tive in the formulation and clarification 
of air regulations. The changes which 
these activities portend in the sphere 
of aviation insurers require the constant 
vigilance of aviation underwriters. 


Differences in Clause Interpretation 


One of the difficulties facing insurers, 
the president said, was the different 
interpretations placed on clauses com- 
mon to many aviation insurance policies, 
and to varying opinions arising out of 
language differences. Many of these dif- 
ficulties could be avoided by a universal 
understanding of the intentions of vari- 


ous common clauses, and it was felt 
that it would be of benefit | for the 
I.U.A.I. to study the matter in detail, 


and he reported that work had already 
been initiated. The work, he thought, 
might be slow and undoubtedly difficul- 
ties would arise in the introduction of 
what might be termed “an internation: ul 
language for aviation insurance,” but it 
was felt that the imminent introduction 
of jet passenger aircraft with large car- 
rying capacity and the huge amounts 
which would be at risk made it desirable 
for underwriters all over the world to 
work together. 

The Union had already stressed at 
earlier meetings that co-operation 
among underwriters world-wide would 
benefit not only aviation insurers but 
would also make a contribution to the 
development of civil aviation. It was his 
opinion that increasing bad results were 
creating in the minds of underwriters 
a growing awareness and receptiveness 
of the need for mutual co-operation, and 
he hoped that efforts in this direction 
would continue. Insurance premiums 
represented only a small proportion of 
an air carrier’s operational costs, but 
the economy of the airlines, faced with 
payment of the huge purchasing pro- 
grams already announced were going 
to be subject to a certain amount of 
strain and it was desirable in the inter- 
ests of all concerned that underwriters 
approach the jet age in a spirit of 
friendly co-operation. In this connec- 
tion he pointed out that the return to 


aviation insurers both for the heavy 
responsibility undertaken and _ the 
amount of work involved was consid- 
erably less than that in any other 


sphere of commercial enterprise. 
Union Grows in Membership 


The president reported that the Union 
was growing in numbers and interest 
throughout the whole world and that its 
activities was increasing. Not only were 
aviation insurers becoming increasingly 
aware of the value of co-operation 
within the Union, but the organization 
was becoming looked upon as being in 
a position to put forward the practical 
point of view of aviation insurers to 
other organizations concerned with civil 
air transport. 

During the year contact with Inter- 
national Air Transport Association had 
been maintained and comments by the 

U.A.I. on the practical aspects of pos- 
sible international conventions had been 
welcomed by international Civil Avia- 
tion Association. 

Dealing with the future, Mr. Hansson 
again emphasized the magnitude of the 
forthcoming changes in civil aviation, 
which he thoucht were a warning to 
underwriters. He hoped that co-opera- 
tion on the widest possible basis would 
enable them to meet the challenge of 
the times. 

In addition to election to membership 
of one organization in the United King- 
dom and another from Switzeriana, and 
discussing matters of international or- 


ganization, the meeting dealt with re- 
ports submitted on the work of the 
sub-commitees during the year. A num- 


ber of items of extreme importance 
having grave implications for the future 
of aviation underwriters were discussed. 


The Loss Ratio 


Reports by members on developments 
in the various national markets dis- 
closed situation which could not have 
given a great deal of satisfaction to 
underwriters. It is perhaps nz tural that 
improvements in the safety of air travel 
should be publicised by interested par- 
ties for the public consumption, but the 
apparent improvement in the safety fac- 
tor is not reflected in the overall results 
of aviation insurers which, to the con- 
trary, indicate a rapid and serious turn 
for the worse. Figures based on the 
reports of stock companies to the New 
York State Insurance Department show 
a loss ratio to written premiums for 
aircraft liability in the U. S. A. alone 
of 107% for 1955 compared with 172% 
for 1956. 

In addition, statistical information as- 
sembled during the year confirmed the 
long held view that accident experience 
in connection with new type aircraft 
was exceedingly bad during the early 
years of operation. 


A. B. Hunter on Jet Hazards 


During the course of the meeting a 


lecture was delivered by A. B. Hunter 
of the British Aviation Insurance Co. 
Ltd., on “Insurance and Jet Aircraft, 


INTERNATIONAL UNION oF AVIATION INSURERS MEETING. Left to right: 


fellow, legal adviser, London; 
Langmead, general secretary, 
ge vice president, Amsterdz im; 
la Porte, Paris. 


London; 


Albert J. Smith, vice president, New York City; 
Per "M. Hansson, 


W. M. 





Alan Good- 
Peter 
president, Oslo; 'W. de 


deBrauw A.K. Czn.. London; Andre de 








Special Reference to Technical 
During his talk, which was 
illustrated by lantern slides of current 
piston engined airliner casualties, Mr. 
Hunter illustrated the possible repercus- 
sions of similar accidents in the jet age. 
He suggested that among the important 
problems to be considered was the ques- 
tion of runway lengths, with particular 
reference to “overshoot problems.” Ac- 
cidents of this nature, even if not result- 
ing in a total loss, might well involve 
repair costs up to $2 million in reeard 
to the larger type jet. Experience 
seemed to suggest that accidents of 
“wheels-up landings” would not decrease 
and could well prove to be million-dollar 
problems. Those aircraft with podded 
engines would be likely to suffer more 
than other types. The speaker suggested 
that potential causes of accidents might 
arise from the greater complexity of 
“systems-engineering.” A defect in even 
a small component part or inherent basic 
defect in the planning would be capable 
of causing a large scale loss. A problem 
which would face both the airlines and 
their insurers would be the development 
of quick repair arrangements between 
operators and their insurers to enable 
work on damaged aircraft to proceed 
without delay, thus avoiding temporary 
loss of use with the high cost aircraft 
The lecturer also emphz isized the experi- 
ence already gained in the field of civil 


with 
Problems.” 


and military jet aircraft operations, 
which indicated the seriousness of en- 
gine icing and ingestion problems with 
some of the latest type of jet engines. 
New Officers 

The following new officers wre 
elected at the meeting — President: W. 
de Vlaming of Holland: first vice 


Smith of U. S. A.; and 
Jennens 


president: A. J. 
second vice president: R. H. 
of the United Kingdom. 

It was agreed that the next Confer- 
ence be held in Garmisch Partenkirchen 
in September, 1958, at which the Ger- 
man Aviation Pool would be the hosts. 

The Annual Meeting was preceded by 
a press conference attended both by the 
Dutch and international press, at which 
it was stressed that the advent of iet 
aircraft marked a most imporant phase 
in the history of aviation insurance. It 
was pointed out that new inventions and 
methods in the field of civil aviation had 


always caused head-aches to aviation 
insurers, and it was doubtful if the im- 
pending advent of jets would be an 
exception. 


The huge values of the bigger type of 
jet aircraft and the still unknown 
changes in the complexity of risks and 
liabilities with which underwriters would 
be faced demand the urgent and detailed 
consideration of all 


Herald Tribune Grill of 
Meyner and Forbes 

The Herald Tribune 

with Governor Meyner of 

held on October 24, was a quiz 

of the editorial staff 

a number of questions most of them based 


press conference 
New 


in which 


Jersey, 


members asked him 


campaign for Governor. 
for the office is State Sen- 
Forbes. The latter has Sica 
mer’s State Depart- 
ment of Banking and Insurance. 

George A. Cornish, executive 
Herald Tribune, asked the 
he would explain his position with refer- 
to handling of the John R. Cooney 
New Jersey State Department of 
Banking and Insurance. Mr. Cooney, who 
was president of The Loyalty Group of 
insurance accused of de- 


on issues in the 
His opponent 
Malcolm 


attacking Governor Mey 


ator 


editor of 


Governor if 


ence 


case by 


companies, is 


frauding these companies by unauthorized 


expenditures. 
follows : 
this that the 


und 
pub- 


Governor Meyner’s reply 


I'd like to tell you 
dispute up to this point revolves 
the question as to when either the 


lic or the (state) prosecut should 
have been informed of some irregulari- 
ties which were found with respect to 


the alleged defalcation of the president 


(Cooney) of an insurance company — 
apparently during the years he had 
taken out of petit cash funds moneys 
and allegedly used them to his own 
purpose. Now the question is as to 
when this should have been divulged to 
the public. That seems to be in dis- 
pute. At no point has anyone indicated 
that anyone in the state government, the 
Life Insurance Department or any other 
department is guilty of any fraud or is 
guilty of any known wrongdoing ; 
The Insurance Commissioner in New 
York, who is held as a great authority 

testified that Howell (New Jersey 
Insurance Commissioner Charles R. 
Howell) acted properly. 





The editorial staff of Herald Tribune 
printed a press conference quiz on Oc- 
tober 28 which it had with State Senator 
Malcolm S. Forbes, Republican candi- 
date for Governor. In it Senator Forbes 
renewed his attack on Governor Meyner 
in connection with the John R. Cooney 
expenditures. He said the key issues ot 
the campaign were “a number of scan- 
dals, not just the Cooney case.” He 
said that he agreed with the Law En- 
forcement Council of New Jersey that 
“Governor Meyner had been derelict 
in the handling, or mishandling, of the 
Cooney case over the last three years.” 
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Multi-Peril Reports 
Progress on Coverage 


FOR STANDARDIZED PACKAGES 


Lange Sees New Dwelling Form Ready 
in 1958; Calls 5 Year Term Too Long 
For Package Policies 


A presentation of the purposes, pres- 
ent operations and future objectives of 
the recently formed Multi-Peril Insur- 
ance Conference was made by Roland 
H. Lange, chairman of the executive 
committee, and vice president of the 
Hartford Fire, at the first annual meet- 
ing of MIC. The Conference was 
formed less than six months ago, but 
already is making strong progress in the 
direction of standardization of multiple 
line coverages and in formation of a 
new broad dwelling policy which will be 
ready sometime in 1958 

MIC is the result of the merger of 
Multiple-Peril Insurance Rating Organi- 
zation and Interbureau Insurance Ad- 
visory Group. The policies supervised 
by those bodies in 1956 developed prem- 
iums estimated $250,000,090. The new 
single advisory organization, MIC, rep- 
resents 290 member and subscriber com- 
panies and is an important factor in the 
business, said Mr. Lange. Scope of MIC 
extends to all types of multiple-line pol- 
icies embracing in combination two or 
more lines of insurance traditionally 
considered fire, marine or casualty. Cit- 
ing scope of MIC Mr. Lange stated 
at the annual meeting: 

Proper Subjects for MIC 

“Certainly it was not the intention of 
the drafters of the constitution to in- 
clude under MIC’s jurisdiction any multi- 
peril combination which has come about 
by the stapling process of two or more 


established forms; for example: the 
attachment of a compre hensive personal 
liability form to a fire policy. However, 


where any package is molded together 
whereby the perils of the fire, casualty 
or inland marine segments of the busi- 
ness are to a greater or lesser degree 
intertwined or combined and their dual 
coverages are made a mandatory fea- 
ture of the contract, such resulting com- 
binations are proper subiects of the 
advisory functions of the Conference 
“In this connection, among the facil- 
ities established by MIC is a research 
committee which, in conjunction with 
the resources of the staff, will be avail- 
able to the membership in the study and 
exploration of any new combinations of 
perils which present themselves or are 
suggested, beyond those package pol- 
‘ies already established. 
“The structure of Multi-Peril Insur- 


an Conference is advisory in nature 
As such it will make its recommenda- 
tions the established rating bureaus, 
i.e., National Bureau of Casualty Under- 
writers, Inland Marine Insurance Bu- 
reau and the regional and state fire rat- 
ing bureaus. The composition of MIC’s 
executive committee and all of its work- 
ing committees has been based, by de- 
sign and agreement, on a_ balanced 
representation of all major segments of 


the business, the major rating bureaus 
and the independent companies. 
Prompt Action by Rating Bureaus 
“Through this device, the industry can 
anticipate prompt action on the part of 
rating bureaus on any subject under 
study in the conference, inasmuch as 
their representatives will have been a 
party to the study from inception. It is 
also hoped that through the procedure 
adopted and the representation of inde- 
pendent companies on its various com- 
mittees the support of companies, not 
members of established rating bureaus, 
will be obtained to policies developed by 


MIC,” Mr. Lange stated. 

“Thus shall be built an advisory or- 
ganization of such stature as will truly 
attract the support of the industry, the 
producers and the insurance regulatory 
bodies —a positive power for the em- 
ployment of orderly processes in the 
development of this new field. 

Orderly Development of Package 

Policies 

“It is hoped through MIC to develop 
policies which will become standardized 
packages of coverages, recognized and 
identified by the insuring public as it 
does today the standard fire insurance 
policy. The benefit of such an accep- 
tance upon the part of the public is, 
we believe, all-important to the success- 
ful sale of the product by agents and 
producers. 

“To realize this goal, the Conference 
intends for its products to have coun- 
trywide acceptance and seeks the co- 
operation of regulatory officials, bureaus 
and the companies throughout the coun- 
try in maintaining basic uniformity. 
Only in this manner can the orderly 
development of package policies be ob- 
tained. The alternative is the costly 
chaos which — unbridled competition 
would bring about in a still experimen- 
tal field — a circumstance which the 
merging of Interbureau and MPIRO 
recognized and determined to avoid,” 
warned Mr. Lange. 

‘An illustration of the kind of de- 
viations we hope can be avoided is the 
extension of the present three-year term 
on package business to five years. It 
is the opinion of MIC that it is against 
public interest as well as the compé nies 
te rest for rates to be frozen for a term 
longer than three years, not only for 
the many reasons dramatically high- 
lighted by recent underwriting results 
but particularly in the package field 
where admittedly the modifications of 
tariff rates are yet to be fully justified 
by statistics. As a matter of fact the 
experience obtained thus far is giving 
underwriters increasing concern on some 
of the business in force under three- 
year policies. 

Certificates For Banks 
‘An example of practices which con- 
cern the organization is that of the 
attempt upon the part of some lending 
institutions to decline package dwelling 
(Continued on Page 23) 


NORTH AMERICA TO MOVE 


N. Y. Office to be Located on Ground 
and 2nd Floors at 110 Wm. St. 
When Building is Completed 


Insurance Company of North America 
Companies have leased for their New 
York service office 31,000 square feet 
the entire second floor and a portion of 
the ground floor—of a 3l-story building 
now being erected at 110 William Street, 
New York City. Presently located at 99 
John Street, the service office will have 
a direct entrance into the new building 
at 79 John Street, with a lobby for its 
own use. Access to the second floor will 





be by escalator. 

The Philadelphia insurance company’s 
New York processing office will remain 
at its present location, 770 Broadway. 

The lease, aggregating over $3,300,000, 
is for a long term of years and was 
negotiated by Albert M. Greenfield & 
Co., Inc, and Horace S. Ely & Company, 
brokers, Cruikshank Company is renting 
agent for the structure. 

The new building in downtown Man- 
hattan will be fully air conditioned, with 
high, acoustical ceilings, venetian blinds, 
and recessed flourescent lights through- 
out. 


Doria-Stockholm Claims 

Settlement of claims arising out of the 
Andrea Doria-Stockholm collision at sea 
last year is reported near. About 60% 
of claims for death, personal injury and 
baggage loss have been successfully 
negotiated for far less than the $16,000,- 
000 originally sought. Lawyers believe 
the negotiated claims will come to less 
than $6,000,000. If Federal Court ap- 
proves next month, the actual payments 
would be made by the Shipowners Claims 
3ureau in New York. Lost cargo claims 
for about $1,500,000 are being handled 
separately. 


Harry R. Farjeon Dies 

Harry Russell Farjeon, founder and 
president of the New York insurance 
brokerage firm of Farjeon Ballin & Co., 
died last week after a short illness. He 
was 86 years old. He founded the firm 
in 1899. Mr. Farjeon was also an art 
collector. In 1939 he was chairman of 
the insurance and transportation com- 
mittee of Art Associates, Inc., which 
set up the $30,000,000 M:z isterpieces of 
Art Museum at the New York World’s 
Fair. Surviving the deceased are five 
daughters, five grandchildren and three 
great-grandchildren. 








Royal Exchange 


ROYAL EXCHANGE ASSURANCE Fire, 
PROVIDENT FIRE INSURANCE COMPANY Marine, Casualty NCU, 
THE STATE ASSURANCE COMPANY, LTD. Fidelity & Surety 


CAR AND GENERAL INSURANCE CORP., LTD. 










Representatives in Principal Cities and 
Towns of the United States and in 
Most Countries Throughout the World 


AN OLD LINE company with new line 
coverages, modern systems, prompt and 
efficient service, and cooperation that 


progressive agents appreciate. 


e Founded 237 years ago, the Royal 
Exchange was one of the foremost 
pioneers in establishing insurance 
as a business. 





111 JOHN STREET 
NEW YORK 








Daenzer Exec. V. P. 
Wohlreich- Anderson 


RESIGNS FROM SECURITY COS. 


Named Also Officer of Four State Life 
Agency and Gibraltar F. & C.; 
Leader in National CPCU 


3ernard John Daenzer, prominent in- 
surance executive, has been appointed 
executive vice president of Wohlreich 
and Anderson, Ltd. and Four State Life 
Agency, Inc. At the same time, he is 





BERNARD J. DAENZER 


appointed executive assistant to the pres- 
ident of the Gibraltar Fire and Casualty 
Insurance Co. After 14 years’ association 
with the Security-Connecticut Com- 
panies, Mr. Daenzer resigned as execu- 
tive vice president in order to join A, J. 
Wohlreich in three separate enterprises. 

Wohlreich and Anderson Ltd. is a 
surplus lines firm with separate corpora- 
tions in New York, New Jersey, Pennsyl- 
vania and Maryland. The main office is 
in the Chrysler Building in New York 
City. There are facilities for primary 
and excess liability, all risk forms, re- 
insurance, ocean marine, livestock mor- 
tality and many specially tailored cover- 
ages. 

Central Office in East Orange 


The Four State Life Agency, Inc. is 
an exclusive agency for the Confereda- 
tion Life of Canada in New Jersey, Con- 
necticut, Rhode Island, Massachusetts, 
Pennsylvania, Maryland, Delaware and 
Washington, D. C. Confederation Life 
was founded in 1871 and provides a broad 
portfolio of ordinary life, disability, 
group and annuity contracts. 

The Gibraltar Fire and Casualty of 
Columbia, S. C. is a recently formed 
domestic multiple line carrier for the 
writing of special lines and unusual risks. 
Overall supervision of the operation will 
be from a central office located at 589 
Central Avenue, East Orange, N. J. 


Daenzer Career 


Mr. Daenzer is a graduate of Ford- 
ham College and Fordham Law School. 
He is a member of the New York Bar 
and vice president of the national so- 
ciety, CPCU. In 1937 he started his in- 
surance career in New York City with 
the Loyalty Group as a compensation 
and liability underwriter. In October, 
1939, he was appointed a special agent 
in New York City and two years later 
was in charge of Westchester, Putnam 
and Rockland, 

From 1943 to date, Mr. Daenzer has 
been with the Security-Connecticut Com- 
panies. He started in the midwest in 
charge of casualty production. A year 
later he was made manager of the De- 
troit branch and divided his time be- 
tween handling the midwest casualty 
business out of Chicago and managing 

(Continued on Page 23) 
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New Vice Presidents 

Of Johnson & Higgins 
NAMED TO THIS’ POST 
Foster, Life Dept.; Potter, Marine; 


Reinsdorf, Marine Claims; Springer, 
Marine; Timberlake, Cargo 


FIVE 


Johnson & Higgins, New York inter- 
national insurance brokers and pension 
plan consultants, announce election of 
five new vice presidents, They are: 
Clark T. Foster, actuarial specialist in 
life insurance department; Douglas R. 
Potter, account executive, marine depart- 
ment. 

Also Walter B. Reinsdorf, senior ma- 
rine claims adjuster; Edmund _ T. 
Springer, account executive, marine de- 
partment, and Shelby V. Timberlake, Jr., 
account executive, marine cargo depart- 
ment. 

Mr. Foster, a graduate of Brown Uni- 
versity, "40, joined J. & in October, 
1948, as an actuary. Prior to that time 
he had been with The Prudential Insur- 
ance Company since 1940 with four 
years service in the Air Force from 
1942 to 1946. He is a fellow of the So- 
ciety of Actuaries and a member of the 
American Pension Conference. 

Potter and Reinsdorf 

Mr. Potter has worked successively 
in the fire, cargo claims, inland marine 
and marine departments since joining 
Johnson & Higgins in 1940. A graduate 
of Columbia University, ’39, Mr. Potter 
is a member of the Maritime Law Asso- 
ciation of the United States, the White- 


hall Lunch Club and the John Street 
Club. 

Mr. Reinsdorf joined Johnson & Hig- 
gins in 1924 as an average adjuster. 


Before that he had been associated with 
Willcox, Peck & Hughes, Inc. He is a 
member of the Association of Average 
Adjusters of the United States and the 
Maritime Association of the Port of 
New York. 

Springer and Timberlake 

Mr. Springer was with Marine Trans- 
port Lines, Inc., from 1930-1942 and with 
Alcoa Steamship Co, from 1942-1953 be- 
fore he joined J. & H. as an account 
executive in the marine department. 

Mr. Timberlake joined the marine car- 
go department at Johnson & Higgins in 
1947 following a year with Wm. C. 
Walker’s Sons, New York City realtors. 
A graduate of Williams College, he is a 
vice president of the Williams Alumni 
Association of Westchester County, a 
member of the board of governors of 
the Williams Club, New York City, and 
a member of the executive Council of 
the Society of the Alumni of Williams 
College. 


New Orleans Agents 
Page 1) 


business from a non-member agent of a 
non-stock company only if the facilities 
of all exchange members have been ex- 
hausted. On such business no commis- 
sions are paid and it is required that 10% 
of the net premium be paid to the ex- 
change. 

The Government charged in its com- 
plaint that the exchange’s system re- 
sulted in denying insurance companies 
operating in New Orleans and vicinity 
a free choice of agents. Nonmember 
agents, the Government asserted, have 
sustained “substantial financial loss.” A 
key point in the case was whether insur- 
ance is interstate commerce. The Goy- 
ernment’s position was that because a 
great majority of the companies doing 
business in New Orleans maintain home 
offices outside Louisiana, there was a 
“continuous flow of business transactions 
across state lines.” 

The position of the exchange was that 
its members were not in_ interstate 
commerce and that the McCarran Act, 
passed in 1945, left regulation of the in- 
surance business and persons engaged in 
it to the states. Judge Wright held that 
the exchange’s by-laws imposed “un- 
reasonable restraints on interstate com- 
merce” and the Supreme Court declined 
to review his ruling. 





(Continued from 


America Fore Old Guard 
Holds Annual Banquet 


Four hundred fifty New York mem- 
bers of the Old Guard, organization com- 
prising employes who have served 25 
years or more with companies of the 
America Fore Insurance Group, held 
their 23rd annual banquet and enter- 
tainment October 24 at the Hotel Stat- 
ler in New York City. Toastmaster was 
James M. Brunner, superintendent of 
the fire companies’ policy service de- 
partment. A 34-year man, Mr. Brunner 
is a member of the board of governors 
of the America Fore Men’s Club. 

Chairman and President J. 
Herd, who himself has served 
26 years with America Fore, greeted 
those present and congratulated the 
new members countrywide who joined 
the Old Guard this past year. There are 
1,304 members of the Old Guard coun- 
trywide. Of these, 1,036 are still active 
with lengths of service ranging from 25 
up to 67 years; this number represents 
more than 12% of the group’s total 
personnel. 


Arthur Gabrielsen Dies 


Arthur G. Gabrielsen, 67, secretary of 
the fire companies of the America Fore 
Insurance Group, died suddenly October 
25. Mr. Gabrielsen, who was to retire 
January 1, served 38 years with the 
group in the Western dep artment. 

Mr. Gabrielsen was rasa in Chicago 
and began his insurance career with the 
Hartford Fire in 1907. He joined Amer- 
ica Fore in 1919 as an examiner. He 
was appointed an assistant secretary of 
the fire companies in 1938 and a secre- 
tary in 1953. 


B. J. Daenzer 


(Continued from Page 22) 


Victor 
almost 


the Detroit branch on a multiple line 
basis. 

On release from the Navy, after World 
War II, Mr. Daenzer joined the home 
office staff of Security and in January, 
1947, was appointed ‘superintendent of 
agencies. In 1949 he was made assistant 
secretary and rose to secretary in 1953, 
vice president in 1954 and executive vice 
president in 1957. 

Active in CPCU 

30th Mr. Wohlreich and Mr. Daenzer 
have been active in the Society of Char- 
tered Property and Casualty Under- 
writers. Mr. Wohlreich was one of the 
first six men in the country to pass the 
examinations and receive the designa- 
tion, CPCU. He was one of the founders 
of the Society and was the second pres- 
ident of the national organization. Mr. 
Daenzer received his CPCU designation 
in November, 1947, He is a past presi- 
dent of the Connecticut Chapter, CPCU, 
and is now vice president of the national 
society. 

For two years, Mr. Daenzer was an 
instructor in insurance in the evening 
school of Quinnipiac College in New 
Haven. In 1955 he was general chairman 
of the Eastern CPCU Institute at the 


University of Connecticut. He is the 
author of many articles on agency serv- 
ice, ethics in insurance, survey selling, 
the homeowner packages, the commercial 
property packages, automobile marketing 
trends and other subjects; he has spoken 
before many groups, state and local 
agency associations, the American Man- 
agement Associ ition, and other sales 
and educational meetings. 


Multi-Peril Report 


(Continued from Page 22) 


policies or to insist upon underlying fire 
policies for their files where such pack- 
age policies have been issued. This is 
a problem requiring the understanding 
and cooperation of all interested parties 
in order to reach a satisfactory solution. 
MIC is presently perfecting a Certi- 
ficate of Insurance which as a part of 
the package policy forms, it is hoped, 
would provide coverage and premium 
information as to fire and extended cov- 
erage sufficient to meet the lender’s 
requirements,” Mr. Lange stated. 
“One of the purposes of the consoli- 


dation of the two major multi-peril 
organizations — economy — is already 
being realized. The budget for MIC 
is considerably less than that of the 


combined costs previously. In the area 
of manual distribution, further sizable 
savings will be realized through the 
handling of material by the state fire 
rating bureaus effective November 1. 
Jurisdiction 

“Multi-Peril Insurance Conference has 
assumed jurisdiction on an advisory basis 
of all kinds of policies previously 
handled by MPIRO and IIAG. Thus it 
will act for its companies on the fol- 
lowing presently known policies: Home- 
owners, Comprehensive Dwelling, Man- 
ufacturers Output, Industrial Property, 
Commercial Property, Special Office. 

“Elimination of existing conflict and 
duplication is a principal objective of 
the consolidation. Of the three impor- 
tant working committees i.e, the 
dwelling committee, mercantile risk com- 
mittee and industrial risk committee — 
the dwelling committee has already 
launched its studies toward early ac- 
complishment of MIC’s major objective 
of a single policy. In the industrial risk 
and mercantile areas, research has be- 
gun and initial meetings have been neld. 
We anticipate accelerated activity to- 
ward the same goal of single, saleable 
and suitable contracts in those fields,” 
Mr. Lange revealed. 

“The development of a new 
policy is off on an auspicious start 
made at a rapid 


dwelling 
and 
progress is being and 
encouraging pace. 

“Without going into the details of the 
deliberations on the proposed package 
dwelling policy, it can be said that great 
strides have been made in the determina- 


tion of the basic structure, such as the 
degree of flexibility of the new policy, 
its indivisibility to the insured and to 


producers, its statistical breakdown by 
bulk premiums for experience purposes 
as to major perils, eligibility rules as to 
whom may be insured, the number and 
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NEEDS ADDITIONAL COMPANY 


Southwestern General Agency with 
adequate underwriting and engineer- 
ing staff has need of additional mul- 
tiple line company. Business well 
diversified with minimum volume of 
Box 2565, The Eastern 
Underwriter, 93 Nassau St., New 
York 38, N. Y. 


automobile. 











extent of the forms to be made avaui- 
able for attachment to the policy, and 
other features of the contract. 

“One of the encouraging aspects of 
the new consolidation is the willingness 
which has been displayed by all mem- 
bers to work together harmoniously for 
the common good. It would be less 
than accurate to say that there were 
no differences to overcome. The philoso- 
phies of the two original organizations 
did vary in some basic respects. These 
differences in principle, however, were 
reconciled in the merger negotiations 
and the same spirit continues to be dis- 
played in the application of these agree- 
ments. 

“The co-operative and helpful spirit of 
the various rating and advisory bureau 
officials and members with which this 
new organization has dealt has also 
been a source of great satisfaction. We 
express to each of them our deep ap- 
preciation for the very pleasant and con- 
structive climate surrounding all of our 
consultations with them. 

“Special recognition should be re- 
corded for the fine services rendered by 
the staff Harry F. Perlet and his 
associates have labored hard, unstint ing- 
ly and successfully in behaif of the in- 
terests of the organization and deserve 
poe special commendation,” Mr. Lange 
said. 
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Business Interruption Insurance 


Production Outlined By Glendening 


Frank S. Glendening of Philadelphia, 
a specialist in business interruption in- 
surance, gave many important pointers 
to producers when he spoke at the John 
C. Weghora Agency, Inc., forum for 
brokers in New York. Since BI insur- 
ance is one of the leading coverages 
which has not been developed as fully 
as many companies desire, the industry 
is trying to educate agents and brokers 
further in this field. Mr. Glendening 
covered a wide range of factors in BI 
insurance and extracts from his talk are 
presented in two parts. Part I follows: 

Obviously, the time to compute the 
amount of business interruption insur- 
ance required is before a loss occurs. 
Such a computation should be frequent- 
ly reviewed and, when _ necessary, 
promptly amended. The accountant 
should be careful to consider operating 
income and expenses developed for the 
insured plant. Opening and closing in- 
ventories should be priced on a con- 
sistent basis. Trading or speculative 
profits and losses should be excluded 
from the calculation. The prognostica- 
tion of future production and its antici- 
pated dollar value should be performed 
with great care. 

Forms of Insurance Available 


Two business interruption forms are 
presently available from stock com- 
panies for both manufacturing and mer 
cantile establishments. Each type of bus- 
iness may select between the two-item 
contribution form and the single-item 
gross earning form. 

All classes of BI policies stipulate 
that, where an interruption of business 
is occasioned by damage from an insured 
hazard, the insurance company shall be 
liable for the actual loss sustained for 
such length of time as would be re- 
quired with the exercise of due dili- 
gence and dispatch to rebuild, repair, 
and replace that part of the property 
which has been destroyed. The _ pol- 
icies also state that due consideration 
shall be given to the experience of the 
business before the loss and the prob- 
able experience thereafter. However, one 
pitfall to be avoided in determining the 
amount of business interruption insur- 
ance is that of placing too great an 
emphasis on the actual experience of 
the preceding year 

The two-item form for a manufactur 








ing risk covers the net profit which the 
business is deprived of during the pe- 
riod of total or partial suspension S 





such charges and other expenses, 1 
cluding salaries of officers, executives, 
department managers, employes under 
contract, and other important employes 
as must remain on the payroll during a 
total or partial suspension of bi 

the extent only tha 









t such cl Ss or 


penses would have been earned had 
n ss occurred. If desired, an insured 
may also include coverage on his entire 


remaining or ordinary payroll for a 
period of not more than 90 consecutive 
days immediately following date of loss. 


Insurable Value 


Under the Two Item Contribution 
Form the insured is required to carry 
a stipulated percentage (usually 80%) ot 
the sum of the annual net profits and 
the annual amount of all expenses ex- 
cept ordinary payroll, heat, light and 
power whether or not such charges 
necessarily continue during any loss pe- 
riod. It is amazing that some insureds 
still exclude estimated discontinuiny °x- 
penses when computing their insurable 
value 

When the second item under the Two 
Item form is used and when ordinary 
or unimportant employes are to be re- 
tained in the event of a business inter- 
ruption, it is necessary to insure for 
80% of all such payroll. One cannot 
insure for some of these wages or sal- 
aries and not for others. In order te 
be fully protected, this second item of 
the policy should be calculated on the 
basis of the highest ninety day payroll 
in the year. 

Some adjusters consider that ordinary 
payroll means factory labor or sales 
persons in mercantile risks, but in many 
cases clerical help and shipping clerks 
may be considerably less important than 
skilled labor or commission salesmen. 
A billing clerk may be unimportant but 
a telephone operator vitally necessary 
after a fire has occurred. A milk truck 
driver who changes to another com- 
pany during an interruption may take 
with him a major part of the customers 
on his old route. He is very important. 





Review Computations 
There have been cases where an in- 
sured is underinsured on Item 1 and 
overinsured on Item 2. Such a condi- 
tion creates an unsatisfactory adjust- 
ment because there is a last minute 
effort on the part of the insured to 
shift important personnel into the “ordi- 
nary” category. Whether ordinary pav- 
i ance is desired or not, it would 
be well for the insured to calculate it 
on his worksheet when the insurance is 

and to review the entire compu- 
tation at least quarterly in order to 
establish his intent before a loss occurs. 

The question of the adequacy of in- 
surance under Item 1 versus Item 2 
ercome through the use of the Gross 
rnings form. When this form is 
used, all payroll is covered “to the ex- 
tent necessary to resume operations of 
the insured with the same quality of 
service which existed immediately pre- 
ceding the loss.” With this form ordi- 
nary payroll employes will doubtless be 
continued by the insured during a short 
suspension period, but will be dismissed 
promptly if operations cannot be started 
for a long time. 

The single-item, gross-earning form 
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for a manufacturing risk provides that 
the measure of recovery shall be the 
reduction in “gross earnings” result- 
ing from such an_ interruption, less 
charges and expenses which do not 
necessarily continue during the period of 
suspension. “Gross earnings” are defined 
as total sales value of production 
through the use of the property describ- 
ed, less the cost of all “raw stock” from 
which such production is derived. “Raw 
stock” means materials and supplies in 
the state in which the insured received 
them for his conversion into finished 
stock or for consumption in the serv- 
ices rendered by him at the described 
location, 

The Gross Earnings form requires in- 
surance for either 50, 60, 70, or 80 
per cent of the gross earnings that 
would have been earned during the 
next 12-month period. The insurance 
company is not liable for a greater pro- 
portion of any loss than the amount in- 
sured bears to the stipulated require- 
ment. 

Computation of Insurable Values 

Under all present forms we consider 
it permissible for an insured to deduct 
from his prospective sales or sales value 
of production any charges which could 
never be recovered from the insurer 
under any set of circumstances. Conse- 
quently, prospective gross sales may be 
reduced by anticipated returned sales, 
allowances, discounts, outbound freight 
charges, sales taxes, commissions to out- 
side agents, royalties and even bad 
debts under the reasoning that the nt 
sales value rather than the gross sale 
is representative of the loss which may 
be experienced when a_ business inter- 
ruption occurs. 

The estimated annual cost of materials 
or raw stock which may be excluded 
from the insurable value should con- 
tain the raw material cost less pur- 
chase discount applicable to the sales 
value of production in a manufacturing 
risk or the cost of merchandise sold by 
a mercantile risk. This deduction for 
materials should also contain inbound 
freight or hauling (except if hauling 
is under a fixed price contract) and the 
cost of factory and packing supplies 
which are consumed in direct propor- 


tion to the consumption of materials. 
Manufacturing Risk 

In setting up a value for a manufac- 
turing risk, the sales value of produc- 
tion should be computed by adding the 
sales value of closing finished goods 
inventories to annual sales and_ sub- 
tracting opening finished goods inven- 
tories (at selling price) from annual 
sales. The Gross Earning form is ex- 
plicit about this, but some _ insureds 
have interpreted the Two Item Con- 
tribution form to mean that annual sales 
should be the basis for the annual value 

The latter form covers net profits 
which are prevented from being earned 
and charges and other expenses to the 
extent that they would have been earned 
had no loss occurred. Its contribution 
clause mentions the sum of annual net 
profits and the annual amount of all 
charges and other expenses that would 
have been earned. In a manufacturing 
risk the prevention of production cer- 
tainly affects the opportunity to sell the 
product and therefore, sales value of 
production is just as significant under 
this form as it is under the Gross Earn- 
ings form. 

Most manufacturing BI policies ex- 
clude liability from damage or destruc- 
tion of finished stock. Unless spe- 
cifically endorsed to the contrary, losses 
caused by damage to raw stock are 
limited to 30 days or not longer than 
the time required to replace such dam- 
aged stock and, further, not longer 
than the time for which the damaged 
stock would have made operations pos- 
sible. Thirty days addition is the limit 
of time allowed for the restoration of 
damaged stock in process to the same 
state of manufacture in which it stood 
at the time of loss. 

Every buyer of business interruption 
insurance should test the operations of 
his latest fiscal year to determine in- 
surance required and premium cost un- 
der both the Two Item Contribution 
form and the Gross Earnings form. 
Grave consideration should be given to 
the amount of insurance required under 
each form. If the premium cost of each 
is close, then in most cases the gross 
earnings form is recommended. 

(To Be Concluded) 
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and security of our Agents is our most important consideration. For over 100 years 
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National Board Meets 
Municipal Leaders 


ON GRADING FIRE DEFENSES 





Discussion on Classification of Defenses 
in Light of Changes in NBFU 
Grading Schedule 





A conference of representatives of the 
fire rating committee of the American 
Municipal Association and the staff of 
the National Board of Fire Underwriters 
was held in New York October 235. 
Discussion was had on matters pertain- 
ing to classification and grading of muni- 
cipé il fire defenses in the light of present 
day conditions and recent changes in the 
National Board’s standard grading sched- 
ule. 

The AMA _ committee, with Ros 
Miller, city manager of Modesto, Calif., 
as chairmi in, presented for discussion 
viewpoints expressed to that committee 
by members of that association. 

General Manager Lewis A. Vincent of 
the National Board advised the confer- 
ees of the recent steps taken by the 
board in establishment of the office of 
director of municipal surveys. 

AMA Meeting November 30 


The conference was preliminary to 
discussions to be conducted at the next 
AMA meeting in San Francisco on No- 
vember 30. 

Representing the AMA at today’s 
meeting, in addition to Mr. Miller, were: 
Donald M. Oakes, city manager, Grand 
Rapids, Mich. ; Arthur Saltzstein, execu- 
tive secretary to mayor, Milwaukee; 
John J. Sutschek, secretary, Milwaukee 
Fire Department; Harold J. Martin, city 
manager, Ontario, Cal.; John R. Kerstet- 
ter, associate director, American Munic- 
ipal Association, and Richter Townsend, 
manager, International Association of 
Fire Chiefs. 

Representing the National Board were: 


John A, Neale, chief engineer; senior 
engineers from Chicago, San Francisco 
and New York; and supervisory engi- 


neers in the municipal grading division 
of the National Board. 


N. J. Recovers $1,000,000 
On Auto Overcharges 


Over $1,000,000 has been recovered to 
date for New Jersey policyholders as 
refunds for overcharges resulting from 
misclassification of risks for collision 
insurance, mostly in connection with 
time payment auto sales. The over- 
charges were widespread and involved 
36 insurance companies, insurance agents 
—mainly auto dealer agents, and sales 
finance companies. Refunds averaging 
$29 have been paid to 34,869 New Jersey 
policyholders. 

The investigation 
1956 under direction 
Howell, Deputy 
MeNicholz is and Examiner Herman WW. 
Hanssler is still going on and may in- 
volve additional companies. 

The additional total of approximately 
$400,000, recovered since the last public 
report, has come largely as a result of 
the Department ordering recanvassing 
of policyholders of companies whose 
original canvas indicated a low percent- 
age of responses from policyholders. 





initiated early in 
of Commissioner 
© ommissioner 


BenJack Cage Convicted, 
Gets Up to 10 Years 


BenJack Cage, former head of the 
defunct ICT Insurance Co. of Dallas, 
was convicted of embezzlement in a 
Dallas district court, October 25, and 
sentenced to a maximum punishment 
of 10 years in prison. Mr. Cage was 
taken to jail pending filing of an appeal. 

During the trial, which began October 
21, the prosecution put on only six wit- 
nesses to prove that Mr. Cage had em- 
bezzled $100,000 from ICT Corp., which 
he operated under a management con- 
tract, to pay a personal bank draft. 
The ‘defense called no witnesses, having 
attempted to show that Mr. Cage used 
the $100,000 to benefit the ICT Insur- 
ance Co. 


Large Buyer Supports 
Underwriting Profit 


The Union Carbide Corp. expects its 
insurance carriers to make a reasonable 
profit handling its account and over the 
years will pay premiums to make that 
statement a reality, said Joseph P. 
Smith, insurance manager of Union 
Carbide at the monthly meeting of the 
New York Mariners Club. The speaker 
went on to analyze the insurance needs 
of an industrial giant. — ; 

“We have three principal requirements 


in negotiations with our insurance car- 
riers,” Mr. Smith said. 

“1. Protection for losses ranging from 
medium to catastrophic in size. 

“2. Furnishing loss prevention and 
loss handling facilities which the insur- 
ance industry is best equipped to sup- 
ply. 

“3. A basis of premium which reflects 
the actual expenses incurred by the in- 
surance carriers in supplying necessary 
protection and services.” 

Mr. Smith’s discussion elicited ques- 
tions from the floor. The topics dis- 
cussed ranged from acquisition costs on 


FROGGATT MANAGER 


Joseph Froggatt & Co., Inc., insurance 
accountants and auditors, announces ap- 
pointment of Walter Goeckerman as as- 
sistant Los Angeles manager. Allan E. 


3air is Los Angeles manager. Mr. 
Goeckerman has been associated with 
the firm for four years and holds a 


Bachelor of Business Administration de- 


gree from the University of Toledo. 





large premium accounts, larger deducti- 
ble credits and the feasibility of multiple 
line coverage for the billion dollar cor- 
poration. 








Jack Benny can help you get new business. 
Alert agents across the nation are teaming their own 
radio advertising with THE JACK BENNY SHOW 


sponsored by THE HOME 
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Home Office: 59 Maiden Lane, New York 8, N. Y. 


FIRE °¢ 


AUTOMOBILE «¢ MARINE 
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700 Attend New York 
Brokers Dinner 


RUSSELL WITTPENN CHAIRMAN 
Of Arvenqenents Commitine Had Galen 
Drake of CBS as Guest Speaker; 
Distinguished Guests 





Brokers Asso- 
held its 32nd 
last 


General Insurance 
New York, Inc., 
sere with full attendance 
> Waldorf-Astoria. J. 
Association of 
Surety es and general 
Nuclear Energy Liability In- 
Association, became the 23rd re- 


The 
ciation of 
innual 
Dewey 


week 

Dorsett, 
Casualty & 
manager, 
surance 


general manager, 

















was being honored for this honest toil, 
“because I am sure that any contribu- 
tions of mine are scarcely ‘comparable 
to those of many of the industry leaders 
who preceded me on this occasion.” 

The attendance, which was close to 
700, included many distinguished insur- 
ance personalities. Mr. Dorsett was 
accompanied by his wife, who was pre- 
sented with a colorful bouquet, by the 
Association, 

The attendance included the following 
well-known honor guests: Former New 
York State Superintendent Alfred J. 
Bohlinger; Louis Cohen, president, Inde- 
pendent Insurz ance Brokers Association ; 
Mz ry Donlon, former New York W ork- 
men’s Compensation Board chairman and 
presently Judge, U. S. Customs Court; 
Galen Drake, Columbia Broadcasting 
System, the guest speaker of the eve- 
ning; Samuel R. Feller, former New 
York Deputy Superintendent of Insur- 
ance and 1939 recipient of the Brokers 
Gold Medal. 

Jack A. Fink, past president and ex- 
ecutive committee chiarman of the New 
York Brokers Association; Morton Fire- 
stone, president, srooklyn Agents Asso- 
ciation; Jerome Gerst, president, Brook- 
lyn Brokers Association ; Nathan Green- 
baum, honorary chairman, executive 
committee. New York Brokers Associda- 
tion: C. F. Harrington, executive vice 
president, National Association of Cas- 

ilty & Surety Agents and Deputy 
Superintendent Raymond Harris, New 
York Insurance Department. 

Also Deputy Superintendent James G. 
Heffernan: J. Victor Herd, chairman 
and president, America Fore Group, and 


past president, National Board of Fire 
Underwriters, who received the Gold 
Medal in 1954; Superintendent Leffert 


Holz; Max Klotz. chairman, Broker As- 
sociations’ Joint Council; Deputy Super- 
intendent Arthur F. Lamanda; William 
Leslie, general manager, National Bureau 


of Casualty Underwriters (1947 medal 




















Photo by David Lamb 

Deputy Superintendent Arthur Lamanda, 
New York Insurance Department (left), 
and John C. Weghorn, New York agency 
head, with golf trophies which they won 
at the United States F. & G. educational 
meeting at Grossinger’s in the Catskills, 

. Y. Mr. Weghorn won the golf tour- 
nament and Deputy Lamanda was a 

close second. 


PRODUCERS’ REVIEW CLASS 

The Home Insurance Company will 
conduct a review class for students plan- 
ning to take the New York State brok- 
ers’ and agents’ exaniination at the Hotel 
McAlpin’s Crystal Room, 34th Street 
and Broadway, New York, Thursday. 
November 7 from 6:00 p.m. to 9:30 
o'clock. 
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Whitestone, president, Bronx Insurance 
Brokers Association. 

Those present enjoyed 
ous anecdotes of Galen Drake, well- 
known CBS broadcaster. He discussed 
such varied subjects as over-selling logic, 
and domestic affairs. 

On the matter of over-selling, he told 
of a boy who was heartbroken because 
his turtle “drowned.” The father, to 
comfort the boy, said they would pre- 
pare the turtle for burial, and invite the 


the humor- 


McFalls Joins Jersey 


Real Estate Agency 


David S. McFalls, president of the 


former well known R. B. McFalls & 
Son agency in New York City, which 
was sold at the end of 1955, has entered 


the real estate business with Gertrude 
Wiese. “The RR. ££. D:. .Realtor,’ at 
Flemington, N. J. There is no insurance 
connections involved. This real estate 





RUSSELL WITTPENN recipient); Deputy N. Y. Superintend-  child’s friends to a wonderful feast of Office specializes in old stone houses in 
car a eas ents Aloysius J. Maickel and Robert J. ice cream after which they’d hold the Hunterdon County. Mr. McF alls was for 
Malang; Robert E. Marshall, general burial ceremony in the garden. When many years one of the leading agents in 
cipient of the coveted Brokers Gold manager, Compensation Insurance Rat- father and son went to get the turtle New York City and highly popular 
Medal Award, ing Board: Mortimer L. Nathanson, to prepare it for burial, they found it among producers. 
Manning W. Heard, first vice president hae ient, Greater New York Insurance swimming about in the bath, alive and ——————— 
and general counsel, Hartford Accident Brokers Association: E, C. Niver, execu- well: “Why don’t we just kill him off Harry W Barnard Dies 
& Indemnity, served as toastmaster and tive vice president, New York Board of anyway, dad,” the boy suggested y 7 Z : 
introduced Mr. Dorsett, who Mr. Heard Fire Underwriters; Samuel Oberman, He recalled a story to illustrate the Harry W. Barnard, 70, retired vice 
aid was respected and held in high past president, New York Brokers Asso- variety of sales techniques used. This president of The Spectator, insurance 
eem by all who know him and recog- iation. timid young insurance salesman entered trade magazine, died October 27 in 
1 the zeal with which he serves the Also Henry B. Olshen, president, Gen- the office of a formidable vice president Forest Hills after a short illness. He 
Il v. Russell Wittpenn, past presi- eral Brokers Association of N. Y. Inc.; and said “I don’t suppose you want any Was also a director of the Unity Fire 
dent of the brokers’ association, and Charles S. Rosensweig, editor, Insurance insurance.” The vice president pounced Insurance Co. of New York. . y 
chair1 of the dinner committee, Advocate; Special Deputy Superintend- upon the salesman, and delivered a 15- _Mr. Barnard was born in New York 
opened proceedings. ent Milton Shalleck; Gus Schweitzer, minute pep-talk on different approaches City in 1887 and graduated from Co- 
In his ply Mr. Dorsett, who was president, Long Island Brokers Associa- to different people, specific techniques lumbia College in 1906. He joined The 
warmly applauded, expressed his grati- tion; George F. Sullivan, past president, for specific persons. The vice president Spectator Co. in 1906 and was_ with 
tude for hay been chosen as the one New York Brokers Association; George ended by buying a $10,000 policy and The Spectator continuously until his re- 
to receive “a1 r so ) rich in tradition S. Van Schaick, former New York Super- ushered the salesman out with a final tirement in 1952. 
and so high in merit He recalled a intendent of Insurance; Lewis A. Vin- reminder to use a positive and prepared Mr. Barnard was active in national 
letter of acceptance of » Presidency by cent, general manager, National Board approach to each prospect, to which the tennis as an official. He is survived by 
Grover Cleveland in 1884 j in — Pres- of Fire Underwriters; William A. salesman remarked: “But I know sir, I his widow and two daughters, Mrs. 
ident Cleveland spoke of “the honor that Waters, president, New York City In- have applied my method for impressive Frances Meurer and Mrs. _ Harriet 
lies in honest toil.” Mr Do rsett, felt he surance Agents Association; and Lee vice presidents!” Teague. 
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BUCYRUS-ERIE 
MOVES 
THE EARTH 


INA insures Bucyrus-Erie 





This massive 13-story Bucyrus-Erie Model 1650-B shovel grabs 80 tons of rock and earth in a single bite. In 24 hours it will pile up 100,000 tons of overburden. 


This is River Queen at work. The mammoth 
stripping shovel devours earth in 80-ton bites. 
She’s a working colossus, 13 stories high, heavier 
than a destroyer, built with rugged beauty and 
behemoth brawn. A specially made 75-ton der- 
rick and a husky crew of 20 rigged her for work. 
It took 70 railroad cars to transport River Queen 
to the job site. 


River Queen is one of the newest showpieces 
in the catalog of excavators, cranes and shovels 
built by Bucyrus-Erie. Since 1880, this heavy- 
duty power machinery has ripped treasure 
from the earth—coal, iron ore, rock, limestone, 
phosphate. It has dredged canals, built river 
levees, shaped tunnels, leveled terrain for high- 


INSURANCE BY NORTH AMERICA 


ways and airports, dug basements for buildings, 
homes, hospitals, churches and schools. INA 
protection—in a specially designed Manufac- 
turers Output Policy—insures the equipment on 
its journey from the plant to the new owner. 


The policyholder gets ‘extra value’ in the 
experience and resources of INA, in its tailored 
coverages and in the outstanding service pro- 
vided through INA agents. Can you give your 
accounts this ‘extra value’? Talk with our Serv- 
ice Office people about it. 


Insurance Company of North America « Indemnity Insurance Company 
of North America « Philadelphia Fire & Marine Insurance Company 
Life Insurance Company of North America « Philadelphia 
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Excelsior Names Young 


To Advisory Council 





A. YOUNG 


CARL 


Carl A. Young, president of the George 
Young Insurance Agency of Syracuse, 
has been appointed a member of 
the agents’ advisory council of the Ex- 
celsior Insurance Company of Syracuse 
according to Forrest H. Witmeyer, pres- 
ident of Excelsior, One of the best- 
known insurance agents in New York 
State, Mr. Young has _ served as presi- 
dent of the Insurance Federation of New 
York State and is now a member of its 
board of directors and executive com- 


mittee. He has also served as president 
of the Onondaga County Insurance 
Agents Association, president of the 


Common Council of the City of Syracuse, 
and is a past director of the New York 
St: ite Association of Insurance Agents. 


Cooke on Training of 
British Underwriter 


3en D. Cooke, at a meeting of the 
American Society of Insurance Manage- 
ment at the Sheraton-McAlpin Hotel in 
New York, emphasized the difference 
between an underwriter’s responsibilities 
and authority in the United States and 
in England. 

Mr. Cooke is managing director of 
Agency Managers, Ltd., New York, and 
senior partner B. D. Cooke & Partners, 
Ltd., London. 

A junior clerk who can look up a rate 


book is called an underwriter in this 
country, said Mr. Cooke. In the London 
market an underwriter is a chief insur- 
ance company executive, highly skilled 


paid. He is a man of sound 
who can make rapid, inde- 
decisions, Generally speaking, 


and highly 
judgment 
pendent 


he will have had some 25 years of all 
round insurance experience before he 
is considered qualified to be called an 
underwriter. 

While British companies do have sepa- 
rate departments for life, fire, casualty 


and marine, said Mr. Cooke, one under- 
writer will be likely to handle fire and 
casualty combined, while there will be 
separate underwriters for the life and 
for the marine departments, 





Aetna Office in Orlando 


Opening of a new service office for the 
Aetna Insurance Group in Florida at 
501 North Magnolia Avenue, Orlando, is 
announced. The office is under super- 
vision of Special Agent Norman R. Reid 
who has had his headquarters in Jack- 
sonville since he was appointed to the 
Florida field in 1949. 

The recent transfer of Special Agent 
Lester W. Stuhlman from the Connecti- 
cut field to Florida, where he is asso- 
ciated with State Agent H. A. Chad- 
bourne and Special Agent William A. 
vacancy 


Hall, was arranged to fill the 
in the Jacksonville territory. 





Rob’t M. Carothers Dies; 
Former Phoenix Fieldman 


Robert M. Carothers, 69, former gen- 
eral agent of the Phoenix of Hartford, 
and a resident of Syracuse, N. Y., died 
October 26 of a heart attack while at- 
tending the Penn State - Syracuse Uni- 
versity football game in Syracuse. He 
retired about three years ago after serv- 
ing the company 38 years. 
Syracuse, Mr. 


A native of Carothers 


was graduated in 1910 from Syracuse 
University where he was a member of 
Phi Kappa Psi fraternity and the Syra- 
cuse Field Club. He was widely known 
among New York State fieldmen and 
was a popular member of the famous 
“Old Association” which held annual 
meetings at Saranac Lake. 

Surviving Mr. Carothers are his wife, 
Mrs. Hazel Harvey Carothers; two 
brothers, James E. of Syracuse and 
Harold I. Carothers of DeWitt, N. Y. 








PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 





PLM Tips 
and Topics 





@ You can probably count on the fingers of one hand—and maybe 


even have a finger to spare!—the number of things, services and 


commodities that haven’t risen in cost over the past 10 years—in 


many Cases, risen drastically. 


@ Near the top of the list is building costs, both material and labor. 


@ Hence the need for re-evaluating fire insurance coverage to make 


sure it is adequate. 


@ Certainly no one is in a better position to realize the need for such 


review than you, the local agent abreast of local conditions. 


e@ Almost daily you out in the field—and we here in the home office 


—see disastrous, sometimes tragic, instances of insurance inadequate 


to defray the cost of repair, rebuilding or replacement after a loss 


has occurred. 


e@ When you persuade your present policyholders—as no doubt you 


are now attempting to do—to let you review their protection with 


them, you are selling them the greatest thing insurance has to offer: 


peace of mind. 


PLM OFFERS YOU: 


...a company dedicated to the support of the American 


Agency System 


. strength—surplus to policyholders now $7,297,801 
. absolutely non-assessable policies 


... anticipated dividends to policyholders ($23,881,978 


paid since founding) 


... prompt round-the-clock claim payment 


. .. capacity to insure risks of any size 


Why not get in touch with us today 


plm 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 


ENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY e PLM Building @ Phila. 7, Pa. 


Branch Offices in New York, Los Angeles, Charlotte, N.C. 








Hartford Gold Medal 
Award to California Lad 





Steven Gann receiving medal from 
Governor Goodwin J. Knight of Cali- 
fornia in a brief ceremony in Los An- 
geles Philharmonic Auditorium. Looking 
on is Roy Elmore, manager of Hartford 
Fire’s Los Angeles office. 


The first Hartford Gold Medal—signi- 
fying the nation’s top honor to youth 
for outstanding fire prevention deeds— 
has been awarded to an 11-year-old Cali- 
fornia lad, it is announced by James C. 
Hullett, president of the Hartford Fire. 
In brief ceremonies at Philharmonic 
Auditorium in Los Angeles, recently, 
Steven Gann of Hinkley, Calif., received 
the gold medal in recognition of his 
alertness which last February saved more 
than 350 of his schoolmates from possible 
death or injury. 

The i was made by Cali- 
fornia Gov. Goodwin J. Knight with 
Roy Elmore, manager of Hartford Fire’s 
Los Angeles office, and dozens of news- 
paper, radio and television reporters in 
attendance. Steven was singled out for 
the annual award from among more than 
four million boys and girls in 10,000 com- 
munities throughout the United States, 
Canada, Hawaii and the Philippines who 
a in the year-round Junior Fire 
Marshal Program sponsored through 
public schools by Hartford Fire agents. 

Candidates for the Hartford Gold 
Medal are named by Hartford Fire 
agents, school officials and fire depart- 
ments. Steven Gann, this year’s winner, 
was nominated by Robert E. Harris, 
superinendent of Hinkley Union elemen- 
tary school district. 


Cannot Cancel Policy 
While Loss Continues 


U. S. District Judge Ben Harrison at 
Los Angeles has handed down a ruling 
that insurance companies which have 
issued policies for “all physical loss” 
must stand liable while “the loss is 
continuing.” His decision came as the 
result of an action instituted in the 
U. S. Court for the Southern California 
District by Lieut.-Col. Leonard F. Har- 
mon and his wife, Ruth, against the 
American Casualty, Reading, Pa., for 
damages to their property due to land 
slippage in the Portuguese Bend area, 
which slippage still is continuing. 

The plaintiffs, in their suit, declare 
they are owners of dwellings. They seek 
damages to their properties, but set no 
specific sum, as the slippage “loss is 
continuing.” 

The court said: “To permit revoca- 
tion while the contingency insured 
against is occurring would be to sanc- 
tion commission of fraud upon the in- 
sured.” 


LEWIS PHOENIX SPECIAL 

Phoenix of London Group has named 
John Bolling Lewis, Jr., as special agent 
for Virginia. He will have headquarters 
at Richmond. 
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Meeting Costs And Competition 


Chandler, Phoenix of Hartford, Cautions Against Mailing 
Renewal Policies with Bills; Major Ways to Improve 
Sales and Service; Balance Service and Profit 


Suggestions for meeting problems of 
costs and competition were offered by Wm. 
Stephen Chandler, vice president of the 
Phoenix of Hartford Companies, when he 
spoke before the convention of the Mary- 
land Association of Insurance Agents 
October 22 at Baltimore. He is head of 
the sales development department of the 
Phoenix, has had 28 years’ experience in 
supervising production and has assisted 
numerous state associations with their edu- 
cational programs. His address, which 
deals with rising costs of operation, cut- 
price competition and agency service versus 
profit, is presented in two parts. Part II 


follows : 
Part II 


You have reached the danger point 
when the number of your accounts ex- 
ceeds your capacity to give adequate 
service. This situation becomes espe- 
cially acute when you find you are be- 
coming desk bound and are seeing fewer 
and fewer of your clients. If, upon 
examination you find this situation is 
factual and not just psychological, then 
the only solution is to increase your 
staff. 

It is difficult to understand why so 
many agents, facing this problem, delay 
adding to their staffs and thus permit 
the quality of their services to deterio- 
rate. No matter what the justification, 
it is folly to overlook the fundamentals 
of customer service on which the price 
of the insurance you sell is based. 


Mailing Renewal Bills Dangerous 


It is imperative that an agent convince 
his clients that it is worth something 
to have his services. However, nothing 
tends to weaken this impression like 
the prevalent custom of mailing out a 
renewal policy with a bill. You are just 
inviting competition to take the business. 
The fact that the top 15% of accounts 
now receive the lion’s share of the pro- 
fessional service dispensed by most 
agencies is the Achille’s Heel of the 
present agency system. 

The big problem of survival, as I see 
it, centers in the organization of yvour- 
self and your agency so that there is 
time enough for you to really perform 
a first-class sales and service job. 

Here are a few of the steps I would 
take to help accomplish this major ob- 
jective and to fill all of the insurance 
needs of my customers: 

How to Improve Agency 

1. [ would equip my agency with sound 
multiple-line companies who will still be 
here when the battle is done. 

2. Establish a connection with a good 
life insurance company that writes both 
A. & H. and hospitalization and pound 
on selling income insurance, 

3. Take a study course on major lines 
I knew too little about. 

4. Analyze all of the risks on my books 
to determine where most of my volume 
came from. I would select, screen and 
classify these lines and then direct my 
selling and service efforts to them solely 
on an account basis, 

5. All single-shot policy clients would 
of necessity be serviced exclusively by 
mail or phone. If the volume of these 
accounts was sizable enough to justify 
it, | would hire a young man to take 
charge of them. If he succeeded in 
building up the volume, I would tie him 
down with an incentive profit-sharing 
plan. 

6..My claims service would be tops at 
all times. 

_7, 1 would set up a sales program de- 
signed to furnish all the coverages my 
clients needed—and the key objective 
would be to become “their insurance 
man” and not just an agent that had a 
line. Once this stage is reached, the 


sale of needed protection becomes easier 
and the client gives less thought to the 
competitive aspect of price and coverage. 

8. I would start integration of my 
agency by setting up departments for 


fire-casualty-marine-accident & health, 
etc. Each solicitor, when making calls 
in his own department, would check for 
renewals and expirations of other lines. 


Assured’s Decision Record 


I would set up a sales effort control 
system whereby I could easily maintain 
a complete up-to-date sales effort his- 
tory on each account, showing coverages 
written and coverages recommended, In 
other words, I would have an assured’s 
decision record which could be quickly 
referred to! 

This is a very simple device. The in- 
formation from this alphabetically filed 


record card facilitates a quick review -of 
client’s insurance needs by anyone in the 
agency and shows previous sales efforts 
made, Thus, you synchronize your sales 
effort, reduce sales cost, and give a 
higher grade of service than is possible 
with the “memory system.” 

Sales-minded agents, now using this 
type system, know that it is just 
important for them to keep a record of 
their customers’ unprotected capital ex 
posures as it is to record the details of 
the insurance protection provided 

This type of sales control record auto- 
matically helps you combat competition 


(Continued on Page 32) 
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New President of 
Maryland Agents Assn. 





TRUMAN B. CASH 


One of the first orders of business 
when the 21st annual convention of 
the Maryland Association of Insurance 
Agents convened at the Lord Baltimore 
Hotel, Baltimore on October 21, was 
election of officers for the coming year. 
The following were named: president, 
Truman B. Cash, Westminster; chair- 
man of board, Robert J. Thome, Balti- 
more; state national director, H. H. 
McFarlin, Riverdale; executive’ vice 
president, Joseph C. Hlavin, ener: 
secretary, George M. Dallas, Salisbury, 
and treasurer, James H. Georges, Balti- 
more. 

President Cash, has been a resident of 
Carroll County, Md., resigns his en- 
tire life. He is a graduate of the West- 
minster High School, Gettysburg College 
and has a B.S. degree in Business Ad- 
ministration. He began his business life 
as a teacher in the Allegany High 
School, Cumberland, where he taught 
mathematics and coached the football 
team. He entered the real estate busi- 
ness in 1924 and the insurance business 
in 1925. 


Slawsby Sees Independent 
Agents Now on Offensive 


The independent agent has gone over 
to the offensive in his war for business 
against the direct writer, Archie M. 
Slawsby, Nashua, N. H., vice president 
of NAIA, declared this week. Speaking 
to the annual convention of the Kansas 
Association of Insurance Agents in ses- 
sion in Hutchison, Mr. Slawsby said 
through cooperation and intensive, intel- 
ligent selling and advertising, the inde- 
pendent agent is forg ahead 

“Now there may * some weaknesses 

ur method of distribution, but if it 


is any small consolation to you, let me 
tell u that there are plenty of weak- 
nesses in the manner of distribution of 
that* company which operates on a 
Coast-to-Coast basis out of department 
stores,” said Mr. Slawsby 


Schiff, Terhune Promote 
Rampolla and Lobell 


Frank Schiff, president of Schiff, 
Terhune & Co, insurance brokers of 
New York, announces promotion of 
Richard P. Rampolla and Alvin B. 
Lobell to account executives. 

Mr. Rampolla has been associated 
with Schiff, Terhune & Co. since April, 
1952, He was graduated from St. Peter’s 
College with an A.B. cum laude in June, 
1947, He was formerly associated with 
the Hartford Accident & Indemnity and 
the Fidelity & Casualty of New York. 

Mr. Lobell was formerly associated 
with a suburban agency. He is a grad- 
uate of the New York University. 





Engineering, Appraisal 
Services by Weghorn 
The John C. Weghorn Agency, Inc., 
102 Maiden Lane, New York, has ar- 
ranged to provide top-flight engineering 
and appraisal service to its New York 
City brokers, John C. Weghorn, presi- 
dent, announces. Mr. Weghorn said the 
new service is available on small as well 
as big accounts and will cover the entire 
range of broker engineering and ap- 
praisal needs. If necessary, he added, 
the agency will also help brokers esti- 
mate fire insurance costs from plans. 


“Our latest expansion,” Mr. Weghorn 
said, “reflects our conviction that the 
American agency system is built on serv- 
ice, and that it must be constantly alert 
to improve its service if it is to meet 
the threat of competition from direct 
writers 

“The same is true of brokers in rela- 
tion to their clients,’ he added. “We 
invite brokers to avail themselves of our 
new engineering service, as well as our 
other facilities, so that they, in turn, 
can pass the benefits on to their as- 
sureds, thus proving that there’s more 
to buying insurance than paying a 
premium.’ 





Canfield Dallas Vice Pres. 
Pacific National Group 


John A. Steel, president of the Pacific 
National Insurance Group, announces 
promotion of M. L. Canfield to resident 
vice president in Dallas for all opera- 
tions of the group in Texas. Mr. Can- 
field recently joined Pacific National as 
manager for the Texas field. 

Simultaneously, Mr. Steel announced 
appointment of Roger Bridgewater as 
special agent and the transfer of Jack 
A. Crafton from Ruston, La., to Dallas 
as special agent and claims manager. 





What Every Sales-Minded 
Property Insurance Producer 


Should Know 
About Selling Life 


A frank statement to the agent or broker 
who wants to profit from today’s growing 
demand for life insurance. 


If you do not now sell life insur- 
ance, or if life forms a minor part 
of the total business you write, 
this message is for you. It will 
point out the golden opportuni- 
ties available to every agent who 
is prepared to offer complete cov- 
erage—life as well as property—to 
all his clients and prospects. 

It will answer some of the ques- 
tions that may be in your mind 
regarding the market, sales strat- 
egy, types of policies, and what 
adding life insurance to your 
lines can mean to you and your 
future. 

To begin with, let us look at 
the market. It is no secret that life 
insurance is in demand and is be- 
ing bought today as never before 
in history. The reason, of course, 
is the nation’s phenomenal popu- 
lation growth plus its constant de- 


sire for higher standards of living. 





Yet surveys reveal that less than 
4% of the 
come is being spent for life insur- 


nation’s disposable in- 


ance—far less than any of several 
classes of luxury and entertain- 
ment items. It has been estimated 
that less than 10% of the human 
values in this country are covered 
while 85% of the 


property values are covered. 


by insurance... 


All of which add up to new op- 
portunities for steady additional 
income for property insurance 
producers who cash in on the in- 
creasing public demand for more 


life insurance in greater variety. 


Your files are a prime source of 
life insurance prospects 

The finest conceivable untapped 
source of service to the public and 
additional commission income for 
you lies right in your own built-in 


prospect list of satisfied clients. 





These are the people who are al- 
ready sold on you—they respect 
your judgment. You have earned 
their confidence; you know their 
situation thoroughly. 

So you need look no further to 
start your Profits through Life 


right now! 


Insure your future growth by 
offering American Surety Group 
“‘One-Stop’’ Service 

Experience shows that the best 
way to keep clients happy is to 
provide them with the best in pro- 
tection backed by solid service. 
insurance 


Therefore, when an 


producer, who has traditionally 
handled property and_ liability 
coverage for his clients, adds life 
policies, he is indeed offering one- 
stop service. When this service in- 
cludes a wide and attractive range 


of policies and settlement options 
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Atlantic Cos. Folder on Pre-Tested 
Contest for Agents’ Associations 


How independent agents can gain new 


business through a pre-tested contest is 
described in a folder just published by 
The Atlantic Companies. Atlantic has 


mailed to all the state associations of 
the National Association of Insurance 
Agents a brochure detailing a pre-tested 


contest for the layman designed to create 
direct leads for independent insurance 
agents. 

The contest, conducted recently by the 
Essex County (N. J.) Insurance Agents 
Association, is pa ae to make the pub- 
lic think about why they should buy 
property insurance coverage from indi- 


vidual local agents. Specifically, the con-been laid in the county over the previous 


test calls for the entrant to answer three 
simple “True or False” questions and to 
tell in 25 words or less why he recom- 
mends dealing only with an independent 
insurance agent, 

The Atlantic brochure spells out in 
seven steps the details involved in con- 
ducting the contest. It is based on the 
experience of the Essex County, N. J., 
group. 

The idea for the contest was sparked 
by a desire on the part of the Essex 
County group for a more direct appeal 
to the public after the groundwork of a 
newspaper advertising campaign had 





—as is the case with the policies of 
The American Life Insurance 
Company of New York—the agent 
is bound to cut down on his com- 
petition and attract new custom- 
ers to his fold. 


Add to this the facts already 
mentioned about the size of the 
life insurance market . . . remem- 
ber that in just a few short years 
the ‘war babies” of our country 
will be coming of age, getting 
married and raising families . . . 
and you can readily see why your 
future growth is enhanced by sell- 


ing life as well as property. 


How much difference is there 
between selling life and property 
insurance ? 


Actually, there is no mystery to 
meeting the needs of the average 
citizen for the proper kind of per- 
sonal or business life protection. 
For example, the “Security Build- 
er, copyrighted by American Life 
of New York, will enable you to 
measure needs and suggest an ade- 
quate program in the shortest 
possible time. 

We have the technicians and 
the material to enable you to meet 
a wide variety of demands with- 
out becoming a full-time expert. 
Your efforts are supported by the 
highly competent and qualified 
life people at our Home Office 
and our various branch offices. 
They are at your command to 
give assistance at all times. 

If you need to qualify for a life 
license, a basic course of study has 
been prepared for your use. An 
introductory course in life insur- 
ance selling, and educational ma- 
terial in other specific life insur- 
ance areas, are also available. Ad- 
vanced training under a compre- 
hensive educational assistance 
plan will be encouraged. 


Read what happens when 
property agents add life! 


Agent A had the following cover- 
ages for a single contractor client: 
business life insurance; perform- 
ance contract bonds; comprehen- 
sive public and automobile liabil- 
ity; workmen’s compensation; 
comprehensive 3-D and equip- 
ment floater insurance; builder’s 
risk fire insurance. This agent was 
in a position to handle the entire 
line and earn all the commissions. 
One company group was in a po- 
sition to provide all necessary cov- 
erages. One-stop insurance buy- 
ing for the client and the agent! 

Agent B had an educational in- 
stitution client for fire, fidelity, 
liability and casualty coverages on 
the college, plus a substantial re- 
tirement income life insurance 
policy for its president. Again... 
one-stop insurance buying for the 


client and the agent! 


Why American Surety hasadded 
a life affiliate to its group 


Because of the growing market 
for life, general insurance pro- 
ducers, who had _ traditionally 


handled property and _ liability 


coverage for clients and had 
watched them take their life pre- 
mium dollars elsewhere, were be- 
coming more anxious than ever to 
be able to offer complete protec- 
tion through one organization. 

How could multiple-line Amer- 
ican Surety Company best keep 
pace with the desires of its far- 
flung agency and brokerage pro- 
duction forces, and broaden its 
own share of the responsibility 
properly chargeable to a business 
conducted in and for the public 
interest? 

Organization of The American 
Life Insurance Company of New 
York as its life affiliate was the 
answer: a pioneering step to pro- 
vide producers with completely 
integrated facilities for insuring 


both human and property values. 


Send for full details without 
obligation 


If you would like to learn more 
about how you can profit by sell- 
ing life as well as property insur- 
ance, simply fill in and mail the 
coupon below. 

We'llsend you a copy of “Profits 
through Life’ plus complete de- 
tails about our wide range of poli- 


cies. 


AMERICAN SURETY GROU 


AMERICAN SURETY COMPANY 


THE AMERICAN LIFE INSURANCE 
COMPANY OF NEW YORK 


! 
| AMERICAN SURETY GROUP | 
| 100 Broadway, New York 6, N. Y. | 
| Please send me a copy of “Profits through Life” plus full information and | 
| sales help on your life policies. | 
| O I am licensed to sell Life | 
OJ I am not licensed to sell Life | 
| 
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two years. 

The Essex agents utilized the contest 
in a variety of ways; many used repro- 
ductions of the ads for window displays 
and direct mail pieces. The direct n 
went to the agent’s insureds, ur 
them to enter the contest and to 
their friends in as well. Thirty-six prizes 
were awarded to contestants in Es 
County. 





i] 
li 
£ 





g 
t 


Blackburn Joins Ad 
Dept. of Aetna C. & S. 


Melvin H. Blackburn, CPCU, has 
joined the advertising department of the 
Aetna Casualty and Surety. 

He will be 
Pulver, fire and marine advertising man- 


assistant to Howard C. 


ager. He recently was director of market 
research and sales promotion for the 
Security-Connecticut Group and _ previ- 
ously served as assistant editor of The 
Travelers Insurance Companies’ maga- 
zine “Protection.” 

\ former president of the Connecticut 
chapter of the Society of Chartered 
Property and Casualty Underwriters, he 
is now chairman of the national nomin- 
ating committee. He is a member of the 
Insurance Advertising Conference. 


Conn. Chapter of CPCU 
Host to Loman and Staff 


_The Connecticut Chapter of the So- 
ciety of Chartered Property and Casu- 
alty Underwriters was host to four staff 
members of the American Institute for 
Property and Liability Underwriters, 
Inc., of Philadelphia on October 29 
Dean Harry J. Loman, Assistant Deans 
Robert M. Morse and Edwin S. Over- 
man, and Harry F. Brooks, director of 
field services of the Institute, were the 
guests. Mr. Morse also is executive 
secretary of the CPCU Society, which 
has its headquarters in Phil: idelphia. 

Dean Loman spoke on “The How and 
Why of CPCU” and Mr. Morse de- 
scribed the operations of the society at 
a meeting held in the Phoenix Insur- 
ance Co.’s auditorium. There were also 
movies showing operations of the Insti- 
tute. Connecticut Chapter CPCU’s, can- 
didates for the CPCU designation and 
prospective candidates, local trustees of 
the Institute, presidents of the Casualty 
and Surety Association, the Connecti 
Fire Insurance Field Club, the Con- 
necticut Agents’ Association and direct- 
ors of education in the local insurance 
companies were invited. 

A full day’s schedule was planned for 
the visitors by Donald W. Ross, assistant 
secretary of the Phoenix Insurance Co., 
who is director of the CPCU Society’s 
eastern district; John R. Brandt, assis- 
tant secretary of the Aetna Insurance 
Group, president of the Connecticut 
CPeu Chapter, and Howard H. Brown, 
educational director of the Aetna Group, 
director of the Connecticut CPCU 
Chapter. 


Nordeng Succeeds Carey 


On Standard Fire Board 


H. Bissell Carey has resigned as a 
director of the Standard Fire Insurance 
Company, and Olaf Nordeng has been 
elected to the board to succeed Mr. 
Carey. Mr. Carey_ leaves the Standard 
Fire board after 37 years as a director 
He is chairman of the executive commit- 
tee of the Collins Company, and formerly 
served as president of that company and 
of the Automatic Refrig erating Com- 
pany. He is a director of a number ot 
other Hartford firms. 

Mr. Nordeng is vice president of the 
Standard Fire and of the Aetna Casualty 
and Surety, and heads the companies’ 
fire insurance division. Active in insur- 


ance organizations, he is on the board of 
governors of the Insurance Institute of 
America and the executive committee of 
the National Board of Fire Underwriters. 
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AMA CHICAGO CONFERENCE 


Beers, Burhop, Jackson, Wrenn, Palmer 
and Others on Program for the Fall 
Conference November 13-15 
Two panel sessions—one a discussion 
of tomorrow's insurance market, the 
other on the use of excess insurance— 
will highlight the American Manage- 
ment Association’s fall insurance confer- 
ence, November 13-15, at the Palmer 

House, Chicago. 

Analyzing tomorrow’s insurance mar- 
ket will be three insurance company 
presidents: Henry S. Beers, Aetna Life 
Affiliated Companies, Hartford, Connec- 
ticut; W. H. Burhop, Employers Mu- 
tuals of Wausau, Wausau, Wis., and A. 
B. Jackson, St. Paul Companies, St. 
Paul, Minn. Chairman of the session will 
be Orville B. Tearney, manager, corpo- 
rate insurance division, Inland Steel Co., 
Chicago. 

The use of excess insurance—its impact 
on risk management will be examined 
by Fred W. Greenlaw, insurance man- 
ager, Kaiser Aluminum & Chemical Cor- 
poration, Oakland, Calif.; David Palmer, 
vice president, Lumley, Dennant & Com- 
pany, Inc., New York; Lon Varanadore, 
Manager, Weyerhaeuser Timber Co., Ta- 
coma, Wash.; and Frederick W. Wrenn, 
departmental vice president, Federal In- 
surance Company, New York, Roy L. 
Jacobus, manager, insurance and pension 
department, Ford Motor Company, Dear- 
born, Michigan, will be chairman at the 
session. 

Close to 1,000 insurance executives are 
expected at the meeting, which will aiso 
cover such topics as trends in employe 
benefit thinking; the new “industrial 
property floater; preparing for the ad- 
justment of a major fire loss, and the 
growing importance of arbitration in cas- 
ualty insurance.” 


Chandler On Selling 


(Continued from Page 29) 


and will help reduce the number of 

clients that are steadily being weaned 

away from independent agents each year. 
Account Selling 

We find that the fastest growing agen- 
cies are using both visual selling and 
account selling as a basic part of their 
organized production programs. 

Most agents readily admit that “ac- 
count selling” is one of the best methods 
for producing more income at less cost. 
However, upon discussing the matter 
with them, it generally develops that 
they have no fixed sales plan and that 
account selling activity is of the helter- 
skelter type and is confined to their 
largest personal and commercial ac- 
counts. 

The new Commercial Property Cover- 
age and other package policies give an 
agent an excellent lever for instituting 
an account selling program. Having the 
client’s entire account automatically re- 
duces office and sales expense and saves 
time in negotiating renewals. 

_ Therefore, account selling is profitable 
just on the basis of expense reduction 


alone. You can easily prove’ this by 
applying account selling techniques to 
a larger number of your accounts. 


_ The professional approach through an 
insurance survey is most likely to result 
in the acquisition of the entire account. 
A surveyed account also has a higher 
average commission and is less suscep- 
tible to loss due to competition, Even 
so, a lot of agents back away from mak- 
ing surveys on even the larger type of 
risks, on the theory that it requires too 
much time and is too costly 


Continuous Service 


Insurance is a two-way street. I know 
of many agents who capitalize on this 
fact by periodically asking their larger 
commercial assureds (between regular 
service visits) to advise them of any 
changes affecting their exposure. This 
is accomplished by mailing assureds a 
specially designed form upon which to 
list changes. This method impresses the 
client with agent’s continuous service 


and also helps agent protect the account 
uninsured 


from losses. These forms 





should be followed up if they are not 
returned promptly, to convince the client 
of their importance. 

It is every agent’s major management 
responsibility to achieve a proper bal- 
ance between his agency’s service and 
net profit. Lack of executive time is 
one of the topmost problems facing 
agents today. Therefore, the mainte- 
nance of net profit while rendering 24- 
karat service to all clients becomes even 
more difficult than formerly. 

To accomplish your objective of qual- 
ity service and top profit you must do 
two things. Divorce yourself as com- 





pletely as possible from office routine. 
This can be done by proper organization 
and having an adequate trained staff and 
by delegating authority. You must de- 
velop sufficient personal discipline to ad- 
here to a pre-determined time manage- 
ment control program, It is amazing 
how much time can be salvaged by just 
keeping track of it. 

Dynamic administration of your agency 
resolves itself into a_ realization of 
exactly what should take priority in the 
field of management. Isn’t it logical 
that priority be given those matters 
which affect agency security, produce 


the best possible service, and help in- 
crease the net profit? 

Although there is a limit to the extent 
give and still maintain a fair net profit, 
it is wiser, under today’s keen competi- 
tive conditions, to use a longer yard- 
of personal service an agent can actually 
stick for service than for profit. Too 
little service, resulting in too much profit, 
is an invitation to disaster. 

The ability to determine the point 
where expenses can be controlled or re- 
duced without lowering sales and service 
momentum is one of the priceless ingred- 
ients of management. 
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Management Weakness Cause Of 


Most Failures In Small Business 


Factors to study when evaluating 
small and medium business concerns for 
insurance, bonding or loan purposes 
were cited by Richard Sanzo, editor of 
several Dun & Bradstreet publications, 
when he addressed the Insurance Sec- 
tion of the New York Board of Trade, 
Inc., at a luncheon meeting at the Rail- 
road-Machinery Club in New York last 
week. W. Irving Plitt, chairman of the 
section’s executive committee and also 
vice president of the Atlantic Com- 
panies, presided. It was announced that 
the annual meeting and Christmas party 
will be held December 16 at the Drug 
& Chemical Club. 

Mr. Sanzo told the large group of 
leading insurance executives that gen- 
eral business seems on the verge of some 
uncertainty. He is not certain whether 
this is just a stopping point in rise in 
prosperity or whether “we are entering 
one of those periodic adjustments.” 

In business are about 4,200,000 firms, 
most of them small, or medium and all 
subject to special and difficult prob- 
lems. He said the trend in failures has 
been upward in recent years rising from 
the lowest rate of 1,109 in 1946 to 7,600 
in 1954, 12,700 in 1956 and an expected 
14,000 this year. 


Causes of Failures 


Most failures, stated Mr. Sanzo, are 
due to management weaknesses rather 
than to poor business conditions gener- 
ally. Nearly 60% of the failures are 
in firms in business less than five years, 
with 38% among firms in operation less 


than three years. Inexperience is a 
major factor, he said. About 90% of 
the liability involved runs under the 


$100,000 mark. 

Otherwise than for poor management 
Mr. Sanzo told his audience, the out- 
look for small business is good. He said 
interviews indicated most small firms 
which are successful expect continued 
growth and few of them would sell out 
now, even with a good offer. 

Among leading causes of lack of suc- 
cess, he cited, are failure to plan ahead, 
with inability to keep adequate records 
and to establish proper prices; failure 
to evaluate on basis of facts, including 
a tendency to speculate; failure to dele- 
gate authority, failure to supervise 
properly and failure to plan for suc- 
cession. 

What Mr. Sanzo said applies also, in 
many ways, to insurance agencies, with 
regard to their success or failure. He 
stressed personalities behind the balance 
sheet. Those investigating small busi- 
ness men for insurance purposes, or 
prospective agents, should watch the fol- 
lowing management attributes: 


1. Temperament, including energy and 
ambition. 


2. Drive and motivation, with a mini- 
mum of lethargy. 

3. Creativity and imagination. 

4. Inspiration, and ability to communi- 
cate this inspiration to employes. 


5. Ability to handle cost control and 
keep adequate records. 





Aetna School for Agents 


Vice President Robert S. Garvie 
spoke at a luncheon given at the con- 
clusion of the Aetna Insurance Group’s 
2lst Multiple Line Training School for 
Agents at the Hartford Club October 25. 

The course, conducted by Howard H. 
Brown, CPCU, educational director at 
the Aetna, is devoted to personal and 
commercial iines of insurance and agents 
attend for either section or for the en- 
tire seven weeks of study. The fall ses- 
sion had an enrollment of 20 agents from 
13 states. 


6. Attitudes with respect to flexibility, 


service mindedness and research. 


7. Self-discipline, which tends to work 
against over-development 
tion. 


and _ specula- 








Cooney, Trotter and 
Others Are Indicted 


John R. Cooney, former president of 
the Loyalty Group, was indicted again 
last week with two other 
and a concern on charge of conspiracy. 
On Monday last week Mr. 
pleaded “no defense” to prior indict- 
ments. Judge A. P. Waugh announced 
the defendants would be arraigned No- 
vember 4. 

Others named in the latest indictments 


individuals 


Cooney 


are Harry A. Trotter, a second vice 
president of the Firemen’s Insurance 
Co.; Albert S. Borok, president of the 
Borok Radio and Furniture Co. of New- 
The 
charge conspiracy to defraud the Fire- 
men’s of $203,000 through fals 
bills, double payments and overcharges 
The 

leged fraud is said to have occurred b« 
April 23, 1950, and 


ark, and his concern. indictments 
about 
for merchandise and services. 


tween 


1954. 
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AVE APOQUE VALE 


This is an announcement that we make with a great deal of 
pride, but with understandable regret. It involves the change 
of our name. 


When a business acquires a name, it may at the time be 
truly descriptive. Such was the case when Fire Association of 
Philadelphia was formed. 


But our name was chosen 140 years ago, and it no longer 
adequately describes cur business. Now we are engaged in 
many fields on a world-wide basis. 


RELIANCE INSURANCE COMPANY is a fitting name which 
is descriptive of our every activity. It continues to reflect the 
integrity and service which have brought us a reputation for 
leadership and progressiveness. 


So we say “‘Hail” to the new... Reliance... but with 
a tug at the heart in parting with the old . . . Fire Association. 
As of January Ist, 1958, we will be known as Reliance Insur- 
ance Company. 


RELIANCE INSURANCE COMPANY 


formerly 


Fire Association of Philadelphia 
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Insurance Inspections and Investigations 
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Wide Market for Yacht Insurance 96 Fulton St., New York 38 - WOrth 4-6141 


DeShields [ ells Maryland Agents and expense of repairing or replacing policy covers medical payments insur- : B 









































any defective part). ance which is usually written in the 4 
‘ “The hull portion of the policy also amount of $1,000. at no additional prem- 4 
Yacht insurance was explained to pro- Mr. DeShields stressed. ‘on? Pays the assured the cost of: ium, but this can be increased for a 4 | 
ducers in a talk given by Hoyt B. De- Thi How to <page 9 Fi “en scengayrs “1 Salvage service, sue and labor ex-  sma!l additional amount. F 
‘i , us is usually done obte - ee a cot mies Te 2 > E 
Shields, Jr., state agent of Appleton & vey report on the vessel before it is starigy type aia caF ag igpiacmor Linton of Uibaty 4 
Cox, Inc, at the Baltimore branch insured. These survey reports cover the Who recover the yacht from a position “Many people have the notion that a a 
office, before the annual meeting of the physical condition of the boat and may of peril or of on reasonable expenses yacht or ship owner can limit his lia- T 
Marvland Association of Insurance Of may not contain recommendations the assured might undertake in order bility to the value of his boat after an ni 
wae a RIN a tie. Which would make the boat an insurable to avert or minimize a loss, provided accident has occurred. In a sense this : 
Agents. He defined a yacht as practic ; he s =a ‘ . ; GIES fi 
; : risk. In most instances the survey re- the accident necessitating such service is true but it is not always possible to 
ally any boat which has an inboard port will show two figures near the end or expense was due to a peril insured do so. An assured may, in certain cases, re 
motor as compared to an outboard boat of the report — one the replacement against,” continued the speaker. petition a Federal court to limit his lia- fi 
Coverage afforded by a yacht policy is C©0St and the market value. The ideal “2 Collision liability. This clause pro- bility to the value of his yacht after the ay CG 
sie ae as nsaepet ine _.. amount of insurance and valuation would — \iges for reimbursement (not exceeding accident. The court will grant this peti- iy 
separated into three sections: hull, pro | “pgreer Pte Paactbal : ; x ’ pet a Adee ie ; 
, : ‘ ve to use the replacement co ut un the insured value of the hull) to the ex- tion if the assured is able to establish i 
tection and indemnity and medical pay-  derwriters realize that this is asking 2 tent of the assured’s liability at law for to its satisfaction that the accident oc- é ut 
ments insurance, and the policy is a little too much so usually a compromise Gamage to their vessel as a result of curred without his ‘privity or know/- iS of 
valued form of contract. Under the hull @mount 1s reached somewhere between collision, plus the cost of legal ex- edge.’ The assured must prove to the ; th 
section there are two amounts shown the two figures of replacement cost and pense incurred with the company’s con- court the following three items: é p1 
: ag ee tes mi arket value. sent. “1. That the yacht was in all respects i or 
on the policy, amount of insurance and “The full marine policy under the hull “3. Omnibus clause—‘Guest Operators’ seaworthy. Ci 
agreed valuation, which figures are al- section might be called all risk from with owner’s permission are afforded the “2. That she was properly manned, th 
most always identical. : loss or damage caused by marine perils. protection of the collision and protection equipped and supplied. ; fu 
Mr. DeShields stated there is an ex- These perils are enumerated on the back and indemnity clause. This does not ex- “3. That the accident was caused 
tensive market for yacht insurance, since of the sample policy under Section ‘A tend to anyone employed by the assured through no negligent act on the as- ko 
there is an ever increasing number of Hull. - , tae . in any capacity however. sured’s part. If the assured fails to th 
persons buying these pleasure boats “|. Fire and lightning. This is self é Piciidstien aid Rodiamlty satisfy the court in any one of these fo 
wherever water is available to use such explanatory. ne wp ee ages page act | respects his liability is unlimited. Most ar 
craft. Explaining to the agents how this “2. The seas and waters. This term | “The second ne et ee ee oe owners operate their own yachts 
insurance may be written Mr. DeShields include s heavy seas, high winds, flood icy As entitled Protection and Indem- ae if duties the cour: of 4 yeration Rie ‘ee 
said: j (in effect, any accidental damage caused nity’ or ‘P. & I’ insurance. What this accident should occur and it is’ show i 
No Depreciation by the action of the wind and waves), means in every day language is liability that the accident was caused by the 
stranding, collision with another vessel insurance covering bodily injury and assured’s partes rent dpivation then his ee 
“The yacht policy is somewhat differ- and striking of submerged objects. property damage. There are two limits liability. ae: ce limit, i SI wuld _ i i 
ent than any other form of policy in “3 Assailing thieves. This means shown. The first is the limit of liability ge ese. ME rca .. ok . “saree an pr 
that it provides for payment in full of theft by forcible entry into the boat. insofar as loss of life and bodily injury liability ‘ala ‘ld pede ee Pa (h 
loss of or damage to the hull or ma- “4 Jettison. This means the throwing affecting any one person is concerned. a hin Pte iS Siablity regs 008 re" ch 
chinery on the basis of ‘new for old. overboard of your vyacht’s stores or “The second limit is the limit of lia- ie eth po eng 1S mn as 10 
This means that no depreciation is taken equipment to lighten the yacht in an _ bility for any one accident which could i mage am a 4 ae on y Eee Ci 
in the settlement of the loss. For this emergency caused by an hace peril. be a combination of personal injury or ° Poe ihre m4 ih erg papas mits pe 
reason it is most important that the “5. Barratry of the master or mariners. loss of life and property damage. Cov- ihe dhe 2 ae egies" le 1S Satisfied lit 
amount of insurance and the agreed val- This means a wrongful act wilfully com- erage for collision with another boat that t be hayes ba + ge Pol ond sn er 
uation of the boat be sufficient to take mitted by the professional crew, such as is taken care of under the Hull section DeShields : = iability limits,” Mr. ur 
care of partic il losses to the hull or the theft of the vacht. of the policy up to the amount of insur- “y ei : cara aia - : th 
machinery since if the amount of in- “The hull section also covers the fol- ance on the boat, but there is alsoa | ac e po icies yd = only tor re 
surance and valuation is not of a suffi- Jowing perils provided they have not provision under the P. & I. portion of “ period of one year and are either m 
" ae ae : é ( a written on a six months navigation basis S 
cient amount, underwriters could find resulted from want of due diligence on the policy to go beyond the amount of 12 8 u 
that they are paying in effect a total the assured’s part: negligence of master, insurance on the hull, up to the limit oie’ aa aren navigation basis. On pi 
loss under the policy when in reality mariners, engineers or pilots; explosion shown in the P. & I. section of the ‘He face oF the policy there is a ‘lay-up er 
only a partial loss would be involved. on board or elsewhere; contact with air- policy for any one person. Legal ex- oe ee that the vessel 
“We all know that a second-hand boat craft; bursting of boilers; accidents penses are also payable under the P. WN DE laid-up and out of commission 
can be purchased at a considerable sav- through hauling out or launching and  & I. section of the policy when incurred a oie to another. This part of 
ings from the original cost of the boat moving in shipyards; latent defect in the with the company’s consent. ne *peicy 4s filled out when it is issued su 
when new. However, there is no blue machinery or hull (excluding the cost “The next section of the face of the 9" #, Six months navigation basis and ra 
book on yachts which a buyer or a , & j in this area, the lay-up period is usually su 
dealer can use in establishing the market Si wh to May 1, This lay-up — fr 
value of a used boat. By the same token, riod may be any six consecutive months ar 
even if the boat is a used one and has Kk kk Kk Kk Ke KK KK Kh KK KK KR of the assured’s own choosing. However, le; 
been purchased at a considerable sav- if the assured knows in advance, the pr 
ings from the original new price, it * * lay-up and navigation periods do not 
might still cost as much, if not more, have to be consecutive months, but the Sy 
than the original price of the boat to ‘. REINSU RANCE EXCLUSIVELY * dates of lay-up must be shown on the by 
build or replace it. policy. bi 
“In this area there are many rather ‘There is also a provision in the pol- n¢ 
old boats being used by various yacht . be v/ Gadale * icy for ‘lay- -up returns. This means 1 
owners and which are also available for Aue ly v4 € ly that if a boat is laid up and out of com- | 
Bale throug h various yacht brokers. mission for one or more periods of 15 Ww 
Usually these older boats were built at a * aL. * consecutive days during the normal nav- 
time yachting was a rich man’s eal e Sire igation season the assured is entitled a 
hobby and often are large especially + ‘a + to a return premium. Lay-up returns in 
built boats, but, like the mansion-type however, are only allowed on _ vessels pe 
houses, are not too desirable from the Me . Mas / S;; insured for an amount of $5,000. or more 
average person's point of view because * AVINE * t tines * and lay-up returns are payable under 
of maintenance and upkeep. It is often both the hull and P. & I. sections of : 
possible to buy one of these larger boats * oa the policy. fin 
at a ridiculously low price and we have AMERICAN “One‘of the most important sections Sp 
had many instances in our office where COMPLETE PROTECTION of the policy is the ‘Private Pleasure pe 
boats have been offered to us which * * Warranty.’ This means in effect that the va 
were built in the 1920’s — 40 feet or boat will be used solely for private pleas- fu 
more in length, where the prospective « * ure purposes and will not be hired or th 
assured was desirous of obtaining a A M :: RI IN chartered unless permission is endorsed pr 
yacht policy in the amount of $2,500., \ ‘ on to the policy. Normally an additional : 
since that is the amount which he paid * SERIE * premium is charged should an assured sa 
for the boat. This is unfair to the under- SA ic RE- INSURANCE GOMPANY desire to charter or hire his boat.” ba 
writers in the event of partial losses * "hepes * Scanian WI 
and I don’t think there is a company SHIELDS JOINS HANOVER to 
in the yacht insurance business which | 99 JOHN STREET, NEW YORK 38, N. Y. The Hanover Fire and Fulton Fire m 
would even entertain such a risk. The * * have appointed Francis A. Shields, Jr., lo 
point that when a yacht is offered, it is as state agent in West Virginia, with ex 
most important that the age, size and &k¥ k& kK KkKKkKKkKKwKk&kkkkekkkKk tk headquarters at Charleston. He has Si 
valuation be taken into consideration,” traveled that state for another company. ye 
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Unhealthy Fidelity 
Rate Structure Seen 


BY J. C. SMITH OF TRAVELERS 


Tells California Agents Convention 
Actuarially Sound Formula Needed; 
Recommends Contract Bond Line 


J. C. Smith, second vice president, The 
Travelers Indemnity urged the develop- 
an actuarially sound insurance 
the establishment of fidelity 
to the Cali- 
Association’s 


nient of 
formula in 
during his address 
Insurance Agents 
Golden Anniversary Convention. 

Mr. Smith declared: “We have an 
urgent need for a complete revamping 
of our entire fidelity rate-structure, I 
think we will all have to agree that our 
present situation is a decidely unhealthy 
one both from the producers’ and the 
Companies point of view and that some- 
thing should be done about it without 
further delay. 

‘The answer to this basic problem is 
to foresake, in connection with fidelity, 
the so-called ‘informed judgment’ basis 
for rate making and develop an actu- 
arially sound insurance formula based 
upon expense, loss and other factors 
by class or risk.” Mr. Smith said. 

He pointed out that such a rating 
system would result in (a) increased 
retes for those classes of risk which have 
produced consistent underwriting losses; 
(b) reduced rates for the very desirable 


rates, 
fornia 


classifications which are now being 
forced away from Surety Association 
Companies to a few select risk com- 


panies; (c) reduced rates for the excess 
limits area so that larger limits of cov- 


erage may be sold and the primary 
underwriter will have the benefit. of 
the excess limits premium; and (d) a 


real measure of flexibility which will per- 
mit underwriters to give recognition to 
superior or sub-standard condition in 
particular risks within the same gen- 
eral class. 

Not Suggesting Actual Change 


Mr. Smith emphasized that he was not 
suggesting any change in the surety 
rate structure. “I am not referring to 
surety lines which are entirely different 
from fidelity and other lines of insurance 
and therefore require, in my opinion at 
least, an entirely different rating ap- 
proach,” he said. 

In discussing Contract bonds, Mr. 
Smith said that Contract lines represent 
by far the major part of the Surety 
business. He predicted that over the 
next 13-year period Federal and State 
outlays for highway construction would 
he more than $100 billion, “all of which 
will be bonded.” 

“What an opportunity and also what 
a responsibility this offers to the entire 
insurance industry, producers and com- 
panies alike,” he said. 


Appraising Contractor 


Turning to the task of appraising the 
financial qualifications of contractors, the 
speaker deplored the inclination of com- 
panies | and producers to accept at face 

value “any sort of financial statement 
furnished regardless of its author or 
the man hours of labor involved in its 
preparation. 

“Many underwriters, even today” he 
said “are unduly impressed with a pretty 
balance sheet, and almost any exhibit 
which claims working capital equivalent 
to 10% of unfinished contract commit- 
ments has generally led them to over- 
look any existing weaknesses in previous 
experience or deficiencies in organization. 
Sureties did not suffer too much in past 
years when work was overly plentiful 








JAMES C. 


SMITH 


and contractors’ margins of profit ab- 
normally high. But in today’s competi- 
tive market such practice is dangerous 
and wholly misleading to the under- 
writers. This can be proven in many 
ways—one of the best being an examina- 
tion of almost any surety’s claim records, 
We wouid all like to have an accurat> 
financial picture of all of our risks,” he 
said. “In every day practice, however, 
we find more often than not that we are 
unable to get that clear picture. For 
one thing, the accounting problems of 
lump sum construction coniractors are 
extremely complicated. One of the prin- 
cipal complic: iting factors is the neces- 
sity of quoting a sales price in advance 
of determining actual costs, with the 
result that the balance sheets must all 
be estimated insofar as profits on un- 
completed contracts are concerned. Some 
of these estimates are made with exact- 
ing care, some of them are based on pure 
guess work; some jobs are easy to fore- 
cast, others present insurmountable diffi- 
culties. 

“The net result is that the financial 
statement is often a poor indicator of 
the true financial condition and those 
underwriters that recognize this fact 
will automatically place more reliance on 
the other considerations—previous ex- 
perience and capacity. 


Recommends Experienced Accountants 


To do a job of underwriting Mr. Smith 
emphasized that it was necessary to look 
behind the figures to determine the true 
condition of a contractor at any given 
time when he has a large amount of 
work on hand. He recommended that 
contractors employ professional account- 
ants familiar with contracting operations 
to set up a system of internal control and 
to prepare statements periodically. 

Mr. Smith pointed out: “Not only will 


professional guidance aid them with 
their income tax problems, but it will 
help the contractor to know his own 


finances better. We have seen any num- 
ber of instances where individual con- 
tractors have been in trouble long before 
they knew it simply because of inade- 
quate, outmoded cost systems. A modern 
accounting system tailored to the special 
requirements of contracting plus the all 
important factors of integrity, know- 
how, organization and equipment results 
in a topflight construction organization.’ 
In closing Mr. Smith recommended the 
surety business to insurance agents: 
“While somewhat complicated and dif- 
ferent from insurance, nevertheless, in a 
comparatively short time any individual 


(Continued on Page 41) 





N. Y. Dept. - Industry 
Multiple Line Law Study 


he New York Insurance Depart- 
ment announces it will undertake an 
intensive study of needed legislation 
to bring laws governing multiple line 
insurance up-to-date. Present laws 
contain many inconsistencies Super- 
intendent Leffert Holz says. The De- 
partment chairman will be Henry 
Schantz, executive administrator. 
There will be also an Advisory In- 
dustry Committee and the insurance 
industry is requested to designate its 
appointees promptly so they may 
j}elect a chairman. The first meeting 
of industry and Department repre- 
sentatives is expected in December, 
with the purpose of having proposed 
legislation ready for consideration by 
September 1, 1958. 


Aircraft Products 
Liability Insurance 


AVAILABLE TO MANUFACTURERS 














Aircraft Builders Counsel Inc, An- 
nounces Plans for Handling by Bro- 
kers, Agents; ABC Background 
Aircraft Builders Counsel, Inc. through 
Assistant Secretary Clarence J. Mc- 
Gowan, has announced a plan of prod- 
ucts liability insurance for aircraft or 
aircraft parts manufacturers which is 
available to the entire aircraft industry 
through their individual brokers’ or 

agents. 

Several of the country’s largest air- 
craft, engine and aircraft parts manufac- 
turers recognized that products liability 
insurance had become and with advent 
of jets would increasingly become an 
industry-wide problem. To help solve it 
they established in 1952, a committee out 
of which grew ABC—Aircraft Builders 
Counsel, Inc. 

ABC was charged with the develop- 
ment of a stable, long-range program of 
products liability insurance. Any organ- 
ization engaged in the design and man- 
ufacturer of aircraft, aircraft engines, or 








aircraft parts and supplies needs pro- 
tection for liability arising out of acci- 
dents caused, or claimed to have been 


caused, by a defect in the manufacture 
of the product. Not only does the prime 
manufacturer have a need for products 
liability insurance but so does every sup- 
plier of parts or assemblies used in the 
final assembly of the aircraft. High 
limit products liability protection is 
needed by sub-contractors because a de- 
fect may occur in the part or assembly 
furnished by them. 
Base for Setting Rates 

Drawing upon the broad experience of 
both aircraft and parts producers and 
using this experience as a base for estab- 
lishing equitable rates, the ABC Insur- 
ence Plan was set up with the following 
objectives: Development of a con- 
tinuing insurance market of a kind and 
capacity needed by the aircraft man- 
ufacturing industry with the stability to 
withstand catastrophic 2. Com- 
prehensive coverage which would include 
financial liability resulting from ground- 
ing of an aircraft type. Immediately 
available coverage for new aircraft prod- 
ucts. 

4. Insurance costs commensurate with 
risk: rate schedules which considered 
both individual and industry-wide 
experience. 5. Reduction in ge of 
aircraft products liability claims. 6. Pro- 
vision for the best in claim service and 
legal counsel for defense of actions 
which might arise in this highly special- 
ized field. 

The attainment of these objectives 
became imperative as a result of increas- 
ing claim consciousness and the chang- 
ing attitude of courts and juries. 

Aircraft Builders Counsel, Inc. has 
been successful in developing its objec- 
tives and securing formation of its Plan 
through leading underwriters of products 
liability insurance. 

Complete information on this subject 


losses. 


loss 


IAAHU MEETING IN NEW YORK 


Names New Committee to Explore Set- 
ting up New Industrial Section of the 
Assn.; Elects Medill t> Board 

The board of directors of the Interna- 
tional Association of Accident & Health 
Underwriters met recently in New York 
and considered the advisability of settir 
up a new industrial section of IAAHI 
A small committee was chosen to explor« 
the practicability of establishing this new 
section. 


The committee consists of Chairman 
George E. Lehman, manager in northern 
New Jersey of National A. & H. of 


Philadelphia: Thorn W. Mock, president, 
National Accident & Health Co. of Phila- 
delphia; Thomas O. Ward, assistant 
agency vice Phe (A. & S.) Gulf 
Life and William Paul, Detroit Mutual 

It is the committee’s intention to at 
tact management in the industrial end of 
the A. & H. business with the idea of 
affording them membership in IAAHU 
It would be possible, it is felt. to set up 
local industrial sections to hold meetings, 
discuss their peculiar problems and to 
publish articles of interest in “The Acci- 


dent & Health Underwriter” monthly 
publication of IAAHU. It is hoped the 
industrial section could be included in 
the agenda for the 1958 IAAHU Annual 
Convention. 

At the board meeting in New York, 
Louis Medill, & H. general agent of 
Continental Casualty in New York City 


was elected to the committee. Mr. Medill 
is a prime mover in the reactivation of 
the New York A. & H. Association, 
which will possibly elect permanent offi- 
cers early next year. Mr. Medill is pres- 
ently its acting president. 


Multiple Line Agency 
Course Opens in Chicago 


A five week agency school held at the 
Continents il-National Insurance Institute 
in Chicago is being attended by 16 
agents. The course began October 28 
and will run through November 22. The 
announcement was made by Dan Kedzie, 
recently appointed superintendent of 
education and training at Continental 
Casualty 

Frank V. McCullough, vice president, 
Continental Casualty welcomed the stu- 
dents. The institute is designed to pro- 
vide complete courses in multiple line 
insurance including, fire, marine, auto 
and general liability, workmen's compen- 
sation and A. & H. Class will 
consist of lectures, discussion groups, 
and workshops. The students will bé 
given outside reé iding and problem sol 
ing assignments in addition to the five 
day seven and one half hour class 
periods and a three-hour examinati 
each Saturday, 


sessions 


Donovan Loses Abel Case; 
May Appeal to High Court 


Tames B. Donovan, well known New 
York insurance attorney and member of 
the firm of Watters & Donovan, who 
was the court-appointed defense counsel 
for Colonel Abel, the Russian spy, lost 
out in this case last week when the jury 
decided that Ahel should be convicted 

Reportedly Mr. Donovan will appeal to 
higher courts and possibly the United 
States Supreme Court. 


Armand Sommer’s Daughter 


Studying for M.A. at Yale 


Mrs. Tohn Holmes, daughter of Ar- 
mand Sommer, vice president, Conti- 
nental Casualty, is now studving for her 
master’s degree in sculpturing at Yale 
University. A graduate of Sarah Law 
rence College, Mrs. Holmes has majored 
in sculpturing throughout her college 
career. She has had examples of her art 
on exhibit and has written magazine 
articles. She and her husband, who is 
connected with Union Carbide Co., live 
in Westport, Conn 


Aircraft Builders 


may be obtained from ‘ t 
Street, New 


Counsel, Inc., 25 Broad 


York 4. 
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Safety-First Car Result Of 5-Year 
Program Sponsored By Liberty Mutual 


An automobile designed with the sole 


idea in mind of safety first for its occu- 
was displayed last week in the 
Astoria, New York. The car is 
the joint undertaking of Liberty Mutual 
of Boston and the Cornell Aeronautical 
Laboratory, Inc., Buffalo, N. Y. Frank 
|. Crandell, at a press viewing of this 
new safety car, said that it represented 
the culmination of a five-year research 
program sponsored by the Liberty and 
carried out by Cornell’s safety design 
research department. 

The concept of “packaging” the 
prime purpose so as to 


pants, 


Waldorf 


pas- 


senger is the 


help prevent the most frequent tvpes of 
auto accident injuries, Mr. Crandell 
said 

In this unique car the body has been 
strengthened; doors designed so that 
crash forces will not open them; seat 
belts and other devices secure the pas- 
senger inside the car, and parts have 
been redesigned or eliminated as in the 
case of the lethal steering wheel. 


The car provides better visibility for 
the driver and more positive and simple 
controls. A new ventilating system vir 
tually eliminates carbon monoxide fumes 
inside the car 


Radical Innovations 


Externally, the car resembles a con- 
temporary automobile, but here the re- 
semblance ends. Most radical innovya- 
tion is the elimination of the steering 


favor of a lever-controlled 
system, and the relocation of 
s seat in the center of the car 


wheel in 
hydraulic 
the driver’ 











The driver is provided with a_ bucket 
seat, flanked by a bucket seat on either 
side, three inches to the rear and three 
inches lower than the driver’s. 

Liberty’s research indicates that 
bucket seats provide more lateral re- 
straint than conventional seats as well 
as affording stronger mooring for seat 
belts and reducing riding fatigue. While 
use of a rearward seat may ap pear some- 
what revolutiona: inve stigati ons show 
that the resultant “club-car abeobegncre 
is highly to most people. The 
general s ngement is s a that 
each saileietaes is prevented from strik- 
ing any part of the vehicle or himself 
in an accident. The central location 
of the driver also gives him better vis- 
ability and better overall control of the 
car. 


Rear seat passengers are protected by 
seat belts which reel up when released 
In addition, rear seat passengers are 
protected against “whip-lash” injuries by 
nylon harnesses to support the head. 
Front seat including the 
pid are ained in their seats by 
U- haped webbing which are 
sup port d on adjustable 


¢ nels 
Advantages of No Steering Wheel 





passengers, 
restr 1 
yokes 
movable and 


two steering control handles and 
all necessary driving controls are 
mount n the same movable panel 
which tains the driver’s body re- 
straining ke. To steer the car, the 


Nationwide Improves Basic 
Salary, Retirement Plans 





Employes of Nationwide Mutual will 

et new salary and retirement programs 
next year. Forest Lombaer, vice presi- 
dent in charge of personnel, announced 
that the following major changes have 
been approved: 

Larger company contributions to the 


employes ps fund at the rate 
of $7.75 for each $1 paid in by employes 
The old ratio was $2.25 to $1. Employe 
contributions will be reduced more than 
50%, and by as much as 100% in some 
instances 

Establishment of an equity plan 
throug He which up to 50% of retirement 
funds may be invested in common stocks. 
The plan is optional with each employe, 


grasps the two’ horizontal con- 
trol handles and moves them as though 
steering a sled. The horn button is 
placed on the end of the right handle 
the light beam 


driver 


just under the thumb, 

elevation button on the left handle. 
Right and left turn indicators are con- 
trolled by pressing buttons that can 
be reached without moving the hands 
from the steering controls. Gear shift- 


ing is controlled by four buttons located 
on the back right side of the panel. 
Light buttons are located in the same 
relative position on the left side. 

The steering handles move only six 
inches in turning the car from full right 
to full left. The steering ratio varies, 
depending on the position of the wheels. 


Visible 


placed forward, 


Instruments Easily 


The speedometer is 
just under the line of sight over the 
hood. It reads directly, having a fixed 
pointer in the center post which num- 
bers rotate. The other six driving in- 
struments are located in a_ horizontal 
cluster just below the speedometer. Each 
instrument has a corresponding signal 
light above it that turns red if some- 
thing is wrong. Because of this moni- 
toring system, the driver’s attention is 
not unnecessarily diverted from the road. 

The windshield allows approximately 
180 degrees of vision for the driver. 
There are five windshield wipers which 
retract out of sight when not in use. 
Three wipers are used on the back glass 
for good vision to the rear. The back 
shelf has been lowered below the level 
of the back seats so that packages can- 
not become dangerous flying missiles 
when the car stops abruptly. As a 
further protection against flying objects 
from the rear, a strong metal partition 
has been built between the trunk and 
passenger compartment. 


Phone Booth Type Doors 


consists of two sections, 
hinged at the center and to the rear 
body post. These open and close like 
telephone booth or bus doors. The lowet 

edge of the doors are supported by rol- 
lers moving in a track. They are se- 
curely closed by three bolt bars designed 
to keep the doors closed in a collision, 
thus maintaining full structural sup- 
port of the car body. Two roll-over bars, 
one over the front seat riders and one 
over the rear, have been built into 
the top of the car body to give added 
support. The centrally positioned driver 


Each door 


can close either door without leaving 
his seat. The exterior door handles are 
recessed to reduce their injury poten- 


tial to pedestrians. 

Front and rear bumpers are designed 
so that they wrap around the sides of 
the car as far as the wheel openings in 
the fenders. In addition, bumpers are 
smoothly shaped so that they convert 
an increased proportion of blows from 
direct to glancing ones. The side bump- 
ers are rigidly mounted to the frame, 
which has been extended and reinforced 
to prevent the car body from being 
crushed in from a side blow. 


and is disbaseit to provide retirement 
benefits that would vary with changes in 
living. 

Incorporation of most of the present 
cost-of-living payments, now amounting 
to 12.9% of base pay, into base salary 
rates. Mr. Lombaer explained that this 
will protect current income levels against 
substantial decline if the cost of living 
turns down. At the same time it will 
allow for further increases in take-home 
pay if the trend continues upward. 
Higher maximum salary scales for a 
number ‘of employes, particularly those 
in the middle management group, are 
included in the revised pay schedule. 

Mr. Lombaer said the new program 
will add approximately $700,000 to Na- 
tionwide’s salary and benefits costs in 
1958. 


the cost of 





R. C. Stratton of Travelers 
On AEC Advisory Committee 





REUEL C. STRATTON 


Reuel C. Stratton, assistant director of 
The Travelers research department, has 
been named vice chairman of the Atomic 
Energy Commission’s Advisory Commit- 
tee on reactor safeguards established by 
the United States Congress this year. 

Mr. Stratton has been advised of his 
appointment to the committee by Lewis 
Strauss, chairman of the cy yan 
Commission. Recently the Con- 
gress enacted legislation amending the 
Atomic Energy Act of 1954 to establish 
an Advisory Committee on Reactor Safe- 
guards as a statutory advisory committee 


Energy 


to the AEC. 
The committee’s functions, as pre- 
scribed by Congress, will be to review 


safety studies and facility license appli- 
cations referred to, to make reports, 
advise the AEC with regard to the 
hazards of proposed or existing reactor 
facilities and the adequacy of proposed 
reactor safety standards and other duties 
the AEC may request. . 

In his letter Chairman Strauss wrote 
in part, “I want you to know that we 
are deeply appreciative of your willing- 
ness to give your time and energies to 
an effort which is so essential to the 


further progress of the nation’s atomic 


energy programs. 

Mr. Stratton has been with The Trav- 
elers since 1919 following service over- 
seas during World War I. He is a 
graduate of Trinity College, Hartford, 
Conn. 


Complete Chart Analysis of 
Auto Assigned Risk Plans 


A revised single-page chart analysis 
of automobile assigned risk plans in 
effect in all of the United States and 
Hawaii has just been published and is 
ready for distribution by the Associa- 
tion of Casualty & Surety Compi nies. 

The revised analysis contains 11 head- 
ings including such information as 
classes or risks, plans available to non- 
resident military personnel, requirements 
for an investigation fee or deposit pre- 


mium, when the policy must be issued, 
surcharges, period of assignment, and 
unusual features. A list of nz ames and 


ete ig of managers of various plans is 
included. 

The price of the chart is 15 
Copies may be obtained from 
Law Publications, Association of 
alty and Surety Companies, 60 
Street, New York 38, New York. 


NEW eee ACCIDENT POST 

Robert L. Eddy has been appointed to 
the newly created post of assistant man- 
ager of the Buffalo office of Hartford 
A. & I, Mr. Eddy will assist Branch 
Manager E. C. Jackson in supervisory 
functions in the territory covering 10 
most western counties in New York. 


cents. 
editor, 
Casu- 
John 











SUPPORTS AUTO RATE PROBLEM 


Chicago Daily News Says Broad Ade- 
quate Insurance Essential; For 
Public Sense of Fairness 
The “Chicago Daily News” in a recent 
article came out strongly in support of 
insurance companies and their loss ratio 
problem with automobile insurance. The 
Chicago paper said: “Broad and ade- 
quate insurance coverage is essential to 
the public welfare, and it cannot be 
provided indefinitely unless | the price is 

high enough to pay for it.’ 

The article prompted by the Zone 4 
Nation: il Association of Insurance Com- 
missioners meeting held in Chicago re- 
cently supported the industry’s case for 
increased automobile insurance rates. 
The Chicago paper said: “Some of the 
behind this (rate increase) re- 
credit either on our national 
common sense, or our sense of fairness, 
but the fact remains that claims are 
multiplying in both number and size. 

“All over the country, the underwrit- 
ing of this kind of insurance has been 
losing money. All over the country, the 
1957 losses have been running ahead of 
the 1956 losses.” 

Speaking of rates in Illinois the paper 
said: “Rates were increased here on 
April 17, but the increases have been 
more than offset by the rising claims. 
This was the first increase here since 
1951. Since 1951, California has had four 
increases, New York has had four (an- 
other is pending), and Pennsylvania has 
had four. 

“Tt is important for the public, as well 


reasons 
flect no 


as the insurance companies, that the 
rates should be sufficient. If an insur- 
ance company fails, its policyholders 


are deprived of the protection they have 
paid for. 
“Among the 
the legitimate 
damage claims is the 


factors contributing to 
rise in the amount of 
design of modern 


cars. Time was when wrinkles in a 
fender could be ironed out for $5, and 


half-windshield glass replaced for $12 
or $15. 

“Nowadays, a sideswipe means an 
expensive body job, and a wr ap-around 
windshield may run upwards of $100. 
Exaggerated Claims 
also was when everybody who 
a fright did not consider 
himself eligible to a bite out of the in- 
surance company. Nor was he steered 
by some hanger-on at the hosp‘tal or 
police station to a lawyer who special- 
izes in exaggerating such cases into a 
worthwhile fee. 

“With the increased volume of traffic,’ 
the paper points out, “the number of 
honest claims has risen correspondingly. 
Every element of cost in compensating 
these claims is subject to the same in- 
flation. Herein lies the real cause which 
the Commissioners — who are state 
officials charged with protecting the 
public interest — made for higher rates. 

“If rates are chronically too low, in- 
surance coverage is bound to be unduly 
restricted. If it is refused, or issued in 
inadequate amounts, to large categories 
of people, these people are not the only 
ones who will suffer. People who may 
be injured through no fault of their own 
cannot then be properly compensated by 
those who are responsible for the in- 


’ 


juries.” 


“Time 
got a bruise or 


New York WC Law Booklet 


The New York Workmen’s Compen- 
sation Board has just issued its 1957 edi- 


tion of the Volunteer Firemen’s Benefit 


Law, and rules and regulations of the 
board under the law. The edition, an- 
nounced by Chairmen Angela R. Parisi, 


contains excerpts from other state laws 
pertaining to benefits as well as a de- 
tailed index of the Volunteer Firemen’s 
3enefit Law. The 1957 edition costs 25 
cents and may be had from the Secre- 
tary of the Board, 80 Centre St., N. Y. 


F. & D. PROMOTIONS IN DALLAS 


Fidelity & Deposit has promoted Paul 


P. Cooper, Jr. from assistant manager 
to associate manager of its Dallas 
branch. At the same time Herbert 


Hardison goes from special agent to as- 
sistant manager at Dallas. 
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LUMBERMENS MUTUAL REPORT 


James S. Kemper Reveals Underwritings 
Down $1,377,517 From First 
Six Months of 1956 

James S. Kemper, chairman of Lum- 
bermens Mutual Casualty, reported to 
board members at their semi-annual 
meeting last month that underwriting 
earnings totaled $4,912,935 and total earn- 
ings for the first six months of 1957 
amounted to $7,645, 733. This compares 
to underwriting earnings of $6,280,452 
and total earnings of $8,723,633 for the 
first six months of 1956. “All things con- 
sidered,” Mr. Kemper commented, “this 
is a creditable result.” 

Lumbermens dividends paid to policy- 
holders during the first six months of 
1957 were $7,429,189. 

“Losses have increased,’ Mr. Kemper 
said, “and the reduction in earnings over 
last year can be attributed to inadequate 
insurance rates, higher jury verdicts and 
the effects of inflation on expenses and 
loss costs. 

“Every casualty company is suffering 
from the disparity between earned prem- 
iums and costs. It should be obvious that 
insurance companies must obtain relief 
from unreasonably low rates. All com- 
panies are tightening up on the selection 
of business they will write. And unless 


rates are adjusted realistically, it in- 
evitably will mean that many insurance 
buyers will have difficulty in obtaining 
insurance protection.’ 

The Kemper companies, the report 
says, take no credit in their financial 


statements of the market value of stocks 
in excess of value. On June 30, 
957, the market value of Lumbermens’ 

tock portfolio was $5,601,979 over book 
value. 

Mr. Kemper pointed out that many 
companies can show inflated investment 
income by taking credit for the excess 
of market over book values of stocks. 
He mentioned that this is dangerous if 
the stock market continues to decline, 
and said many companies neglect to 
establish a reserve of 25% of this excess 
for the income tax liability by using 
market value. 


0 Ik 





Aetna Agent Warren Speaks 
At Graduation Dinner 


The importe ance of recognizing “in- 
surance situations” that offer additional 
sales opportunities was stressed by Mil- 
ton Warren, leading Denver insurance 
agent, at the recent graduation dinner 
concluding the 164th session of the 
Aetna Casualty & Surety Sales Course. 

Mr. Warren, who has an outstanding 
record since graduating from the Aetna 
Casualty school 20 years ago, told the 
graduates that an imaginative approach 
to their clients would uncover many 
“insurance situations” which would in- 
dicate the need for additional protection. 

“With the Aetna school diploma,” Mr. 
Warren said, “you now have the back- 
ground to attain the standing of a 
professional insurance counselor in your 
community.” Consistent use of the vari- 
Aetna Plans of risk and insurance 


Ous 

analysis has been an i, ec factor 
in developing his business, he said. Care- 
ful advance screening, he added, will 


help to restrict survey work to accounts 
that have the potential to develop a 
worthwhile volume of business. 


Phoenix Promotions 

Alfred S. Barraclough has been ap- 
pointed manager of the casualty claims 
division for the Phoenix of Hartford 
and Frank E. Baker, Jr. has been made 
associate manager. 

Mr. Barraclough, born in Scotland, was 
educated there and later in Canton, 
Conn., and joined the Phoenix in June. 
Earlier he had been in the claims de- 
partment of the London & Lancashire 
Indemnity and the National Fire. He 
is past president of Hartford County 
Claims Adjusters Association. Mr. Baker 
joined Phoenix in 1929, and advanced in 
the auto and casualty claims divisions. 
He is a well-known all-round sportsman 
in Connecticut. 


Southwest Ins. Information 
Service Dallas Meeting 


Earl W. Gammage, president of the 
Pan-American Group of Houston, was 
elected president of the Southwest In- 
surance Information Service, an organi- 
zation of casualty company officers, at 
its fourth annual meeting in Dallas re- 
cently. Other new officers are: Vice 
presidents — W. H. Damon, Jr., vice 
president, Republic; Walter Baer, pres- 
ident, Southwest General, and Huck 
Tompkins, underwriting manager, Hard- 
ware Mutual Casualty, all of Dallas; 
secretary-treasurer, James F. Devereaux, 
Houston manager of Anchor Casualty. 
The executive director of the organiza- 
tion is F. Darby Hammond, with offices 
in Dallas, and its outgoing president is 
Richard G. Waters, resident vice pres- 
ident in Houston for Pacific Employers. 


Landolt Newburg Mgr. 


Rudolph F, Landolt has been named 
manager of the Kemper Group claim 
office in Newburgh, N. Y. He had been 
claim supervisor in Philadelphia since 
1953. He joined the Kemper Group as a 
claim adjuster in the same office in 
1949, 

Mr. Landolt was born in Munich, Ger- 
many and served in the U. S. army for 
three years during World War II. He 
is a graduate of Penn State and at- 
tended University of Pennsylvania Law 
school. 


Hartford A. & I. Course 

Thirty representatives of Hartford Ac- 
cident & Indemnity agencies in 17 states 
received instruction at the fall session of 
the company’s home _ office 
center in Hartford, Conn. The 
included study of automobile, general 
liability, workmen’s compensation, bur- 
glary, plate glass and accident and sick- 
ness, and various forms of fidelity and 
surety bonds 


course 


training 
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Holz on Need For UJ Fund Kentucky Court Settles 


To Bolster N. Y. Compulsory 

New York Superintendent Leffert Holz 
in a talk last week before the Maryland 
Association of Insurance Agent said that 
the New York compulsory automobile 
insurance law “falls far short of the 
mark.” Though he said the law is good 
as far as it goes he gave the opinion 
that an unsatisfied judgment fund was 
needed to close the loopholes. 

Mr. Holz indicated that legislation to 
close such loopholes would be submitted 
to the 1958 session of the New York 
Legislature. 

Superintendent Holz praised the Mary- 
land Unsatisfied Claim and Judgment 
Fund Law passed by the 1957 Maryland 
Legislature. The law provides that mo- 
torists involved in accidents with un- 
insured drivers will be paid for their 
claims from the fund. 


H. L. DOYLE CLAIMS MANAGER 

Horace L. Doyle has been appointed 
manager of the Pittsfield, Mass., claims 
office of the Hartford Accident. He will 
direct the handling of claims in Berk- 
shire County. Mr. Doyle moves to Pitts- 
field from Providence, where he had nine 
years’ experience in claims adiustment 
Educated at Brown University, he joined 
the Hartford Accident at Providence in 
1953. 
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Car Insurance Dispute 

A 20.5% 
bility 
the companies 
final last month as the 


automobile lia- 


half of 


increase in 
about 
Kentucky 


insurance rates by 
operating in 
result of 
Court of 


became 


action taken by the Kentucky 
Appeals. The rate increase, effective 
since Sept. 25, had been uncertain be- 


suit to determine whether 
insurer was to absorb 


cause of a law 
the insured or the 


city taxes on insurance premiums. The 

Court of \ppeals dismissed the case. 
An official of the Kentucky Depart- 

ment of Insurances said companies could 


add city taxes to the cost of premiums, 
but that t they first must submit the rates 
and formula for determining them to the 
Department for approval. 

The increased rates were proposed by 
companies ~ ‘longing to National Bureau 





of Casualtv Underwriters and the Mutual 
Bureau, which represent about half the 
companies operating in Kentucky. The 
higher rates do not include city taxes 
The taxes varv widely among cities that 
impose them. They apply only to policy- 
holders who live within the limits of 
cities that impose them 

It was noted that the higher rates 
might not become fully effective until 
December 1, because of some companies’ 


saceedaees in issuing policies. 


The higher insurance rates were first 


proposed by the two associations early 
last summer. State Insurance Commis- 
sioner Cad P. Thurman in July issued 


an oodes that required city license taxes 
on certain types of insurance, including 
automobile liability, to be added to the 
cost of premiums. 

The Louisville Board of 
Agents promptly filed suit in Franklin 
County Circuit Court seeking to block 
the order, which + ine have become 
effective September 1 

Tudge W. B. Ardery dismissed the casi 
August 17. On September 11, the Louis 
ville Board obtained a restraining order 
from Judge Ardery barring insurance 
companies from ad ling city taxes to cost 
of premiums. It was that order that the 
State Court of Appeals dissolved. 


Insurance 


N. J. Retains Comp. Rates, 
Manual Changes for Jan. 1 


Bernard Hamilton, manager, New Jer- 
sey Rating and Inspection Bureau, an- 
nounces in a circular letter to Bureau 
members that “the governing committee 
reviewed the combined experience 
of the member companies for the 
year ending June 30, 1957 and, with the 
approval of the Commissioner of Bank- 
ing and Insurance, has voted unanimous- 
ly to continue the present Manual of 
Rates in force without change. The ac- 
tion of the committee was in accordance 
with the decision reached at the last 
rate revision meeting to make no adjust- 
ment in the Manual of Rates for Janu- 
ary 1, 1958 unless the indicated devia- 


has 


~ 1 
nsca 





tion, up or down, was more than 5 
or it was necessary to make an adjust- 
ment to reflect a change in the law 
“There will be, however, a complete 
new Manual of classifies ation phraseolo- 
gies. The white lassificz at ion. pages, 
the New Jersey Spec Classifications, 
and the New Jersey Classification As- 


signments and Interpretations have been 
reviewed and the phraseology reduced 
by placing the more or less explana- 
tory material in fine print notes. 
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1-Day Workshop Session of Insurance 
Ad Conference Held in New York 


Superintendent of Insurance Leffert Holz, Luncheon Speaker, 


Scores FTC Jurisdictional Powers; W. Winthrop 
Clement Presides Over Quality Program 


By Wat ace L. Ciapp 


Highspot of the mid-year meeting of 
Insurance Advertising Conference, held 
October 28 at the Sheraton-McAlpin 
Hotel, New York, was the luncheon talk 
of New York Superintendent of Insur- 
ance Leffert Holz, who made news in 
challenging the jurisdictional authority 
of the Federal Trade Commission to reg 
ulate insurance company advertising. 

Mr. Holz declared that it was the 
clear intent of Congress in_ the 
McCarran-Ferguson Act to permit the 
regulation of insurance by the indivi- 
dual states, and he brought out that 
this right had been upheld by the U. S. 
Supreme Court on at least two occasions. 
In one of these cases the Court held: 
“The purpose of the McCarran Act was 
to permit the states to continue the reg- 
ulation of the business of insurance, 
unhampered, to the extent provided by 
the act, by Federal legislation relating 
to interstate commerce.” 

The Superintendent then remarked 
that after reading the McCarran-Fergu- 
son Act and decisions of the courts, “one 
would expect that the question of the 
proper supervisory agency was laid at 
rest and that it was conclusively deter- 
mined the state regulatory authorities 
should have jurisdiction over the regu- 
lation and supervision of insurance com- 
panies and their advertising. 

“Nevertheless, despite these expressions 
from the Court, the FTC in 1954 issued 
41 complaints charging insurance com- 
panies with engaging in false and mis- 
leading advertising practices in connec- 
tion with the interstate sale of A. & H. 
policies. The Commission issued 13 
cease and desist orders under these com- 
plaints and hearing examiners have is- 
sued initial decisions containing orders 
in ten other cases not yet acted on by 
F] So far the Circuit Courts of 
Appfals have reversed the FTC in two 
such cases. The Commission in turn has 
petitioned the Supreme Court to review 
the lower court rulings. No decision 
has as yet been made i! 

The Superintendent then issued a 

rning to the effect that while FT( 
complaint charges so far have concerned 
A. & H. advertising, “I’m informed that 
the Commission believes that all forms 
of insurance advertising comes under its 
jurisdiction.” 

Clement Presides Over Quality Program 

In addition to introducing the Super- 
intendent, W. pea Clement, Amer- 
ican International Underwriters Corp., 
as IAC program vice president, lined up 
a quality program of speakers and per- 
formed most graciously at the workshop 
session as pre siding officer. The gather- 
ing was a “working” meeting in every 
sense of the word. From morning until 
late afternoon the company ad managers 
and advertising agency people in attend- 
ance concentrated their attention on new 
techniques to enhance the attractiveness 
of insurance advertising and to get more 
news about insurance in the daily news- 
papers. About 75 were on hand for the 
workshop with attendance swelled to 
well over 100 for the luncheon. 

First to talk was H. Arthur Schlosser, 
president of Monogram Art Studio, New 





LEFFERT HOLZ 


York, who urged IAC members to avoid 
conservatism, stodginess and dullness in 
their advertising. His constructive critic- 
ism was all too often insurance ads are 
so characterized “with the result that 
a good portion of the public often gets 
no more message or stimulation from 
the ad or direct mail piece than from 
the mumbo jumbo language of a typical 
insurance policy.” 

Mr. Schlosser felt that insurance of- 
fered many opportunities for employing 
the latest advertising techniques. “Tn- 
surance is a creative business,” he said. 
“As new hazards occur due to changes in 
our daily living and working habits, new 
forms of protection must be devised so 
that the impact and effect of the acci- 
dent or misfortune will be minimized. 
In addition, old and new hazards always 
present the chi illenge of developing new 
forms of accident prevention techniques 
and devices. 

“This is a dynamic story which should 
be told in dynamic fashion,” he empha- 
sized. “It has emotion and human ap- 
peal. Therefore, it should be portrayed 
in a vital, expressive manner. “When 
we speak of ‘art’ in advertising, we are 
not talking about something complicated 
or high-falutin’. We are merely speaking 
of a form of expressing our message in 
symbols which everyone understands and 
enjoys seeing.” 

One of Mr. Schlosser’s suggestions 
was “try to lead your companies away 
from colorless and unimaginative pro- 
motional material. In so doing you must 
recognize the importance of utilizing 
creative art. However, you should not 
be frightened that creative art and color 
mean high prices. No matter what size 
the budget is, it can be fitted to good 
art work. There are many variables in 
determining costs. As a matter of fact, 
there are times when the postcard may 
be the most effective way of getting a 
a message across, more effective than 
something costlier and more elaborate.” 


Slessar on Advertising Effectiveness 


Second workshop’ speaker, Henry 
Slessar, creative director of the New 


York ad agency of Fuller & Smith & 
Ross, Inc., confined his talk, “Needed: 
Insurance for Advertising Effectiveness,” 
to the creative side. He was concerned 





with the problem: How certain can we 
make the success of our copy? In his 
opinion, “it calls for a dedication to cer- 
tain provable facts and common sense 
reasoning. It calls for an attitude of 
professional respect for the advertising 
writer and artist. It calls, sometimes, 
for the setting aside of personal tastes, 
beliefs and prejudices. Most of all, it 
calls for understanding and clear think- 
ing.” 

He summed up by saying: “In order 
to insure effectiveness regarding the 
personal impact of your advertising, you 
need this policy: Never be dull; always 
be interesting. Be different, take a 
chance; strike out in new techniques 
and new methods of presentation. Be 
clear and fair in what you say. Be na- 
tural; talk the reader’s language. Be 
specific and consistent.” 

As to the establishment of a correct 
corporate image, one that will stand the 
company in good stead no matter what 
specific proposition is being marketed, 
Mr. Slessar recommended: 

“1. Be individual. Our first duty, after 
all the hard work of planning and prep- 
aration is done, is to make absolutely 
certain that our company is the benefi- 
ciary of this advertising investment. We 
can’t let it be confused with any other 
insurance advertiser, and merely the in- 
clusion of our cherished logotype at the 
bottom of the advertisements will not do 
the job. Our advertising must be differ- 
ent from the others—it must be indivi- 
dual. It must have its own character, 
bear its own unmistakable fingerprint, 
be ours and ours alone. It will take work 
to make that difference, but the work is 
vital. 

“2. Associate advertising with com- 
pany name. The greatest piece of insur- 
ance advertising copy ever written, and 
the greatest human-interest photograph 
ever taken, might just as well be tossed 
into the wastebasket if the company 
name isn’t integrated with that wonder- 
ful piece of copy and art. It behooves 
us to seek out methods of identifying 
our pictures, our words, and our argu- 
ments with the name of the company. 
Some advertisers have done this admir- 
ably; more have to do it, if their adver- 
tising dollar is to be more than a tax 
deduction. 

“3. Be consistent. The same fickleness 
which helps muddle the personal impact 
of advertising can muddle the corporate 
image we wish to create. If our face is 
changing from day to day, who can be 
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expected to remember our name? 
Ludekens on Visual Copy 


The IAC workshop next heard from 
Fred Ludekens, associate creative direc- 
tor of Foote, Cone & Belding, who gave 
reasons why “Good Pictures Must Be 
Good Copy.” He said that the sole func- 
tion of advertising pictures is to work. 
“They always have a job to do,” he said, 
“and that job must be determined in 
advance by thoughtful analysis of a given 
advertising problem. 

“Good advertising pictures must be 
clear, simple and obvious, to support the 
advertising text in such a way as to 
make it easier for those who see it to 
understand quickly and appreciate the 
message of the advertisement.” 

Mr. Ludekens went on to say that 
pictures are a langue age. “The very idea 
of a language is to communicate 
thoughts and ideas clearly. I do not 
believe pictures—either photography or 
the various art treatments—should be 
abstract or vague. Often, it seems to 
me, artists and photographers get ‘car- 
ried away’ and strain to be different. 
Many ideas are lost before they finally 
reach their intended audience.” 

Expressing a few thoughts on adver- 
tising layout, the speaker said that how 
well the job is done is closely tied to the 
advertising layout man. The appearance 
of the total ad seen by the reader is the 
result, in turn, of the layout man’s 
graphic interpretation of the advertising 
problems. Said Mr. Ludekens: 

“Tt is his selection of proportions of 
the parts—the amount of dark or light, 
the size, the character and the action of 
the picture story. It is he who selects 
the type size, type color, type character 


Presiding Officer 
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that will get the message properly 
text.’ 

He characterized layout as a job of 
selection and taste. “It is how the lay- 
out man interprets the advertising prob- 
lem in visual terms. Layout is the blue- 
print which the photogrz ipher, the artist 
and the typographer follows in putting 
together the final advertisement the 
reader sees.” 


n 


Eugene Smith on “What’s News” 


First speaker of the afternoon session 
was Eugene A. Smith, financial and busi- 
ness news department, New York Times. 
He offered good advice to the IAC peo- 
ple on how to get insurance company 
news into the daily newspapers. 

“Certainly you would all agree that 
insurance should—and could—be news,” 
he said in opening his talk. “The trend 
towards eliminating the fine print and 
translating insurance policies into every- 
day English is ample proof that the pub- 
lic wants to know and understand insur- 
ance. The newspaper or magazine reader 
is thus a potentially receptive audience 
for news about insurance. 

“Our point of disagreement with you 
revolves around the reasons why insur- 
ance just isn’t news ... the reasons why 
the big newspapers ignore much of the 
material you prepare and deluge us with 
almost daily. 

“Let me get myself off the hook right 
at the outset. I sincerely believe that the 
insurance beat should be a full-time job 
on our big dailies. The plain truth is that 
not one has a man whose only concern 
is insurance. Where the trade papers 
can have specialists in each of the di- 
verse insurance fields, the dz ‘ilies toss 
the coverage in the lap of one man who 
is expected to keep up with all phases 
and developments. 

“This obviously is too much of a field 
for complete coverage. Yet it reflects 
the attitude of new spapers towards what 
should be a newsworthy field. It has 
evolved after many years of frustrating 
attempts at complete coverage by many 
topnotch reporters. The papers are not 
entirely to blame. 


Example of Weak Service 


“Let me cite a few examples of weak 
service by insurance companies and then 
ask yourselves whether the papers are 
wrong in giving only passing attention 
to your business : 

“A former ‘Times’ reporter—he has had 
no connection with the paper for three 
or four years—recently told me that he 
still receives releases from half a dozen 
insurance companies. They are marked 
‘personal’ and addressed to him here. 

“My own pile of daily releases com- 
prises almost without exception half a 
dozen addressed to my two predecessors 
—to a former assistant editor, to the 
present New York State Banking Super- 
intendent, and to a business editor who 
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died five years ago. Occasionally some 
are also addressed to me. 

“Now, you may argue that it is my 
duty to inform you of the changes that 
have been made. Conceivably I might 
notify some of the larger companies. 
But I maintain that it is sheer negli- 
gence on your part not to be aware of 
the death of an editor or the transfer 
of a reporter to a major position in the 
state government.” 

Mr. Smith also brought out that the 
companies which blanket the entire news 
staff of a daily with duplicates of the 
same release “are just begging for 
trouble. We all build up natural bar- 
riers against such things.” 

The only solution as far as he can 
see is for the insurance company to mail 
two copies of every item... one to the 
business or financial editor and the other 
to the man who covers the field. He said 
that it’s a simple matter to learn who 
that leg man is and, while some editors 
are against this duplication, he believes 
that it is well worthwhile in the long 
run. 


Know Your Media 


Futher along the speaker recom- 
mended that insurance ad managers take 
a basic training course in “know your 
media.” He admitted that the ad man- 
ager for marine company writing hull 
insurance would be properly subjected 
to ridicule if he placed a heavy schedule 
of ads in “Seventeen” or “Needlecraft” 
or some comic book. 

“But is he any more ridiculous,” Mr. 
Smith asked, “than those who flood our 
offices with notices that ‘Sam Spade, 
manager of XYZ Insurance Company’s 
Eastchester district, will attend a two- 
day field management advisory commit- 
tee conference in the comapany ’s home 
office at Ho-Ho-Kus, N. J.? 

“Can anyone reasonably expect that 
the New York Times, the N. Y. Tribune, 
the New York World-Telegram or any 
other daily has the space for such 
trivia ? 

“Nor do we have room for listing the 
many honors accorded insurance agents 
for outstanding sales records nor 
for company officers who have _ per- 
formed nobly ‘above and beyond the call’ 
in behalf of some foreign nation or local 
charity or the like. Admittedly these 
are all fine, nice and noble endeavors. 
But they just don’t make news to the 
big dz Lily.’ 


News vs. Advertising 


Mr. Smith then passed along a few 
thoughts on the question of news vs. 
advertising as seen by a large city daily. 
“News is one thing,” he noted. “Adver- 
tising is that proverbial horse of a 
different color. However, this does not 
mean that an ad could not be news. 
The make-up of a syndicate that signed 
an ad could provide the inquisitive re- 
porter with the nub for a fine behind- 
the-scenes story. Notice of the calling 
for redemption of certain stock issues 
might well prompt a nostalgic story on 
the end of an era, an individual or even 
a company. 

“But the company that announces, for 
example, broadened coverage through 
ads and makes a simultaneous news re- 
lease is guilty of gross deception. That 
company will immediately be marked 
down in my book for future items. 
Everything that comes from it there- 
after will be suspect. 

“Finally—on the gripe side—come two 
of the most basic points in that “Know 


Your Media’ program—deadlines and 
complaints. 

“The matter of deadlines can be 
solved through the post card method 


or through the use of the telephone. I 
firmly believe that anyone in your com- 
panies whose duties include prepara- 
tion of news copy should know the daily 
deadlines of the media he services and 
should also know when weekend mate- 
rial closes. 

“The complaint side of the ledger is 
somewhat more difficult for both sides 
of the fence. We’re all human. Mis- 
takes do happen . .. on either side. 
But, it seems to me, there is no excuse 
for people in your side of this business 
calling a reporter and complaining about 


a headline. 

“I am amazed to find men in top po- 
sitions in public relations and advertis- 
ing who do not know that reporters do 
not write the headlines on the stories 
they cover. A complaint call based on 
that subject is absolutely a waste of 
time. The reporter who gets such a call 
marks the caller down as an incompetent 
and with justification. 

“In most cases, I also feel that typo- 
graphical errors should be fairly obvi- 
ous. If the typo has actually hurt no 
one, nor changed to any important de- 
gree a certain situation, I see little 
justification for a complaint. Certainly 
such mistakes do not warrant publica- 
tion of space-consuming corrections. 

“On the other hand, it certainly is 
your right and duty to demand correc- 
tions that pass along wrong information. 
However, I suggest that the original 
call be placed with the reporter and the 
editor involved. Going right to the top 


brass only causes unnecessary trouble 
all down the line. 
“All of this seems to boil down to 


one word—cooperation. We—you in the 
insurance business and we in the news- 
paper or communications world—should 
learn to work together. Where you are 
concerned with only one industry, the 
load should fall on your shoulders. If 
you can grab onto it, there’s no reason 


why insurance coverage shouldn’t be 


improved in the dailies.” 
Holz on Regulation 34 


One of the most interesting portions 
of Superintendent Holz’ luncheon talk 
centered around his comments on Regu- 
lation No. 34, promulgated by the New 
York Insurance Department on Febru- 
ary 1, 1956, which embodies a new, com- 
prehensive advertising code. Here is 
what he said about this important reg- 
ulation and its significance to insurance 
advertising men: 

‘The attention of the Department 
was then focused upon enforcement pro- 
cedures under the new code. To carry 
out this purpose, a program was estab- 
lished for the intensive training of ex- 
aminers on the characteristics and prob- 
lems of insurance advertising, and in 
the interpretation and enforcement of 
the regulation. As a first step, a series 
of lectures was held conducted by insur- 
ance company officials, and advertising 
research and agency experts. Subse- 
quently, on-the-job training of exami- 
ners was initiated by close administra- 
tive review of their advertising exami- 
nation work. 

“Thus administrative coordination and 
field trainine is facilitating the policing, 
in a consistent manner, of the rules 
against misleading and deceptive adver- 
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The Greenbrier offers an outstand- 





ing location for your next conven- 


; tion. The newly completed, air-conditioned 
» West Wing provides meeting rooms for 
groups up to 1000 and includes such fea- 
tures as a brand new auditorium with a 42 
foot stage, the latest P. A. systems and pro- 
jection equipment, a theater with Cinema- 
Scope screen, and superb arrangements for 
banquets. Don’t overlook either, the mar- 
velous sports and recreational facilities, the 
courteous service, comfortable guest rooms 
and wonderful dining that have made The 
Greenbrier world-renowned as America’s 


Informal Business Capitol. 





WHITE SULPHUR SPRINGS + WEST VIRGINIA 





BLAISDELL ON TRAFFIC SAFETY 


-aul H. Blaisdell, traffic safety di- 
rector, Association of Casualty & Surety 
Cos., told delegates to the recent South 
Carolina Citizens Safety Conference in 
Columbia, S. C. that only education and 
enforcement will gain compliance with 
traffic safety practices by motorists. 





tising, so as not to inhibit or retard the 
promotion, sale and expansion of 
dent and sickness insurance. 

“Although Regulation No. 34 deals 
specifically with the advertising of acci- 
dent and sickness policies, the principles 
enunciated by the regulation are also 
being applied to the advertising of life 
insurance and annuity policies. 

“The regulation consists of a preamble, 
a set of substantive rules governing ad- 
vertising, and certain provisions de- 
signed to facilitate enforcement of these 
rules. 

“The preamble states that the purpose 
of the regulation is to formalize stand- 
ards to be followed by insurance in 
order to avoid — and deceptive 
advertising in the A.&H. insurance 
business. It is pointed out that the final 
test in every case is whether the adver- 
tisement does or does not have the 
capacity and tendency to mislead or de- 
ceive. 

“The substantive rules are contained 
in 17 sections and are accompanied by 
illustrative explanations where deemed 
necessary. The provisions, designed to 
aid in the enforcement of the rules, 
require that eacl insurer maintain a 
complete file of advertising material 
which shall be available for inspection 
by the Insurance Department. 

“It is believed that the adoption of 
this regulation will result in better serv- 
ice to the public by the accident and 
sickness insurance industry. To date, 
the rules on which the regulation is 
based have been adopted in a number 
of states and have also been adopted 
in substance by the Federal Trade Com- 
mission at a trade practice conference in 
Washington, D. C.” 

The Superintendent made clear at this 


accl 


point that the Insurance Department 
‘cannot be at your side each time you 
get up an advertisement. We expect 


that all will abide by the regulations 
and the rules laid down for industry’s 
guidance. The rules tell you some de- 


scriptive words and phrases that cannot 
be used, such as ‘all,’ ‘full,’ ‘complete,’ 
‘comprehensive,’ ‘unlimited,’ ‘up to,’ ‘as 
high as,’ ‘this policy will pay your hospi- 
tal and surgical bills,’ ete. 

“Tf you will bear in mind the words 
of the preamble to Regulation 34 that 
our rules are ‘intended to prevent adve 
tising which tends to mislead or de 
and that the ‘test in every case is 
whether the advertisement does or does 
not have the tendency and capacity to 
mislead or deceive’ and if you will put 
yourself in the shoes of your prospect, 
neither you nor the company you repre- 
sent will be charged with any impro- 
priety. . 

In closing Mr. Holz said: “I am chair- 
man of a subcommittee of the National 
Association of Insurance Commission- 
ers to study and review laws necessary 
and essential to perfect the system of 
regulation of the business of insurance 
by the several states as contemplated 
by the McCarran Act and by current 
needs in the — interest. As a re- 
sult of my study J am firmly convinced 
that the Fedecal Government should 
not become involved in the supervision 
or regulation of the insurance companies 
or their advertising. The problems 
which arise are peculiar to each state 
and are best resolved by each state su- 
pervisory authority. The several states 
are taking all of the necessary steps to 
precect the public against false and mis- 
leading advertising practices and the 
companies, in cooperation with the state 
supervisory authorities, are doing every- 
thing possible to stamp out any abuses 
which may exist. 

“It is my considered judgment that 
state regulation rather than Federal 
regulation of insurance advertising is in 
the public interest.” 
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Business-Festive Gatherings Feature 
50th Year Of Massachusetts Bonding 


with his mind befogged by smugness fail 


Massachusetts Bonding & Insurance 
Co. of Boston, this year is celebrating 
its golden anniversary. The completion 
of 50 years in business is being observed 
in branch offices around the country, 
with business-festive gatherings of staff 
and home office executives. Celebrations 
have been held, for the Pacific Coast 
branch, in San Francisco, and also by 
the branch offices of St. Louis, Dallas, 
Indianapolis and Philadelphia. This com- 
pany was founded in Boston by T. J. 
Falvey. 

Many unjustified compliments can be 
showered upon those of high station. On 
the other hand, comes a man like T. J. 
Falvey, and it seems that no amount of 
adjectives however descriptive and com- 
plimentary, can even remotely convey 
such dynamic ability in one man, 

His business career from his teens, 
was filled with indomitable courage, a 
grasp of organizational control and bril- 
liant talent as business leader. 





Early Success, Then Disaster 

Mr. Falvey was a financial success 
at 20. He set up a hat manufacturing 
business in Norwich, Conn., but was soon 
to face seemingly demor: lising disaster. 
His partner neglected to look after the 
matter of fire insurance, and soon the 
business went up in flames. 

Truly phoenix-like from the ashes of a 
ruined start, Mr. Falvey recovered him- 
elf. He banished self pity about the 
journeyed to New York and estab- 
hed the porter and checking service 
i Grand Central Station. This organi- 
zation was the forerunner of the na- 
, : 
t 





ionally known Red Cap service of 
j- 
o-day. 


Selling on New York’s East Side 


wae his earlier experience, Mr. Fal- 
vey started into insurance with United 
States Fidelity & Guaranty. His terri- 

ry was the most famous of the side- 
s of New York, the breeding ground 
of giants in adversity, the lower East 
Side. Recounting those times and people, 
“The cco onaoreil a house magazine 
of Massachusetts Bonding, says: “He 
moved about in this relatively poverty- 
ridden area with jaunty confidence. He 
built up a flourishing business among 
awyers that made him a bond salesman 
with one of the best selling records in 
the East.” 

The Concentrator continues: “Mr, Fal- 
vey was sent to Boston to open the 
New England market for United States 
ig & G., and was so successful that 
atter several years he was offered the 
job of executive vice Lge 9 a in the 
company’s home office in Bal timore. He 
turned down this opportunity in favor of 
remaining in the New England he loved.” 

The article captures the character of 
he man: “He was young and confident 

ugh to look into the cool eyes of 

mn bankers, talk to them without a 











hint in his voice of the panic that had 
grip} the world, and convince them 
that lassachusetts needed a bonding 
and ins ‘e company.” 

: From t start Mr, Falvey worked 
like a man driven with inner dynamos 


that seldom stopped, to place his com- 
pany’s name and e lines it wrote 
solidly into the tl ig of representa- 
tive agencies in the nation.” 






Falvey’s Opinions About Salesmen 
He was an experienced agency man 
himself, and so Mr. Falvey knew that 
a company was only as good as the 
men who could intelligently sell what it 
had to offer. Some of Mr. Falvevy’s 
maxims, counsels and comments on and 
about salesmen are good. He declared 
himself for salesmen with enthusiasm, 
and was withering to the know-alls: 
“Smugness,” he proclaimed, “is to the 
human being as sludge and carbon are 
to a motor. Just as the engine with its 
valves and cylinders clogged delivers 
indifferent power, so will the individual 





, and initiz ative ern are essential 
to full gts aon: and . 6 


neatness personified in dress and intel- 


Falvey’s inner character considered mod- 
Founder Falvey: 


He was a great 
The bonding and insurance bus- 


About the development of 


This was the same year North 
ican Life of Chicago started out in New- 


confidence in big business 
scandals in the history 
merce saw a leading oil company found 
$29,240,000 assessed against it. 
who decided the Punishment was Judge 


who was ons to ‘dish out such siactive 


a? was a ce grey figure, with 
_to match his big name. 


Government had 
to take action to recover $4 million from 


to have tampered some weighing 


heading “A New 
“Almost every ia ancial | institution 


was a a ees to their discipline. 
almost e will could grant or withhold 


the credit necessary to keep the nation’s 
business moving. 


Resigns From U. S. F. & G. 

one wd the outstanding 
good i in the — enanpetitive. eet 
: didn’t seem to under- 
Panic? He didn’t know 


He had read of course that railroads 


s were plunging and that men were 
out of work. But nothing breeds success 


prs is successful. So Mr. 
signed from U. 8. FSG: 


fsonctin business in the earlv 


They w eren’t worth much | more than the 
The business was marked by 


long hours and poles luck were 








needed for survival. Price cutting was 
the rule of the day. Companies sprang 
up fast—and folded faster. ... 

“Executives and underwriters of vari- 
ous surety companies sometimes held 
conferences on important questions ...in 
virtually all respects the surety com- 
panies engaged in unrestrained, often 
irresponsible, and frequently disastrous 
competition.” 

“The clamor for a group that could 
serve as a regulator for the industry 
grew untii on November 12, 1908, the 
Surety Association of America was 
formed. Pressure also had been brought 
to bear by Federal and State Govern- 
ment officials for such an association 
to collect data based on experience and 
from this to promulgate rates in line 
with risks being assumed, Government 
officials also adopted a ruling limiting 
the amount of bond a company could 
execute and retain. 

“At once the Association received the 
support of most of the prominent com- 
panies. Although it had its critics, the 
Surety Association of America has 
weathered all storms and has grown 
steadily in stability and influence. 

“Massachusetts Bonding and Insurance 
Company was one of the founders. of 
the Surety Association of America. 
Cradually, through the pioneering vision 
of the Association’s founders, order has 
been brought out of senseless, price- 
cutting foolhardiness, and a_ business 
climate has been established where clean 
competition can exist. 

Advance in 50 Years 


“The Massachusetts Bonding and In- 
surance Company was incorporated un- 
der the insurance laws of Massachusetts 
on July 29, 1907, and started business 
operations on November 26, 1907, at 77 
State Street, Boston, with an initial 
capital of $500,000, and a surplus of 
$250,000, Last year, Massachusetts Bond- 
ing and Insurance Company was cap- 
italized at $2,500,000, with a surplus to 
policyholders exceeding $20,000,000, The 
company wrote more than $37,000,000 in 
business. 

“The offices were a far cry from 
the company’s own home office building 
today at 10 Post Office Square and its 
own New York City building at 130 
William Street. The original home office 
was located in a three-story structure, 
with most of the personnel on the first 
floor. The third floor was for storage. 
Unpretentious on the outside, the build- 
ing nevertheless had offices inside (after 
extensive remodeling) that were un- 
usually modern for that period. The 
president was as insistent that the 
officers give a good first impression to 
those who visited them as he was about 
his own personal appearance and the 
appearance of his employes 

Here is a list of some ‘of the. per- 
sonalities who incorporated the Massa- 
chusetts Bonding: Colonel William A. 
Gaston, Robert Winsor, James L. Rich- 
ards, General William Draper, James J. 
Phelan, Wilmot R. Evans, Francis H. 
Dewey and John T. Burnett, the com- 
pany’s first treasurer. 

President T. J. Falvey’s “good right 
arm” and confidant was George W. 
3erry, vice president, who had been one 
of his business associates when Falvey 
was New England manager for United 
States Fidelity & Guaranty. “The Con- 
centrator” sums up the company’s first 
year reporting that “1908 showed net 
premiums of $286,976, an encouraging 
showing, considering the difficult times.” 


Branch Celebrations 


The Pacific Coast branch of Massa- 
chusetts Bonding, celebrated the half 
century with a 2-day meeting in the 
Fairmont i San Francisco. Presi- 
dent Wallace Falvey (son of Founder 
T. J. Falvey) headed a group of home 
office officials which included Earl B. 
Van Vorst, vice president and John 
Cronin, director. The meeting began 
with a sales seminar of which Vice 
President Henry G. Sheehy was moder- 
ator. 

A feature of the meeting was the 
presentation of papers by company man- 
agers, department heads, and special 
agents, on various phases of insurance. 





Wallace Falvey 40 Years 
With Mass. Bonding 





Wallace Falvey, president of Massa- 
chusetts Bonding, this year celebrates his 
40th year with the company. He was for 
many years chairman of the advisory 
committee, accident prevention commit- 
tee, Association of Casualty & Surety 
Cos. He started in Massachusetts Bond- 
Falvey was educated 
Boston, and Harvard. 

Some years ago The Eastern Under- 
writer paid the following tribute to Mr. 
“His outstanding characteristics 
include common sense, integrity, execu- 
tive talent, ability to size up situations, 
a flair for companionship and acceptance 
of responsibilities.” 

Mr. Falvey became president of Mas- 
sachusetts Bonding in December, 1947. 
His hobby, if any, is his great interest in 
accident prevention. He maintains that 
companies should allocate more of their 
premium dollars to the cause of making 


at Latin School, 


Vice President Van Vorst 
company’s important future with fire in- 
surance, baer a bros id outline « of the 


ance business ed been set up. 


history of the ini any in the Ste ate of 
recalling how his late 
first entered the 
in  Colitoenis: in 1912. The speaker’ S first 
visit to California was 


In St. Louis, Dallas, Indianapolis 


at the Mayfair Hotel, with Branch Man- 
home office visitors, 


W. Lovejoy, Mr. Van Vorst and Edward 


Year Award of Merit, 


on the occasion. 


outlined plans for he entry into the 
fire insurance business by the company. 
J. A. Whalen, presi- 
Southport State Bank, Southport, 
Indiana made a special effort to attend, 
to be sure of complimenting the Massa- 
chusetts Bonding. : J ‘ 
was held up and robbed of $66,000 in 
June 1956, and he was particularly ap- 
saath of the services of the Boston 
Home office visitors included 
1 George H. Nee, 
and Rte B. McWilliams, 

Branches of Massachusetts Bonding, 
throughout the country, i 
brating its 50 years of achievement and 
continuing progress. 


In Indianapolis, 
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Merger of Companies 
In N. Carolina, Florida 


TOTAL ASSETS OF $8 MILLION 


Carolina Casualty and Carolina Home 
Life Affiliate with Insurance Co. 
of the South 


Three insurance companies, two with 
headquarters in Burlington, N. C. have 
merged their operations into a_ single 
Group of companies that will widen their 

the fire, casualty and life 
announcement was made last 

Shepard Broad, pres- 
Carolina Casualty and 
and by Raymond 


coverage in 
fields. The 
week jointly by 
ident of both 

Carolina Home Life, 
K. Mason, president of the Insurance 
Company of the South, with headquart- 
ers in Jacksonville, Fla. The affiliation 
is effective immediately. 

The result of the merger of interests 
will double the net worth of both the 
Insurance Co. of the South and Carolina 
Home Life Insurance Co., and all three 
companies will have total assets of ap- 
proximately $8 million. 

The three companies will maintain 
their present locations and will work 
closely with each other in supplement- 
ing and strengthening their individual 
and collective operations, it was said. 
Neither is in competition with the other. 

Approval of the merger came at the 
regular quarterly board meeting of Caro- 
lina Casualty and Carolina Home Life, 
with final details completed yesterday. 
Directors of the Insurance Company of 
the South previously had approved the 
action, subject to the decision by di- 
rectors of the two Carolina companies. 


R. K. Mason Named Vice President 


Also at the meeting, directors elected 
Mr. Mason executive vice president, a 
new position, of both Carolina Casualty 
and Carolina Home Life, as well as a 
director of Carolina Casualty in filling 
the vacancy created by the recent resig- 
nation of W. N. Irby of Atlanta, Ga. 

President Broad and Ralph H. Scott 
of Burlington, a director of both Caro- 
lina companies, will serve as directors of 
the Insurance Company of the South. 
Mr. Mason will maintain his offices in 
Jacksonville. 

The Insurance Company of the South, 
which specializes in writing fire insur- 
ance on private dwellings, was incor- 
porated in Florida in April of 1951. 
Mr. Mason and his associates acquired 
controlling interest in the company in 
September of 1955 with what has been 
termed remarkable progress being real- 
ized since that time. The company has 
approximately 300 stockholders. 

Carolina Casualty, which has over 
2,000 stockholders, specializes in writing 
transportation insurance, while Carolina 
Home Life centers its operations entirely 
in the life and hospitalization fields. 

All three of the companies, it was 
pointed out, will continue their basic 
operations without change. 

Mr. Mason, a native of Jacksonville, 
Fila:18 a business administration gradu- 
ate of the University of North Carolina 
and has wide interests in the insurance 
and banking fields. 

Other than being president of the 
Insurance Company of the South, he is 
president of the Beach Federal Savings 
and Loan Association of Jacksonville 
3each, Florida, president of the Mason 
Mortgage Company of Jacksonville, and 
serves as a director of the Beach Bank 
of Jacksonville Beach. 


Statement Issued 


Presidents Broad and Mason jointly 
released the following statement regard- 
ing the consolidation: “As Carolina 
Casualty and Carolina Home Life com- 
panies and the Insurance Company of 
the South have continued to grow 
through the years, we have recognized 
the desirability of associating with 
strong and proven alliances to provide 
opportunities for continued development. 
“Through the transaction just com- 
pleted in bringing the two Carolina 


REHABILITATION PROGRAM PLAN 





Contained in Casualty and Surety Cos. 
Booklet Aimed to Help the Disabled 
Return to Employment 


Physical rehabilitation of injured 
workers is “part and parcel” of medical 
care under workmen’s compensation, ac- 
cording to “A Rehabilitation Program,” 
a booklet just published by the Asso- 
ciation of Casualty & Surety Cos. 


The booklet discusses medical re- 
habilitation, workmen’s compensation, 
Federal-state vocational rehabilitation 


and then, in step-by-step fashion, pre- 


sents a major plan for the establish- 
ment, by any carrier of workmen’s com- 
pensation insurance, of a well organized 
rehabilitation program as a part of regu- 
lar medical services and a method for 
extending that plan to provide close 
liaison and referral arrangements with 
vocational rehabilitation services when 
needed. 

The program, drafted by the advisory 
committee of the association’s claims 
bureau, is based on the premise tha 
“the carrier-sponsored physical rehabili- 
tation program on the compensation case 
will prove the most effective in return- 
ing the injured workman to employment 
and self- sufficiency in the shortest pos- 
sible time.” 

In announcing publication of the book- 
let, J. Dewey Dorsett, general manager 
of the Association, called attention to 
the fact that physical rehabilitation is 
a matter of common concern to em- 
ployers and employes, to state agencies, 
the medical profession and to the in- 
surance industry. 

“This recommended program,” he said, 
“should be particularly valuable as a 
means of clarifying some of the issues 
and problems of physical rehabilitation 
and as a step toward the ultimate de- 
velopment of the most effective physical 
rehabilitation program.” 

Copies of the booklet, in reasonable 
quantities, are available to groups and 
individuals at no cost. Requests should 
be addressed to the Public Relations 
Department, Association of Casualty & 
Surety Companies, 60 John Street, New 
York 38, N. Y 


DITC FEE REDUCED 


The fee for the Disability Insurance 
Training Council courses has been re- 
duced from $50 to $40. The lower fee 
will be charged for all courses which had 
not been planned in advance for this fall. 


SEEKS ADMISSION TO CALIF. 


Application for admission to California 
has been made by the Mutual Service 
Casualty Insurance Co., St. Paul, Minn., 
to transact fire, marine, plate glass, lia- 
bility, workman’s compensation, boiler 
and machinery, burglary, sprinkler teams 
and vehicle, automobile, aircraft and mis- 
cellaneous lines. 


companies in union with the Insurance 
Company of the South, each of these 
companies now has acquired the facil- 
ities needed to provide complete insur- 
ance protection in life, fire and casualty.” 
President Broad added: “Mr. Mason 
and his associates have demonstrated < 
unique ability in attracting and pao 
ing lucrative fields of insurance which, 
when added to the facilities we have to 


offer, will bring strength and diversi- 
fication to the entire group of com- 
panies. 


“The Mason organization now is pro- 
ducing various forms of life insurance 
at the rate of $6 million per annum, 
which now will be diverted to Carolina 
Home Life. 

“Carolina Casualty, licensed in 47 
states, will permit rapid and profitable 
expansion to the markets now available 
to the Insurance Company of the South 
in its specialties. We have every con- 
fidence that the wisdom of this far- 
reaching move will be demonstrated in 
the near future.” 





Brooklyn Brokers Assn. 
Tops 1,000 in Membership 


Nicholas V. Sichenze, chairman of 
the membership committee and financial 
secretary of Brooklyn Brokers Associa- 
tion, announced this week that its mem- 
bership exceeded the 1,000 mark on Oc- 
tober 31 as a result of a concentrated 
drive for new members. This is a trib- 
ute to Mr. Sichenze, who is one of the 
oldest general agents of the United 
States Life in point of service. 

The annual dinner of Brooklyn 
3rokers will be held November 14 at 
Hotel St. George, Brooklyn. Frank L. 
Schiralbi, incoming president and dinner 
chairman, will preside. On the dais will 
be seated 30 to 40 legislators and insur- 
ance company executives. 


N. J. Casualty Underwriters 


Honor Durling, Hutchinson 


The Casualty Underwriters Associa- 
tion of New Jersey held its October 
meeting at Echo Lake Country Club 
recently. The occasion was chosen to 
honor two retiring members for which 
60 members and guests were present. 

Jack Durling, resident vice president 
of Standard Accident, retires today 
(November 1). Herbert N. Hutchinson, 
past president of the Casualty Under- 
writers Association, was the second 
member honored. Mr. Hutchinson re- 
tired September 1 as resident vice presi- 
dent of American Surety. Paul S. Par- 
ris, president, Fidelity & Deposit of 
Mz aryland, as president of the New Jer- 
sey Association, presented appropriate 
tokens of the occasion to Messrs. 
Durling and Hutchinson. 


New AMIA Staff Writers 


American Mutual Insurance Alliance 
has added three writers to the staff of 
its public relations department. ipect! 
are Richard Blouin, Donald Edwalds and 
Margaret Reynolds. The announcement 
was made by AMIA General Manager 
Newell R. Johnson. 

Mr. Blouin’s experience includes edi- 
torial work for “Encyclopaedia Britan- 
nica,” the American Medical Association 
publication “Today’s age and na- 
tional wire services. Mr. Edwalds has 
been staff writer in the public relations 
department of the mid-America depart- 
ment of The Prudential. He also worked 
on the Army newspaper “Stars and 
Stripes” in Tokyo. Miss Reynolds work- 
ed extensively on various trade publica- 


tions including the American Medical 
Association’s “Archives of Otolaryngol- 
ogy.” 


New Editions of State WC 
Law Pamphlets Now Ready 


New editions of the Missouri and 
Texas workmen’s compensation law 
pamphlets which incorporate important 
changes in the laws of these states have 
been published and are now ready for 
distribution, the Association of Casualty 
& Surety Cos. has announced. 

The revised pamphlets contain a di- 
gest and complete text of the work- 
men’s compensation law and also perti- 
nent supplementary laws, including all 
amendments enacted in 1957 legislative 
sessions. 

Copies may be obtained from Editor, 


Law Publications, Association of Cas- 
ualty and Surety Companies, 60 John 
Street, New York 38, N. Y. at $1.50 
each 


NEW STANDARD ACCIDENT MGR. 


James S. Laird has joined Standard 
Accident as manager of the Northwest 
branch office. He was previously with 
the Goldy & Henselman Agency in Med- 
ford, Ore., Mr. Laird has been in insur- 
ance since 1924 and has held positions in 
the insurance department of National 
Mortgage Co., Continental Casualty, and 
Lamping & Co., Portland, Ore. 





Travelers Secy. L. A. Klein 
Retires After 40 Years 


Secretary L. A. Klein of the Travelers 
Indemnity retired after more than 40 
years service, the last 27 of which were 
spent in the home office. 

Mr. Klein joined The Travelers in 
1912, serving in New York and Hartford 
before entering the armed 
ing World War I. After the war he was 
in the Pacific Coast underwriting de- 
partment in San Francisco until 1928, 
later serving for more than a year in the 
Los Angeles office. 

He returned to the home ofies's in 1930 
and was appointed assistant secretary of 
the Travelers Insurance Co. in 1940, 
assistant secretary of the Travelers In- 
demnity in 1943 and company secretary 
and secretary in charge of the burglary 
and glass department in 1947, 

He served on the council of the Do- 
minion Board of Insurance Underwriters 
from 1948-55 and is a member of the cas- 
ualty executive committee of Canadian 
Underwriters’ Association as well as a 
director of Underwriters Laboratories of 
Canada. Mr. and Mrs. Klein are now 
living in California, 


forces dur- 


Kemper Building To Be 
Air-Conditioned by 1959 


Installation of the air conditioning 
system for the 42-story Kemper Insur- 
ance Building at 20 N. Wacker Drive, 
Chicago, is expected to be completed 
early in 1959, 

John W. Arthur, executive vice presi- 
dent and general manager of the build- 
ing corporation, says that electrical work 
also is underway on a change-over from 
direct to alternating current in the 
building. Cost of the change-over and 
air conditioning installation is expected 
to be close to $3 million. 

“The firm of Childs & Smith, archi- 
tects and engineers, has recommended 
installation of a parimeter system, the 
same type system that is being installed 
in most new buildings,” Mr. Arthur 
says. 

“This will cool and dehumidify in 
summer and provide an efficient heating 
system in winter, with heating coil, 
forced hot water circulation, humidifica- 
tion and desirable air distribution, ven- 
tilation and air filtering.” 


NOT IN PUBLIC INTEREST 
_James S. Kemper, chairman of ‘the 
Kemper Group, at the quarterly board 


meeting in the Waldorf, New York, of 
American Manufacturers and Lumber- 
mens Mutual, was critical of some In- 
surance Commissioners. He said that 
“State Insurance Commissioners who 
refuse or delay rate increases, are not 
always performing in the public’s best 
interest.” He said “inadequate rates 
oblige insurance companies to become 
more selective in the business they will 
write.” 


Fidelity Rate Structure 


(Continued from Page 35) 


can gain a working knowledge of surety 
business, 

“Many of the companies maintain 
schools for agents where they give ex- 
cellent courses in Fidelity and Surety as 
well as the other lines of business; many 
of them have excellent correspondence 
courses. It is therefore my recommenda- 
tion to each of you who is not now 
writing this type of business or who ts 
relying on company men to handle that 
business, that you or some member of 
your organization spend the necessary 
time to become familiar with it—it will 
pay dividends particularly when you 
reason that if some other agent who spe- 
cializes in bond lines is now writing 
those lines for some of your clients, he 
‘has his foot in the door’ for all of their 
other business.” 
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A. & S. Banquet Sparkles 
With Nairn’s Wit 


LAUGH, BE HEALTHY HIS THEME 


Whelchel and Cornett Welcome Guests 
and Speakers Including Earle Ben- 
nett, Charles R. Howell 


A banquet which sparkled with the 
wit and humor of A. Gordon Nairn, 
CLU, executive director of agencies of 
The Prudential in Canada, climaxed the 
sales congress of the New Jersey Acci- 
dent & Health Association held October 
24 at Military Park Hotel, Newark. Mr. 
Nairn, introduced by W. B. Cornett, 


Milne 


A. GORDON NAIRN 


& S. sales and service director, The 
Prudential, was in his best 
talking on “Laugh and Be Healthy,” in- 
terspersing his serious comments with 


form in 


well chosen stories in dialect. 

Eston V. Whelchel, Provident Life & 
Accident manager in Newark and presi- 
dent of the New Jersey Association, the 
evening’s toastmaster, expressed his 
pride over the success of “our first 
sales congress” and promised that it 
would be repeated next year. Attendance 
of 130 at the meeting and over 100 at 
the dinner came up to expectations, he 
said. Mr. Whelchel considerable 
satisfaction in pointing to the dignitaries 
who were guests of the association, the 
list being topped by New Jersey Insur- 
ance and Banking Commissioner Charles 
R. Howell and Earle R. Bennett, Provi- 
dent Life & Accident general agent in 
Tampa, Fla. who is president of the 
International A. & H. Association. 


A Door-Knocking Agent 


toc yk 


Given a warm welcome by Mr. Cor- 
nett, Mr. Bennett removed all doubt 
anyone might have that he was a 
swivel chair executive when he said: 
“T’m just a door-knocking insurance 
agent and proud of it. I don’t stand 
up here as a big executive to preach to 
vou.” He brought greetings from the 
International Association which, he said, 
has as its major 1958 objective to in- 
crease its membership. In recognition 
of New Jersey’s sales congress Mr. Ben- 
nett said that “events such as this help 


to keep our local unit members alive 
and alert to the 


trends of our fast- 











EARLE R. BENNETT 


moving business. The exchange of ideas 
cannot help but be helpful and invigor- 
ating.” 

The speaker stressed that the Inter- 
national is the only association which 
represents solely the agent. Its rela- 
tions with NALU are cordial and there 
is no conflict of interests. There is a 
definite place for each type of organi- 
zation in the business, in Mr. Bennett’s 
opinion. 

He was glad to note what IAAHU has 
done to give the & S. business pro- 
fessional status, pointing to its DITC 
educational courses as one example. The 
objective, he indicated, is to hasten 
the day when the A. & S. business in 
all its aspects will enjoy full recognition 
among the highest professions serving 
the public. In closing he referred to 
leaders of the New Jersey association as 
“dedicated men.” 


Howell Refers to “Rough Time” 

Insurance and Banking Commission + 
Charles R. Howell was given a_heart- 
warming reception when introduced as 
“the only Insurance Commissioner who 
is a CLU.” Glad to be among friends, 
Mr. Howell admitted that he has had a 
rough time this year “ducking blows 
of the Law Enforcement Council, the 
Newark Evening News and political op- 
ponents.” He said quite frankly that the 
Loyalty Group-John Cooney situation is 
now involved in partisan politics. 

In defense of the New Jersey Depart- 
ment of Insurance Mr. Howell potnted 
to dedicated career men, many years in 
the state service, such as T. A. Mc- 
Nicholas, Deputy Commissioner, W. 
Harold Bittel, chief actuary, and Paul 
J. Molnar, assistant deputy. “Let’s hope 
you won’t regard us as cover-up artists 
which is what the daily press and our 
political opponents are trying to con- 
vey,” he said. 

The Commissioner commended the 
New Jersey Association for “the good 
job you are doing in raising the stand- 
ards of A. & S. men in our state.” He 
touched upon the recent FTC com- 
plaint charges against 41 companies in 
connection with false and misleading 
advertising and said: “While it is true 
that excesses did exist for a while, things 
are now pretty much under control... .” 
He felt that the New Jersey Association 
deserved some credit for this improve- 
ment, saying: “Members of your organi- 
zation are bringing benefits to the peo- 
ple which were not possible several 
years ago.” 

A. Gordon Nairn pointed to the A. & 





Texas A. & H. Association 
Sets Sales Congress Dates 


The October meeting of the board of 
directors of Texas A. & H. Association 
was held recently in Austin. Reports 
from local associations indicated that 
membership had increased more than 
100% since the membership drive opened 
earlier this year. 

Marion Coulter, Washington National 
Life, chairman of the big sales congress 
reported arrangements have been com- 
pleted for the affair. The sales congress 
will be held three successive days, De- 
cember 2, 3 and 4, at Dallas, Houston 
and San Antonio in that order. E. H 
O’Connor, managing director, Insurance 
Economics Society and Herman Ford 
will speak on a panel stressing the value 
of wide knowledge of A. & H. insur- 
ance for the salesman. 

At the meeting Emerson Davis, Inter- 
Ocean of Dallas, emphasized his belief 
in the need for an independent associa- 
tion of A. & H. underwriters. Mr. 
Davis and John Delaney, American Life, 
were elected permanent representatives 
of the Texas A. & H. Underwriters on 
the H.I.P. committee. Herman Andrew, 
Business Men’s Assurance, resigned as a 
director owing to health reasons. The 
San Antonio A. & H. Association will 
shortly appoint a successor to Mr. An- 
drew. 








ESTON V. WHELCHEL 


S. business as operating in a field of 
the humanities. He said its function is 
to meet the complex needs of a public 
from whom accidents and sickness take 
an annual toll which, totaled in dollars, 
costs American families over $11 billion 
a year. He went on: 

“You and many thousands of other 
A. -&' 3S: underwriters throughout your 
country and mine have done a great job 
in the past. Last year the paid income 
for all companies selling A. & S. was 
about $5 billion which includes $1.7 bil- 
lion by the Blue Cross and Blue Shield 
organizations. <A _ little less than $4 
billion was paid out in claims. However, 
this is just scratching the surface of 
the real needs. We have still a real 
selling job to do. 

“The public is becoming more educated 
to the need for insurance coverage 
especially as to hospital expense and 
medical care plans. There has been a 
dramatic expansion in hospital coverage 
in the last decade or so. At the end of 
1956 about 115,000,000 persons in the 
United States had some type of volun- 
tary hospital expense protection. There 
is still one out of three persons who 
do not have any hospital expense cover- 
age and of those who have protection a 
large percentage do not have adequate 
coverage. 

“More than 40% of the wage earners 
of the U. S. are not covered by any 
plan of voluntary insurance which will 


Wm. H. Cook Named 
As Attorney-Adviser 


TO FTC CHAIRMAN GWYNNE 


Was U. S. Senate investigator For 
Banking and Currency Committee 
Studying FHA 


Appointment of William H. Cook, 37, 
of Carbondale, Ill., as attorney-advisor 
to the chairman of the Federal Trade 
Commission was announced by FTC 
Chairman John W. Gwynne. 

Mr. Cook, who joined the FTC in 
April, 1954, served first as an investigator 
for the Washington, D. C., field office, 
then a year later was assigned to com- 
pliance work in the general counsel's 
office. He has been particularly active 
in anti-monopoly work. 

He succeeds Leslie S. Miller, veteran 
anti-monopoly trial attorney, who has 
returned to this work. 

After joining the Commission, Mr. 
Cook was loaned, during the summer of 
1954, to the U. S. Senate Committee on 
B anking and Currency as an investigator 
in its study of the Federal Housing Ad- 
ministration. He also has worked on spe- 
cial reports which the FTC has sub- 
mitted to Congress in connection with 
proposed legislation. 

Following World War II, during which 
he rose from privz ite to Ist Lieutenant, 
Mr. Cook engaged in private law prac- 
tice in Charleston, Ill., and later was a 
partner in a laundry ‘and dry cleaning 
business in Carbondale. 

He was graduated from Southern 
Illinois University in 1941 and obtained 
his law degree from Washington Univer- 
sity School of Law, St. Louis, Mo., in 
1947. A member of Kappa Alpha and 
Delta Theta Phi Fraternities and the 
American and Federal Bar Associations, 
Mr. Cook lives in Washington. 


Combined Group Appoints 
12 New Sales Managers 


W. Clement Stone, president of the 
Combined of America, announced the 
appointments of twelve sales managers 
and the areas in which they will rep- 
resent the company. 

Paul Stopka, of Minneapolis, to rep- 
resent Combined in central Minnesota; 


Darrel Kingsley, Columbia, S. C.. in 
western territory of South Carolina: 
Paul R. Boling, Indianapolis, to central 


Walter McKelvy, Washing- 
to field sales manager in west- 


Kenneth W. Halsey, 


Indiana; 
ton, Pa. 
ern Pennsylvania; 


Baltimore, to represent the companv in 
Maryland; Ernest O. McDonald, Hot 
Springs, to southern Arkansas; Rov R. 


Williams, of Monroe, La., to northern 
Louisiana. 

Also Rymer C. Clark, Bowling Green, 
to be supervisor in Western Kentucky; 
Jack Sykes, Yakima, Washington, to 
southern Washington; Paul Engle, 
Seattle, to eastern Washington and 
northern Idaho; Ferris Blumberg, of 
Blackfoot, Idaho, to southern Idaho, and 
Gerald Wright, of Toronto, to a sales 
meanagership in province of Ontario. 





provide income continuance in the event 
of sickness or accident. Here’s the field 
where we can do a bigger jo» of cdu- 
cation and selling. 

“First, let’s cover those people w'9 
have hospital expense plans with month- 
ly income plans. These prospects al- 
ready know the value of hospital 
expense plans—and are ripe prosp2cts 
for the needed income continuance sick- 
ness and accident plans. Then we have 
the whole fertile field of about 25 mil- 
lion wage earners and their families 
who aren’t covered by any income pro- 
tection plan—a total of about 55 million 
people in the U. S. who do not have any 
hospital expense benefits. Is there a 
job to do—well, what do you think ?” 

In closing Mr. Nairn made this telling 
point: “Let’s not do our selling by using 
facts and figures alone. Talk to a man 
about the things that matter most to 
him—his wife, his children, his home. 
Make full use of the heart appeal.” 
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Stimulating Talks At Sales Congress 
Of New Jersey A. & H. Association 


Co-Chairmen Cornett and Lehman Built Fine Program; 
Cordray, Ernst, Lindop, Ellis, MacDonald and Kreder the 


Afternoon’s Stars; Francis T. Curran, Sales Panel Moderator 


By Eucenge G. Downey 


Jersey Accident & Health 
Association sales congress was held last 
week at the Military Park Hotel in 
Newark. It was a highly successful be- 
ginning to what is expected to become 
an annual feature. A crowd of 130 at- 


The New 


tended the congress which provided 
timely talks by well-known figures in the 
A. & H. business. 


Co-chairmen of the affair were George 
E. Lehman, manager of National Acci- 
dent & Health Insurance Co., and Wil- 
liam B. Cornett, director of sickness and 
accident sales and service in The Pru- 
dential’s home office. Mr. Lehman is a 
zone chairman and member of the board 
of International A. & Association 
and Mr. Cornett is a past president of 
this national organization of producers. 


The quality of the speakers and their 
subjects is a real tribute to Messrs. 
Lehman and Cornett. Every invited 


guest showed up with the one exception 
of Travis T. Wallace, president, Great 
American Reserve, Dallas, who was 
stricken with the prevalent flu and con- 
fined to his bed. 

However, the New Jersey Association 
signed up as a pinch- hitter no less a 
figure than Roy A. MacDonald, manag- 
ing director of the Life Office Manage- 
ment Association, and until recently di- 
rector of company relations for the 
Health Insurance Association of Amer- 
ica. Mr. MacDonald, an eleventh hour 
substitute, delivered a fine talk on “Cre- 
ative Selling.” 

Ernst on “Sales Ideas That Click” 


The opening talk was given by Carl 
A. Ernst, with a lively demonstration 
“Sales Ideas That Click.” Mr. Ernst, 
who is now director of the A. & S. de- 
partment of North American Life & 
Casualty of Minneapolis, entered insur- 
ance as an agent in 1929. He was pres- 
ident of the International Association in 
1952, and a member of the original dis- 
ability committee of NALU 

Second speaker was Roy MacDonald 


and then Karl H. Kreder, CLU, second 
vice president, Metropolitan Life, who 
gave an illustrated lecture on “Selling 


A. & S. in Today’s Market.” 

A feature of the occasion was a top- 
en sales panel moderated by Francis 

Curran, supervisor, statutory disabil- 
Ms division of Loyalty Group Cos., 
Newark. Mr. Curran, prominent author 
and lecturer on A. & S. handled the 
introduction of the speakers and the 
question and answer period. 

The ideas presented by Carl Ernst 
proved stimulating and novel. His open- 
ing was an idea in itself. He threw 
bottles of “pills” to those in the hall. 
Each bottle contained ten pills. His 
suggestion was that the salesmen each 
carry a bottle of pills out every day, 
and when they make a sale to remove 
one pill from the bottle. A pocket full 
of pills, and an empty bottle e: ich eve- 
ning, he felt, was a cure for many ills! 

When Mr. Ernst entered the hotel 
before lunch he attracted attention by 
having a crisp dollar bill showing in 
front of his pocket handkerchief. Many 
approached him to point this out. He 
gave the answer in his talk. When 
people ask him the inevitable question 
—his answer is “I’m selling dollars.” 
This is a highly successful way of ad- 
vertising income protection insurance. 


If, he said, he presented himself mere- 
ly as a salesman of insurance from 
North American Life & Casualty, he 


might not make a compelling impression 
on the prospect. However, Mr. Ernst, 
who is strong for visual aids to selling, 


asserted that “you cannot sell a nega- 
tive mind. Any ‘gimmick,’ that gives us 
an even break with our prospect is 


worthwhile,” he declared. 


Varying Value of the Dollar 


Another point brought out by the 
speaker, was the varying value of the 
dollar. For example he recalled a bar- 
tender in the midwest who sold $1 bills 
for a 25 cents profit, because they were 
folded in such a way as to shape the 
letter “M” for Money. This was an 
example of a dollar worth more than 
a dollar. Even more impressive then, 
must be the dollar benefits of a policy 
covering disability, given to the insured 


when his earning capacity has been shut 
off, his expenses increased and _ his 
debtors pressing. 

“The dollar the insured 
policy increases greatly when he re- 
ceives return benefits at the time of 
disability. Frequently the agent is con- 
fronted by a prospect who has never 
been sick a day in his life.” Mr. Ernst 
suggested a graphic set of answers to 
this 200 pound paragon of physical well- 
being. 

The speaker then held up two sets of 
the “Yellow Pages,” which he had taken 
from the classified telephone directory. 
The first, he said, represented all the 
undertakers in Chicago, the second rep- 
resented all the doctors. He pictured 
these thousands of undertakers as simply 
sitting around and waiting for business. 
“However, before the undertaker takes 
over, how many doctors provide services 
for ‘healthy hulks’?” he asked. “These 
visual aids compel reluctant prospect to 
think realistically of how many people 
must use medical services sometime dur- 
ing their lives,” he said. 

Where then can the prospect lay his 
hands on, say $1,000 to pay for his medi- 
cal bills? Who does he know who will 





invests in a 


et him money when he needs it: his 
brother, brother-in-law? Who? the an- 
swer, Mr. Ernst pointed out, was for 


the insurance company to guarantee the 
wherewithal to pay for sickness expense 


when it is needed. He also suggested 
that agents point out to the stubborn 
prospect that the longer he goes with- 


out suffering a disability, 
chance it will befall him. 

In closing Mr. Ernst took a cup in 
his hand. This, he said, represented the 
cup of happiness, income earning and 
security. On top of the cup he placed 
a saucer, to represent all the luxuries, 
such as the car, washing machine, house 
payments, etc. He whipped the cup away 
and 


the greater the 


unexpectedly, the saucer crashed 
into pieces on the floor. As his audi- 
ence recovered from the shock, Mr. 
Ernst declared: “There, without warn- 
ing go the ‘good things of life.’ The les- 
son: Salary without provision for the 
rainy day, is a building without founda- 
tions.” 


MacDonald on “Creative Selling” 

Next introduced was Roy A. Mac- 
Donald, born in Nova Scotia, who rose 
from private to captain in the Canadian 


Army in World War II. He _ joined 
Great-West Life in 1947 and became 
director of company relations for the 


old Health & Accident Underwriters 
Conference in 1953. Mr. MacDonald, 
author of a widely read book on _ sub- 


standard risks, has lectured at 23 DITC 
courses. 
Under the title 


speaker indicated 


the 
for 


“Creative Selling,” 
the opportunity 
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life companies in the A. & H. field, and 
noted that casualty companies are be- 
coming more and more interested in life 
business. However, he said, success in 
the A. & H. field depends largely on 
the attitude of management towards the 
field force. If management is indifferent 
towards A. & H. business, then for the 
most part the agency ed will likewise 
be indifferent. 


“Only to the extent that it is con- 
structive does selling tend to be effici 
ent,” he held. Insurance selling Mr 


MacDonald defined as “al activities con 
nected with the transfer of services for 
a premium.” He distinguished between 
selling and salesmanship, “which is the 
plus factor in selling that induces more 


transactions and produces _more sales 
than would otherwise occur 

Continuing, Mr. MacDonald said. “The 
salesman who is tops in our business 


is one who puts his heart into his work 
He analyses every prospect to deter- 
mine his needs and_ this preliminary 
work indicates a sincere effort to help 
solve his prospect’s problems. He takes 
stock of himself every once in a while 
to find ways to improve his selling tech- 
niques, to improve his understanding of 


human nature and to improve his ser\ 
ice to people. The good insurance sal 
man knows that he won’t be too happy 


(Continued on Page 44 
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if he sells a prospect a contract which 
won't be of any value to him. He knows 
that his peace of mind, his business rep- 
utation and his pride in his job require 
strong, forthright business qualities. 

Enthusiasm 


“Enthusiasm is needed. 
gives the salesman’s effort a vital qual- 
ity—enthusiasm makes him optimistic 
and forceful and it can frequently 
change a prospect’s apathy to interest. 
Prospects usually prefer to do business 
with a man who is enthusiastic about 
his contracts and his company—the 
salesman’s loyalty gives the prospect 
confidence in both the contract he’s be- 
ing persuaded to buy and the company 
that issues the contract. 

“Personality, is not a uniform put on 
for the occasion of calls on prospects. 
It is made up of all the qualities men- 
tioned so far plus many others arising 
out of mentality, education, belief and 
experience. The smile with which a 
prospect is greeted needs to spring from 
the heart, from a knowledge of the serv- 
ice the salesman is in a position to give, 
from confidence in his own integrity 
and from a feeling of happiness that he 
is meeting his prospect with these in 
mind. 

“The more the salesman knows about 
what he is selling,’ Mr. MacDonald 
stressed “the better he can shape his 
sales story. The more the salesman 
can show his acquaintanceship with the 
qualities and benefits of his company’s 
contracts, the greater will be the con- 
fidence of the prospect when signing an 
application. A prospect cannot be ex- 
pected to respect a salesman who has 
not enough respect for himself to be- 
come thoroughly acquainted and com- 
pletely familiar with the contracts of 
the company he represents. 

“The salesman who can give ten good 
sound reasons why a prospect should 
sign an application for coverage in his 
company is, of course, in a much better 
selling position than the salesman who 
has only five reasons. But his ten rea- 
sons must be founded on facts which 
he knows, so that his confidence be- 
comes infective 

Continuing, Mr. MacDonald said that 
the most successful salesman is the one 
who can select the approach best suited 
to his prospect of the moment. “Pros- 
pect interests must be paramount,” he 
declared. “A salesman who relies on 
argument is leaning on a weak reed. 
Persuasion is what wins sales. It is 
easy to win an argument and lose a 


Saic 


Persuasion, he said means knowing 
all the answers in advance. A good sales- 
man will try to anticipate all the ob- 


jections in advance and rather than wait 
for the a icheaaa objection, work the 
answer smoothly into the conversation 
or presentatior \ wise salesman can 
discern that which rates highest on the 
prospect’s mind, and then show how his 
service best meets t requirement. 

Mr. MacDonald pointed out that 
“when there is a meeting of the mind 
of the buyer with that of the seller, a 
sale almost invariably results. This pro- 
gram demands hard work, straight think- 
ing and intelligent planning. 











Importance of Repeat Sales 


In conclusion the speaker stressed 
the importance of repeat sales. He said: 

“Repeat sales depend mainly on these 
points: the honest value given on the 
original sale; the sincerity of the sales- 
man thinking of his prospect’s interests ; 
the integrity of the company in seeing 
that its representatives’ promises and 
pledges are lived up to when a claim 


(Continued from Page 43) 


is filed and the follow-through periodic- 
ally to make sure your policyholder 1s 
satished that his insurance needs are 
being met as his position in life im- 
proves and that you are the one who is 
reaping the benefit from your original 
sale, not some other company represen- 
tative.” 

He pointed up a live problem of lost 
opportunities which came to light in 
a LIAMA survey in the Hartford area: 
The survey indicated that on an average 
people own insurance policies bought 
from three different agents, the reasons 
being that many agents after selling 
one policy never return to service their 
client’s needs. 

Mr. MacDonald concluded: “The per- 
fect sale is never finished—the end of 
one sale is the beginning of another. 
I can’t stress enough the importance of 
referred leads from an original sale; 
50% of life sales, so I’m told. are made 
this way—why not A. & H.?” 


Kreder on A. & S. Sales Potential 


Karl H. Kreder, CLU, second vice 
president of Metropolitan Life, in his 
talk pointed up the “Sales Potential of 
A. & S. in Todav’s Market” by saying: 
“Since some 40% of our income earners 
have no accident and sickness coverage 
at all and since a great percentage of 
those who do have it have covered them- 
selves only to a limited percentage of 
their incomes, a tremendous market ex- 
ists for our product.” 

Res pe the tremendous need for 
A. & H. coverage and the market for its 
moti Mr. Kreder said that protection 
against economic death is as important 
as protection against physical death. He 
presented some statistics as follows: 

“1. Take an average group of 1,000 
employes. There will be about 400 who 
will either incur some disability per- 
sonally, or who will have some member 
of their families sick or hurt each vear. 
They certainly need personal as well as 
dependent accident and sickness cover- 
age. 

“2. According to the American Medi- 
cal Association, more than 16,000,000 pa- 
tients are admitted to hospitals every 
year and the average stay in a hospital 
is more than 10 davs. This points up 
the need for hospitalization. 

“3. While an average of only seven 
out of each 1,000 employes will die this 
year, 100 will be disabled, ‘off the job,’ 
for periods lasting more than seven 
days because of sickness or accident. 
This points up the need for disability 
income coverage. : 

“4. 65% of all American families have 
less than $1,000 of liquid assets avail- 
able to replace lost income or provide 
for medical expense in case of disability. 
This highlights the need for major med- 
ical expense coverage.’ 

Mr. Kreder cited sections 105 and 106 
of the new Internal Revenue Act which, 
he said, are factors to help accelerate 
Aes. production: “With these sec- 
tions an employer can purchase up to 
$100 weekly indemnity for his key man 
or employe, charge it as a business ex- 
pense, and not have the premium in- 
cluded as income for the employe. 
Furthermore, these benefits payable to 
the employe are tax-free.” This in itself 
the speaker declared, represents a tre- 
mendous market. 

The audience was interested in Mr. 
Kreder’s proposition to earn the agent 
an extra $2,000 a year, in a way that 
would not interfere in the case of the 
life agent with his predominant life 
business. He suggested a target of 100 
A. & S. clients gained over a_ period 
of four years, a rate of one such client 
approximately every two weeks. Such 
a clientele could come from the life 
clientele and referred leads from life 
clients. 

Mr. Kreder then used slide illustra- 
tions in outlining a simple program for 
income protection which could be pre- 
sented in such a way as to place betore 
the prospect a picture of what he has, 
and help the agent draw from him a 
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statement of his needs. 

Mr. Kreder pointed out that “most 
underwriters who are active ordinary 
programmers possess the skills needed 
to program A. & S. These programs are 
not as involved as those of life insur- 
ance, for there are fewer in force. The 
minimum needs are easier to determine, 
estate problems are not involved except 
in accidental death insurance—there are 
no interest factors, or cash or retire- 
ment values to plague you. All that is 
reoaied is that the amounts payable 
under existing coverages be charted and 
any deficiency be indicated.” In this way, 
Mr. Kreder said, recommendation for 
additional protection is in order. 

Mr. Kreder’s talk was well received, 
especially as it represented a thorough 
presentation of a practical program for 
use by the agents. 

Mr. Lehman then introduced Francis 
T. Curran, chairman of the New Jersey 
A. & H. Association, who is supervisor 
of the statutory disability division of the 
Loyalty Group at Newark. As Mr. Cur- 
ran pointed out, he as moderator was 
the only home office man on the panel. 
The speakers were all field men, each 
well versed in all phases of insurance 
selling. Each, in turn, was particularly 
adept in the phase he discussed on the 
panel which featured prospecting, pres- 
entation, the close and underwriting. 


Ralph K. Lindop on Prospecting 


Pride in accomplishment was_ the 
dominant theme in the talk on “Pros- 
pecting” given by Ralph K. Lindop, gen- 
eral agent, Monarch Life, New York 
City. Mr. Lindop pointed out that it is 
a policy of his office never to cold 
canvas. He never makes a call to sell 
unless he has been introduced to the 
prospect. “Do the job so well that others 
want to see you,” he urged. 

Mr. Lindop indicated his great faith 
in professional conduct for the fieldman. 
Like the old pugilist slogan “blind 
them with science,” Mr. Lindop believes 
in winning a client through knowing the 
A. & H. business thoroughly. If he can 
satisfy the client completely the agent 
can suggest to the insured that he 
recommend other prospects confident 
that his friends will receive the same 
excellent service. 

Mr. Lindop seemed to surprise some 
of his listeners by telling them that he 
never makes a call unless the person 
recommending him has already con- 
tacted the prospect, paving the way for 
the agent. The name and address in 
itself is not sufficient, the agent must 
also be introduced. 

Mr. Lindop having sold a policy tells 
the insured: “You owe me nothing, you 
owe your friends everything. Are you 
satisfied with your purchase? Are you 
glad you bought it? Will you call your 





friends and recommend they utilize the 
same quality service?” 

The speaker calculated that in any 
event, one out of every two and one- 
half prospects is a sale. Therefore, 
knowing the client will be satisfied with 
his purchase it is, he finds, unnecessary 
to persuade the unwilling, or unworthy 
risk. By appealing to the intellect, Mr. 
Lindop said it is possible to achieve 
a lapsation of less than 10%. 


Melville Ellis Makes Hit 


Following Mr. Lindop, Mr. Curran 
introduced Melville Ellis, Loyal Protec- 
tive Life agent, who outlined the sales 
approach and presentation. He im- 
pressed his audience with his quiet sin- 
cerity. He said that there are no novel 
or sensational methods that provide the 
quick and permanent sale. Rather it is 
basically the Anpedineient of individual 
selling skill. He suggested: 

“Every approach, whether telephone, 
reference or cold canvas should carry 
with it a clear note of self assurance 
and definite conviction, your handshake 
firm and your greeting spontaneous. 
This is your prospect’s first impression. 
Your own enthusiasm can be contagious. 

“We have all practiced this on people 
we considered important. Your prospect 
is important, the most important person 
in your business life. He is the one who 
pays your salary.” 

Worthy of mention, Mr. Ellis stressed, 
is the value of a neat appearance which 
can add to the salesman’s self-assurance. 
The speaker believes in the direct ap- 
proach: “Good morning Mr. Smith, I’m 
Mel Ellis of Pennsauken, New Jersey, 
I want to talk to you about your income 
and what would happen if you became 
sick or injured.” 

Continuing, Mr. Ellis said that there 
are trick approaches, admitting he had 
been guilty of trying them. These how- 
ever mostly serve to confuse the pros- 
pect and eventually the agent has the 
job of getting back on the track which 
takes up valuable time. He advised: 

“Let the prospect answer after the 
opening sentence. Then apply the im- 
portant selling skill to handle the pros- 
pect’s first normal reaction of resis- 
tance. Each excuse should call to mind 
numerous stories based on truth; the 
prospects sold, also the ones you did 
not sell and why; the claims which have 
occurred.” 

Convey sincerity, the speaker urged, 
for in this way the prospect will realize 
the vibrant truth of the agent’s state- 
ments. Also apply the knowledge of the 
expert insurance man, for the agent has 
the advantage in perceiving his insurance 
problems and knows what to do about 
them. 

Mr. Ellis stressed the need for gen- 
uine interest in the prospect’s problems, 
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rather than in the size of the premium. 
Afford the prospect the opportunity to 
say what he thinks, he suggested. 

The speaker said that he specialized 
in non-can. guaranteed renewable insur- 
ance and because of the very nature of 
this coverage more time and explanation 
is needed. He explained: “It becomes 
less of a package deal and can take the 
more personal touch. Discussion of wait- 
ing periods can, of course, be guided by 
the salesmen. Duration of disability can 
invite interesting stories of salesmen 
and prospect, and continually during the 
presentation reminding him of the need. 
Optional benefits, if time permitting, can 
be skillfully discussed with the thought 
in mind of major medical, hospital plans 
for dependents, and life insurance needs 
on delivery of policy.” 

In closing Mr. Ellis emphasized that 


the degree of success a_ salesman 
achieves depends on his own selling 
skill, coupled with his sincere and 
genuine interest in his fellow men. 


“While it is necessary for the field man 
to represent a fine and reliable com- 
pany and one that can provide the 
proper tools of our trade” the speaker 
added “the greatest tribute paid to the 
man in the field is when our policy- 
owners will often remark: ‘What insur- 
ance have I? I don’t know. I forget! I 
bought it from Mel Ellis.’” 


Cordray a Colorful Speaker 


Charles Cordray was one of the most 
colorful speakers of the Congress. His 
talk, “Closing the Sale,” was something 
of a knockout. He is manager of the 
Trenton district office of Mutual Benefit 
of Omaha. Mr. Cordray who originated 
the technique known as the “Accom- 
plished Fact Close,” provided a crack- 
ling interlude in this sales congress. 

During the talks of his fellow panel- 
ists he sat at the dais, almost unmoving, 

azing out front from behind dark 
eae When Mr. Curran introduced 
him he rose, walked slowly to the micro- 
phone, removing his spectacles. 

He hastened into the story of a young, 
untutored, hopeful insurance agent, who 
was given 450 application forms, 450 re- 
ceipts, a battered bag and instructions 
to sell insurance. 

From here on Mr. Cordray held his 
audience completely. He went on to 
weave a spell, dynamic and forceful. 
They gasped and they laughed as he 
poured out his story with heavy irony, 


flighty euphamism, and outlandish di- 
rectness. Sales in Mr. Cordray’s vo- 
cabulary were “perpetrations.” Pros- 


pects were “accused” of excellent health. 
In a dashing and effective manner he 
unfolded his theory which in essence is 
“to brook no opposition, for fortune 
favors the brave.” 

The gist of the Cordray story is this: 
The young agent spent a month slog- 
ging around town, getting doors slammed 
in his face. His position seems hopeless. 


He’s called into the office and with 
royal ceremony and top agents drawn 
up in orderly rank, the manager goes 


to a big vault, opens it and delicately 
removes a dog-eared lead. “You have 
all heard of leads!” Mr. Cordray ex- 
claimed. “This lead had been tried four 
times unsuccessfully.” 

Still the agent borrowed five cents bus 
fare (“starvation you know!”) and called 
on the PROSPECT. The door opened. 
The agent was in the hall. The agent 
was in the living room. The application 
form was filled out. 

“Do I have to pay you now?” the 
prospect asks. “Yes, and you can have 
accidental death for another two dol- 
lars,” said the agent. “Which do you 
prefer?” 

Here then is the picture: The prospect 
cowering before the persistent, almost 
desperate agent, who has the signed 
application and receipt. The agent is 





EXPANDED FACILITIES 


Standard Accident Insurance Company 
and its affiliates, the Planet, have estab- 
lished a full underwriting service office 
in Birmingham, Ala. Opened last year, 
the office in Birmingham previously of- 
fered only field supervision and claims 
and engineering services. 


soon back in the street running for his 
office. He’s telling the manager that he 
knows the secret of insurance selling— 
showing him the first precious check 
for a closed sale. 

Mr. Cordray’s conclusion was briefly 
stated. “There’s nothing disrespectful 
about a quick close.” 


J. M. Wickman On Underwriting 


The last subject of the panel “Under- 
writing” was handled by J. M. Wick- 
man, second vice president, Mutual Life 
of New York. In the course of his talk 
Mr. Wickman said that “assuming the 
agent is interested in getting his busi- 
ness issued in such a manner that he 


need have no fear that any just claim 
will be paid without dispute or question 
or fear of renewal being refused .. . it 
is fundamental that a full and complete 
picture of the sageais be obtained and 
this is possible” he stressed, “with com- 
plete and searching application.” 

The probing accomplished by a com- 
plete application, he said, does something 
also for the agent. It enables him to 
get a complete health picture of the ap- 
plicant and when an ailment is men- 
tioned he can, at that time pave the 
way fora possible waiver. 

“The time to sell a waiver is when 
selling the policy,” Mr. Wickman em- 
phasized, “If the applicant will not buy 


a waiver, the agent has not made a 
sale, and it will usually be harder to go 
back on delivery to sell it at this stage.” 

About the application form itself Mr. 
Wickman said: “We tried the simplified 
approach on hospitalization insurance 
but found we were not getting the in- 
formataion. We got it later, however, 
at the time of the claim!” 

Mr. Wickman complimented the A. & 
H. sales force “on the terrific job that 
has been done in the past few years in 
providing benefits against the cost of 
disability—both loss of time costs and 
medical care costs. There are still areas 
that need greater attention,” he con- 

(Continued on Page 46) 
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housewife finds a 
package worth over 


$125, 


000.00 


Sure it’s still a man’s world. But we’ve also 


the ladies are quick to recognize 


outstanding success opportunities in the 
accident and health field. 


One example among the many agents on our 
roster of star salespeople is a housewife 
who specializes in the sale of Combined’s 
Union Labor Plan. Applying Com- 
bined’s specialized sales training 

in coordination with our tailor- 


made merchandising materials, 
the lady is well on her way to 
earnings of over $125,000.00 in 
the next ten years. After that, 
renewals will pay her a retire. 
ment income of over $1000 a 
month. 


A man’s world? Of course. Hun. 
dreds of other agents are doing as 
well or better with Combined plans. 

It will pay you to inquire about them 
now. Do it today by mailing the coupon. 
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J. P. Hanna Predicts 
Legislative Action 


IN 1958 NEW YORK SESSIONS 


On Rights of Cancellation, Renewability ; 
HIAA General Counsel Gives 1957 


Countrywide Review 


Hanna, general counsel, 
Association of Amer- 
Individual 


John P. 
Health Insurance 
ica, told the association’s 


Insurance Forum last week that impor- 
tant and far-reaching legislation affect- 
ing the 
newability 
1958 New 


rights of cancellation and re- 
will be considered by the 
York State Legislature. The 





JOHN P. HANNA 
Metcalf Committee continues its studies 
in this area. 
Mr. Hanna, in a review of changes in 


this area 
session, said 


during the past legislative 
that such legislation could 
be classified into the following seven 
categories: (1) Limitations Relative to 
Renewability and Cancellation; (2) Cash 
Bills; (3) Health and Welfare 


Sickness 


Trust Funds; (4) Installment Sales and 
Credit Insurance; (5) State Fair Trade 
Practices Act; (6) Uniform Individual 
Policy Provisions, and (7) Agents Quali- 


fication Laws. 

The speaker noted that both Cali- 
fornia and New York have passed bills 
increasing the benefits and scope of cov- 
erage of UCD and DBL laws. He added 
that the registration and regulation of 


welfare funds was the objective of legis- 
lation in 13 states. Many states, he 
said, also considered bills exempting 
welfare funds from the rule against 
perpetuities or accumulations or legisla- 
tion which would have made it a mis- 
demeanor for an employer to have 


failed to make fund as 
contracted. 

Mr. Hanna pointed out that various 
measures introduced relative to the 


payments to a 


problem of regulation of insurance in 
connection with lending of money or in- 
stallment sales took the form of: (1) 
either ac mprehensive bill providing for 
the regulation of instalment sales in- 
cluding any insurance sold in connection 
therewith, or (2) measures specifically 


prohibiting coercion by lender or seller 
or, (3) efforts to include tie-in sales or 
coercion within the prohibitions of the 
Fair Trade Practices Act. 

Fair Trade Practices Acts 


Regarding the Fair Trade Practices 
Act, the HIAA general counsel declared 
that 14 states and Alaska, during the 
last session, considered legislation di- 
rectly or indirectly related to it. Alaska, 
Alabama, North Dakota and Texas en- 
acted the Uniform Fair Trade Practices 
Act. Connecticut, Nebraska, Nevada, 
Oklahoma and Wisconsin amended it in 
some additional manner. He cited the 
fact that 41 states, Alaska and Hawaii 
have now enacted the law. 

“Oklahoma has enacted a Fair Trade 


Public Meetings Set For 
Revision of Florida Laws 
Insurance Commissioner J. Edward 
Larson of Florida has set dates for a 
series of public meetings to discuss revi- 
sion of insurance laws of Florida and in- 
surance legislation passed by the 1957 
The schedule for the 
meetings is as follows: November 6— 
MacAllister Hotel, Miami; November 
7—San Juan Hotel, Orlando; November 
8—Mayflower Hotel, Jacksonville and 
November 13—Tampa County Court- 
house Auditorium. 
Commissioner Larson ‘has appointed 
a Legislative Steering Committee made 
up of all segments of the insurance in- 
dustry to advise him and consult on 
these matters. This steering committee 
is in turn divided into two subcommit- 


State Legislature. 


tees, one to handle fire and casualty 
legislation and the other subcommittee 
for Life and & H. legislation. 


Chairman of the fire-casualty subcom- 
mittee is J. Ollie Hall, vice president 
and treasurer American Title & Insur- 
ance Co., Miami. Heading the Life and 
accident and health subcommittee is 
W. J. Hamrick, CLU, agency vice presi- 
dent, Gulf Life, Jacksonville. 

In addition to the above meetings, 
the subcommittees have scheduled the 
following meetings for the State Capitol 
(House Committee Room No. 50) Talla- 
hassee: November 18—Life and A. & H. 
subcommittee; November 19— Fire and 
Casualty subcommittee; November 20— 
Legislative Steering Committee. 

It is hoped that the revision can be 
submitted to the 1959 session of the 
Florida Legislature. 


NOW HENRY E. McCURRY, INC. 

Henry E. McCurry, for many years 
head of his own inspection agency in 
Detroit, has announced its incorporation 
under the name of Henry E. McCurry, 
Incorporated. He has advised his many 
friends that “to facilitate a program of 
expansion and diversification and to pre- 
serve the continuity of service, the legal 
status of our business has been changed 
from one of individu ul ownership to that 
of a corporation.’ 





Practices Act,” said Mr. Hanna, “which 
in addition includes sections on (1) ‘co- 
ercion,’ (2) ‘inducements,’ (3) a more 
extensive prohibition on ‘rebates’ and 
(4) a section which provides that it 
shall be a misdemeanor for any agent, 
examining physician or other person to 
knowingly or willfully make a false or 
fraudulent statement or representz ition 
in or relative to an application for in- 
surance.” 

Agents’ Licensing Laws 

review of legislation affecting 
agent’s licensing, Mr. Hanna said that 
Alaska, Alabama and Oklahoma enacted 
comprehensive licensing laws in this re- 
gard setting forth qualifications, fees, 
examinations and provisions for revoca- 
tion or suspension of licenses under 
certain conditions. Iowa also made sev- 
eral substantial changes. 

With new legislation comes the ne- 
cessity for new regulations and rulings 
interpreting and implementing the legis- 
lation which has been passed, the HIAA 
general counsel noted. He said such 
interpretation has been necessary in 
such states as Georgia, Minnesota, “Mis- 
sissippi and South Carolina. The speaker 
also brought out that supplementing 
changes brought about by individual 
states, the National Association of In- 
surance Commissioners continually is 
considering problems that lead to recom- 
mended changes from the NAIC level. 

“Changes in A. & H. legislation and 
regulation do add to your problems but 
they should not be deplored,” said Mr. 
Hanna. He _ concluded that “most 
changes, if adopted after mature con- 
sideration and study, should be wel- 


In his 


comed as they lead toward greater serv- 
ice to the public by the accident and 
health industry.” 


Cover Dentists’ Work 
In Hospital, Office 


DR. FRIEDRICH AT HIAA 


Tells Individual Ins. Forum That Trend 
is Toward More Dental Surgery in 
Hospital; Insurance Needed 

If a significant 
to the subscriber, 
tal benefits will have to 
performed in the dentist’s office as well 
as that performed in the hospital, Ru- 
dolph H. Friedrich, D.D.S., told the 
Health Insurance Association of Amer- 
ica’s annual Individual Insurance Forum 
in New York, week. The speaker, 
who is secretary, Council on Dental 
Health of the American Dental Associa- 
tion, maintained that unless health insur- 
ance benefits cover both these areas, an 
unnecessarv burden will be placed on 
hospitalization insurance. 

Dr. Friedrich said that the nature of 
dental practice is such that most of the 
services for the patient are provided in 
the dental office. However. he went on 
to emphasize that “there is a growing 
trend toward the performance of more 
extensive and complicated oral surgical 
procedures by dentists in hospitals. 

It was pointed out by the ADA Coun- 
cil secretary that controls should be 
investigated to pr event improper utiliza- 
tion of health insurance which covers 
dental services. In this regard, the 
speaker said Group purchase and budget 
pavment of dental insurance have stimu- 





benefit is to accrue 
health insurance den- 
cover work 


last 


lated state dental societies in the de- 
velopment of committees which have 
proved successful in protecting such 


improper utilization by 
the dentist. “The ac- 
tivities of such committees have gained 
the growing and wholehearted support 
of the profession and have not only pro- 
tected the programs but have returned 
an additional bonus in good public re- 
lations,” he declared. 


Considering Expanded Insuranc2 


Dr. Friedrich announced that the 
American Dental Association, at its 
annual session this week, will consider a 
report of its Council on Dental Health 
relative to the expansion of health in- 
surance as a method for meeting dental 
care costs in those areas where it can 
be applied. 

The speaker concluded that the ADA 
hopes that a continuation of the co- 
operation established between the insur- 
ance business and the dental profession 
will result in “benefits for the people of 
this country that will contribute to a 
higher standard of living based, on 
healthful living.” 


plans against 
the patient and 


CERTIFICATE ISSUED 

Insurance Commissioner F. Britton 
McConnell has issued a certificate of 
authority to the 20th Century Insurance 
Exchange, Los Angeles, to transact lia- 
bility and automobile insurance in Cali- 
fornia. 20th Century Underwriters, Inc. 
is attorney-in-fact for the Exchange. 


M. S. BAYAR PROMOTED 


Standard Accident has appointed Ste- 
ven S. Bayar, associate manager of the 
Indianapolis branch. He joined Standard 
Accident in 1929 and most _ recently 
served in managerial posts in Cleve- 
land and Detroit. 


N.J. Sales Congress 


(Continued from Page 45) 


cluded, “but I am confident that the 
American Agency System will continue 
to develop new plans and methods of 
solving these problems as well.” 

_ The New Jersey A. & H. Association 
is to be congratulated for a quality pro- 
gram. They gathered together top 
speakers all of whom contributed to a 
stimulating meeting, on an international 
scale. To judge from the initial suc- 


Need For Prepaid 
Dental Health Care 


HIAA’s JOSEPH F. FOLLMANN 


Suggests Major Medical, Rather Than 
Separate Policies; Employer Labor 
Union Plans Discussed 


Joseph F. Follmann, Jr., director of in- 
formation and research of the Health 
Insurance Association of America, speak- 
ing before the 11th annual conference of 
the Council on Employe Benefit Plans, 
at the Hotel Commodore, suggested that 
any public desire for prepaid dental care 
insurance might be met by including this 
protection as part of major medical ex- 
pense insurance rather than as a sep- 
arate health insurance policy. 

Mr. Follmann, felt that while such a 
plan had not yet been attempted, “some 
possibilities would seem to present them- 
selves in this direction.” He added, how- 
ever, that the more serious and costly 
forms of dental care could be included 
with a medical care program leaving the 
more routine, less costly, and luxury 
forms of dental care to be borne by the 
individual. 

“Such a plan.” Mr. Follmann indicated, 
“would have the added virtue of not 
segmenting dental care costs from other 
costs for medical care. since to the indi- 
vidu: al pocketbook they became total 
cost. 

Mr. Follmann made it known that in- 
surance or prepayment for general or 
comprehensive dental care on a broad 
scale does not apnear to be immediately 
on the horizon, He said it will probably 
await greater public demand adding that 
“it might be expected that progress will 
proceed in an orderly manner, starting 
first with coverage for oral surgery and 
other costly procedures on a scheduled 
basis.” 

Initial Dental Care Problems 


Speaking of the problem initial dental 
care, or care for the accumulated needs 
can present to insurers, the speaker was 
confident that means can probably be 
found to cope with this. “Maintenance 
care,” he continued, “also presents prob- 
lems but ones which are not unique to 
dental care and hence, subject to solu- 
tion.” 

Group insurance coverage for the costs 
of dental care would appear to be fea- 
sible from an operational standpoint at 
such time as there is a public desire to 
purchase it, said the speaker. However, 
he cautioned that individually sold dental 
insurance as a separate coverage may 
prove somewhat impractical because of 
both initial and continuing anti-selection 
or until dentistry becomes automatically 
accepted as part of medical care insur- 
ance. 

Among alternative approaches to an 
insurance or prepayment program which 
might be taken, Mr. Follmann included 
the development of post-payment plans 
for fing ancing dental care or the pro- 
vision of dental care on a direct basis 
by employer or labor unions. 

He declared that post-payment plans 
are commensurate with installment buy- 
ing which plays a basic and increasine 
role in the national economy. Mr. Foll- 
mann cited the fact that such plans 
known to have been tried for dental care 
vary in nature and degrees of success or 
failure. 

The speaker then mentioned certain 
examples of dental care by labor unions. 
A recent study of employer-provided 
dental care. he said, indicates a marked 
lack of, uniformity in the pattern of serv- 
ices. Some of these plans, he brought 
out, emphasize emergency care and edu- 
cational programs, others stress repair 
and replacement, and still others point 
up education, examination, and referral 
to the family dentist. 

“There seems general agreement in 
the dental profession,” concluded Mr 
Follmann, “that where such plans em- 
phasize education and referral and are 
= operated, they can be of appreciable 
value. 





cess, this should become an annual af- 
fair of considerable importance in the 
calendar of important A. & H. meetings. 
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One of our Marine Specialists is near to help! 


Wherever your agency may be, one of our Inland and a volume of the profitable marine lines. And behind each 
Ocean Marine Specialists is nearby, ready and anxious of our Marine Specialists . . . situated in most principal 
to serve you promptly and efficiently. Furthermore, cities . .. are marine offices staffed with highly trained 
whether the risk is “standard” or whether it requires a personnel ready to provide the underwriting, policywrit- 
“tailor-made” policy, he has the professional knowl- ing and general services you need. Why not start today 
edge to help you get the business .. . to help you develop ... building up your volume in marine? 


Marine Division 
AETNA CASUALTY AND SURETY COMPANY 
Marine Service from Coast to Coast STANDARD FIRE INSURANCE COMPANY 


Affiliated with Atna Life Insurance Company 


Hartford 15, Connecticut 

















“Dwelling Package Policies benefit 
both Client and Agent” 


say Bos and Ciair Dirrensaucu of Lancaster, Penna. 











“We're enthused about the modern packaging of property insurance offered by the 
Package Dwelling policies. Our policyholders enjoy broader protection, and through the 
100% Replacement Cost Coverage we are able to insure property to present value. The 
writing of one policy is more economical and convenient for premium payment to client and 
agency.” 

‘‘Having been ‘Exclusively Insurance Since 1904’ and with The Travelers since that date, 
we are well aware of the excellent claim service our policyholders enjoy locally. So it is 
natural that our substantial volume of Package Coverage is through The Travelers with their 
3,700 full-time claim employees providing continent-wide service and unrivalled liability 
claim know-how.” 

* 
Clair B. Diffenbaugh and Robert P. Diffenbaugh are partners in M. H. Diffenbaugh 


& Sons, a highly successful multiple-line agency founded 53 years ago. 


When you sell The Travelers Package policies you can be sure Travelers field men with 


their specialized training and wide experience stand ready to help you. 


Your nearest Travelers Fire or Casualty Manager will be happy to give you full details on 


Travelers Dwelling Package Policies. Why not call him today? 


YOU WILL BE WELL SERVED BY 


EAMILY IND 
ow be 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT i. g 
P : ; 4 Oy, Weed ew 
All forms of personal and business insurance including GH THE TRPV 
Life + Accident + Group Fire + Marine + Automobile + Casualty + Bonds 


























